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Colonial 
LU NMETA 


PATENT LEATHER fy 


rs aes 


seen in 


Rockettes 


by Wood & Smith Shoe Co., 
Auburn, Maine 


For Sunday best, party dress-up or everyday wear, Colonial 
Gunmetal Patent Leather has become an accepted staple as 


children's styling keeps pace with grown-up trends. 


COLONIAL TANNING COMPANY, INC. Gia BOSTON 11, MASSACHUSETTS 





THEY SELL...THEY REPEAT 





IN-STOCK NO. 8061 
Brown Kip Unlined Loofer 
12'/, to 3, A to D widths 


IN-STOCK NO. M8061 
Brown Kip Unlined Loafer 
31/, to 6, A to D widths 











smartness make “KALI-STEN-IKS"’ traditionally 
fine shoes. If you like repeat business you will like 
“KALI-STEN-IKS”. They are a capital asset in any store. 


OTHE GILBERT SHOE CO., THIENSVILLE, WISCONSIN | 


June 15, 1955 


Vol. CXLVIII, No. 2, BOOT AND SHOE RECORDER, published semi-t 
Entered as second class matter Jur 1943, at the Post Office 





LET’S REVIEW 
THE CHAMPIONS 


PEERLESS COLORED KID e CARA 
RUBY (vbiack) KID ¢@ EVANETTE SUEDE 
BOKHARA e VALENCIA e EVALAMB 
POLITAN e JIMMY PIG e GLUV PIG 
BROGANDI e KLONDIKE GOLD KID 
METALLIC KID e PEERLESS LININGS 


SILVER KID 


The best known names in leathers always lead the parade 


in the best known brands of shoes. 


JOWN KR. EVANS & COMPANY = Camden, Vew Jersey, 2c. 185: 


Ty Houle hin Leather 
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Buster Brown—the biggest 
advertiser of any brand of 
shoes in America—marks the 
13th consecutive year of broad- 
cast advertising with the big, 
new TV show, ‘‘Andy’s Gang.” 


i. 


/ , Sey Andy Devine’s millions of 
for sellin D 4 friends will be 


on hand every week 


BUSTER Ri | iV ) | / for “Andy's Gang” 


When it comes to friends, Andy’s got the most! 


Millions of friends... and they’l] all be on hand when 
0eS Andy starts heading up “Andy’s Gang” in August. 


The great thing is that all the friends of Andy 


will be friends of Buster Brown too. He’ll see to 


that. Be ready to cash in on the new traffic. 


Brown Shoe Company 


St. Lovis . . . Makers of: Air Step + Buster Brown * Official Boy Scout Shoes 
Official Girl Scout Shoes * Life Stride + Naturalizer « Pedwin + Propr-Bilt 
Risqué + Robin Hood + Roblee + Westport 
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fabulous 
shoes 
with 
famous 
names 


style leaders 
for over 


four decades 


CAMBRIDGE RUBBER COMPANY 
748 Main Street, Cambridge, Mass. 


Tred-Lite 


Cambridge 
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/ What does the aN 
' NEOLITE SHOWCASE 
CHOW ? 


™s ai 


Feature Fashions 
in the 
NEOLITE Showcase 


Goopsy EAR 
TV 
PLAYHOUSE 


Alternate Sundays 
9-10 Pm, EDST 
NBC-TV Network 
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[t shows your customers 


that shoes with NEOLITE Soles are right in step with the latest fashion 





trends. On television and in magazine ads the NEOLITE Showcase shows 





why these amazingly tough yet wonderfully light soles are the brand to 





get for comfort, style and long, economical wear. 





It shows you 


an advertising and merchandising program unequaled in the industry —one 





that’s putting more selling power in the NEOLITE name than ever! It’s 





showing your customers why it pays to buy shoes with NEOLITE 





Soles. And, by the same token, it shows you why it will pay to 





feature them on your next lines! Be sure to get all the facts from 





your Goodyear Representative—or write to Goodyear, Shoe 





Products Division, Akron 16, Ohio. 








On television ...The shoe with the NEOLITE 
Sole is shown and sold in NEOLITE Showcase 
commercials reaching an audience of 30,060,000. 







It’s a feature on the Goodyear TV Playhouse, 






one of television’s top-rated shows. 







In magazines .. . Full page ads in the 





country’s leading fashion magazines are built 






around the Showease idea. They're designed 






to put more sell than ever into men’s and 
women’s shoes with NEOLITE Soles! 










/ 4 Otte, 
” My 
Weph 





: Vobod, does 


NEOLITE SOLES what NEOLITE does 


lo help Vou sell! 
Made only by GOODYYEAR 










TIRE @ @UBBER COMPANY AKRON ON10 





MEOLITE, AM ELASTOMER-AESIN BLENO T & THE GOODTEAR 
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“three hundred pairs 


in three days...” 


stvle i” 


like thist 


produced 


ESS 


an stores like these 


SOMMER & KAUFMANN, San Francisco 
ROBINSON'S, Kansas City, Mo. 

C & H SHOE CO., Marion, Ind. 

JACOB REED’S SONS, Philadelphia 
WALSH SHOE SHOP, Boston 

RODES RAPIER CO., Louisville 
GRAHAM SHOE CO., Boston 

HESS SHOES, Baltimore 

THE POTTER SHOE CO., Cincinnati 
HEROLDS, San Jose, Calif. 
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“Three Hundred Pairs in Three Days” 


And here’s proof that the market for Wright Arch Pre- 
server Shoes is bigger than you think. During Wright’s 
Spring Openings, in a three day period, individual stores like 
the ones listed sold as many as 300 pairs of Wright Shoes to 
old and new customers at regular prices—$20 to $26. 


Customers of stores like these went overboard for the 
smart styling. They welcomed the fine fit. But most of all... 


The Milano—In-stock #163 


Typical new Wright styling 
The ¢ 


ontinental influence 


in a Wing Tip Gleaming Black Blucher 


They Bought The Four Famous Built- In Features That 
Make Wright Shoes The Most Rest-Insuring Shoes 
On Two Feet. Wright Arch Preservers Are The Only 
Shoes With The Four Features That Keep “Men 
On The Go”—On The Go Around The Clock. 


If your store has a staff of well trained shoe fitters, it will 
pay you to find out about a franchise for Wright Arch 
Preservers. Write to Mr. Leo McCarthy, Executive Vice 
President, E. T. Wright & Co., Rockland, Mass. 


wright 


atte piiobener shoes 
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i ae tg - Meo 


the “Young Man of Distinction” 


I NrRODUCING our Young Man of Distinction: a chap who knows 
what he wants and gets it! Clubman, connoisseur and scholar, he 
belongs to the best clubs; Cub Scouts, Little League, and the Local 
“Y.” He drinks his “Coke” with the “Savoir Faire” of his adult 
counterpart and like him, he’s a collector of the rare and unusual. 
Stamps, comic books, insects, model planes all fit into his 
collection. 


He likes fast styling in his bike, his clothes and of course, his shoes. 
As a matter of fact, he and his sister live a “Life of Style!” They're 
just as fastidious in their selection of clothes and shoes as their 
parents. They make their own style selection too, and visit your 
store more often than Mom or Dad. 


That’s why the juvenile shoes you sell must have the “style” they 
want. That’s why you should be selling Lucky Old Pals and Lucky 
Star shoes of distinction, for boys and girls of distinction and all 
children are, of course, of distinction. 


Five Star Footwear Company 
43-01 22nd Street, Long Island City 1, N. Y. 
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Everlasting shopper appeal 
with built-in COLOR 


Drab store fronts today do not pay! Attract customers with colorful 
Kawneer Zourite (porcelain-enameled or alumilited aluminum). 

It is a facing material that resists chipping, cracking and fading, 
providing years and years of shopper appeal. Use it as a sign 
backing, and as a covering for columns, pilasters, bulkheads, soffits 
and pylons. Plan now to remodel your store front with practically 

no interference to normal operations using Kawneer Zourite, doors, 
store-front metal and sun-control products. See your Kawneer 


dealer or write for booklet, “How to Modernize Your Store Front.’ ; 
Kawneer Aluminum 


Zourite Facing 
in ten attractive colors 
awnee © Velvet Block * Horvest Brown 
Alumilite Spring Green 
Alumilite Gray Sunset Red 


General Offices 


i ee Or ee | Academy Blue Winter White 


Marine Blue Flame Orange 
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V Vetch the light shine in a little girl’s eyes 


when she sees this shoe... or ask any mother! 


There's an “Alice in Wonderland” touch about this 
Little Misses shoe thac will warm the heart of 

any young lady. A picture can't do justice to the 
fresh strawberry ice cream soda tint of the leather. 


Buc perhaps the ornamental stitching at the top line, 


ending in a tassel-like effect, will convey some of 


the festive ‘‘party’’ feeling of this little shoe. 


And the last? It’s a pump type with 

5/8 heel. Like all high style United lasts, 
it is extremely versatile your own 
stylist can work wonders with ict. 
Available in Slide-O-Matic? Naturally, 


UNITED LAST COMPANY 
BOSTON, MASSACHUSETTS 


Division of United Shoe Machinery Corporation 
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No mark downs 
in Acme 
Cowboy Boots 
.-Styles 


never go 


Acme Boot Company 
Clarksville cy 


WORLD’S LARGEST MAKERS OF COWBOY BOOTS 
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Another INTERNATIONAL SHOE COMPANY First! 


A 


ea brand new idea in 
crepe soles that means 


EXTRA PAIRAGE FOR YOU/ 


It’s a cinch to sell these shoes to every one of your customers 
Fit « pair, then watch when she steps down. You'll see 

real enthusiasm, as the feel and features sell the shoe for you 
Nothing else like it! 


~~ 


Softrax are perfect around the home, inside or out 
Shown above is Tina, with elastic vamp 
Available in a variety of seasonal! colors! 


i es 


yy 73 a with ‘ ™ 
Ye el tl tl a ae inimical 


There's a huge specialty market in 
Softrax for nurses, waitresses, beauticians, 
factory workers. Tico, with two-eyelet tie, 
is available in several colors, too 


LL ROO, ANE 


Non-skid on slickest surfaces 
Grippers pointing in two direc- 
tions eliminate slipping, even on 
highly polished linoleum or tile 
floors. Outside, there's no slipping 
in mud or snow 


Flexible sole that cleans itself : IN 
Norma! watki jh £ ae Cnc <alhipnry 
flexing Pry wiped nine STOCK! Le ng We WINN £4 of Ming / 
off mud that clings to them. 

Priced to sell RETAIL at 


Sensational New Foot Comfort Sure-Fire Kepeat Seller / 
Softrax gently massages the foot, $ 95 as 
seems to give a boost to every 

reraaweatee ie 


step. tt mokes walking twice os 
easy. Soft glove leather, full and $7.95 
cushion insoles add to comfort, 


Write, wire, or phone today 
Be the first to have these terrific shoes 


They're offercd by these divisions of 
INTERNATIONAL SHOE COMPANY, St. Louis 3, Missouri * World’s Largest Shoemakers 


ROBERTS, JOHNSON & RAND: PETERS 
FRIEDMAN-SHELBY - SUNDIAL 
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OUTLOOK 


Shoe Stores to Serve and to Sell 


Tere are fashions in shoe stores as well as in foot- 
wear. And those fashions change, not as frequently 
as shoe styles fortunately, but nevertheless in periods 
that are fairly well defined. They affect not only archi- 
tectural design, store decorations and furnishings, but 
also planning, layout and arrangement, together with 
such important features as merchandise display, light- 
ing, air conditioning and other items of store equip- 
ment that are directly related to the job of selling. 
Today’s trends in shoe store design and equipment 
tend especially to emphasize these practical features 
which most merchants feel can be helpful in promot- 
ing sales efficiency and building customer good will. It 
is altogether logical and natural that this should be so. 
A store modernization or remodeling program, whether 
limited or full scale, today involves high costs of ma- 
Therefore the 
merchant will devote a great deal of thought to the 


terials, labor and equipment. wise 
question of how he can plan and improve his store 
so that the improvements will help pay their way by 
attracting customers and stimulating sales. 

Few retailers in these times are much interested in 
merely “prettying up” their stores or giving them the 
kind of periodic beauty treatment that used to be con- 
nice. 


kept 


than 


sidered necessary merely to keep them looking 
Obviously any successful shoe store has to be 
neat and attractive, but nowadays it takes more 
that to stay abreast of the times, How far the indi- 
viduai retailer will go naturally depends on a variety 
of factors like how much money he can afford to spend. 
what kind of clientele he is serving, what his compe- 
tition is doing and other considerations. 

There is hardly any question as to the desirability 
of presenting to the public a store that is as attrac. 
tive and efficient as its owner can make it within the 
reasonable cost limitations that apply to his particular 
case. The retailer of today is dealing with a discrimi- 
nating public that has been educated to expect a great 
deal more in the way of comfort, convenience. service 
and pleasing environment than was considered essen- 
tial a few years ago. We have come a long way from 
the so-called “pine board” stores of the depression 
years. Even some of the lower price chain shoe stores 
that once affected an atmosphere of extreme simplicity. 
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partly to give an impression of low cost economical 
operation, have spruced up to a considerable degree 
in the last few years. 

The prevailing trend in store design and equipment, 
however, is now toward that which is practical and 
that 


pressive, elaborate and expensive. Shoe stores of today 


functional rather than to which is merely im- 
are being made more attractive and appealing than 
ever before, but at the same time they are being made 
more convenient, comfortable and efficient in serving 
the needs of customers and the business of fitting and 
selling shoes. If the “pine board” stores are a thing 
of the past, so also is the trend toward those awe- 
inspiring “shoe salons” with which some big city re- 
tail firms sought to impress the public in a period not 
so long ago. 

Some of the things that we believe merchants should 
consider in any program of store improvement, of 
which we anticipate many in this year, are attractive 
store fronts with good visibility, effective merchan 
dise displays both in windows and inside the store, 
that is convenient for customers 


store arrangement 


and salespeople, comfortable seating and comfort- 
providing equipment, including air conditioning and 
good, effective lighting. 

It would be a mistake to minimize the importance 
of making shoe stores attractive and appealing to the 
difficult, 


and certainly not impossible, to combine a good ap 


eyes of customers, But it is by no means 
pearance with practical utility, Elsewhere in this issue 
of the Recorper we show a number of illustrations of 
fine shoe stores that have accomplished both objec 
tives, 

Store planning, store architecture and the building 
of modern store equipment have become an art and 
that 


artistic with the practical functional qualities that are 


a science, combining which is attractive and 
currently so much in demand in most of the things 
we use. There are many fine firms that are devoting 
their talents in a special degree to planning shoe stores 
and providing their equipment. The retailer who is 
planning a program of modernization would do well 
to make a study of what they have to offer in line 


with his requirements and his budget. 





Extrasoft rubber heel 


Feels twice as soft as ordinary rubber heels 
HE B. F. Goodrich EXTRASOFT heel is an entirely 


new kind of heel. It is made of a special rubber. It feels 
twice as soft as ordinary rubber heels—gives far more com- 
fort. Your customers feel it, like it—immediately! 

Another new feature is the EXTRASOFT heel’s light 
weight—it weighs so little it actually floats in water. This too 
means easier walking, more comfort for your customers. 
The EXTRASOFT heel is made for men’s, women’s and 
children's shoes in black and tan. It has the famous 
B. F. Goodrich wood core for easy attachment. Special 
waterproofing material provects the wood core from mois- 


16 


ture, will not rot if water ever seeps between heel and shoe. 

The photograph shown above was iaken of size 9-10 
men's half heels. Note the trim appearance of the water- 
proofed wood core and the clean-cut rand. All of these 
things help you do a better job—give you a better product 
to give your customers better service. 


NATIONALLY ADVERTISED SHOE PRODUCTS 


B. F. Goodrich 


INDUSTRIAL PRODUCTS DIVISION 
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smart styling for leisure 


TRUE MOCCASIN 


WEEJUNS 


comfort 


SHOES BY 


Ihe creation of a truly fine shoe like G. H. Bass and these Rajah soles because their light, springy texture 
Company's famous Weejuns requires the finest craftsman even more to the famous Weejun comfort and they b 
ship, superb leathers and the perfect soling material. Then vith the trim Weejun styling. Also important to G. H 
and only then, can a shoe be made that combines distinctive is the fact that Rajah sport composition soles are co 
good looks, luxury and lasting comfort. Proof that G. H, Bass titchable and ideally conform to True Mocca onstruct 
Weejuns offer these qualities 1s their long standing popularity G. H. Bass and Company knows the value of Rajesh 
for men’s leisure, dress and business footwear 

in enhancing the smartnes comfort and ng wear 
One of the most popular Weejun styles features Rajah sport Weejuns. Why not see the fresh appeal that can be 

in brown. G. H. Bass and Company selects to shoe in your line with Rajah sole Write u 


composition sole 





Kajah 


Division of Gro-Cord Rubber Co. 
LinA,. Cttio 








LEAMANG von rns 


NATURAL 


LIMES phy HA 
FLEXIBILITY 


¥ 


Lo 
bes: 


._ \ take’’ makes these wonderful ‘‘Ka/i-sten-iks'’ manufactured 


eee 


; 


Flexible leather with its natural degree of ‘‘give and 


by the Gilbert Shoe Company the perfect footwear for 
' active youngsters. The shoes illustrated are in a 
seamless back, wing tip blucher style... made with 
Rueping’s full grain KIN KIN leather. 


Look to leather... Rueping leather .. . preferred 


everywhere by the makers of America’s finest shoes. 


SHOES: By Gilbert Shoe Company, 
Thiensville, Wis. Style No. 6115 


LEATHER: Rueping’s Full Grain 
KIN KIN in Mid-Brown 


fine beater for fine tbeeg- 


FRED RUEPING LEATHER CO., FOND DU LAC, WISCONSIN, U.S.A. 
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Important Trade News and Trends of the Fortnight 


As Reported by RECORDER Correspondents 





tion of Fall Footwear as Well as Its Selection 





No dollar is well-inyested in Fall stock without a well- 
founded knowledge of the fashion changes in women’s 
ready-to-wear apparel. Particularly is this true in the 
light of this year’s sharp, wonderful release of color 
into the realm of footwear fashion. Color, it has been 
proved, can be a priceless ingredient to a successful 
merchandising season. Mishandled, however, it fosters 
disastrous mark-downs. 

To serve as a guidepost for shoe retailers now con- 
sidering the color aspects of their Fall orders, here are 
the fabric types and shadings which are capturing the 
major interest of clothing manufacturers and _ retail 
fabric houses. These in turn suggest footwear of varied 
hues and textures. 

BROWN — Obviously the 


family, ranging from the camel and fur tones to the 


strongest single color 
newly fashionable henna shades to the dark tones and 
thus perhaps better considered according to its tonal- 
ities, 

(Rust)—-Emerging as a high-fashion color 


that will reach 


Henna 
into the volume level. Important in 
jerseys, woolens and corduroys; basic tone of many 
This quiet earth tone suggests 
then 


tailored pumps on both high and mid-heels as well as 


soft-textured tweeds. 


suits, coats, separate skirts, obviously town 
sophisticated soft flats, all dependent on line and crafts- 
manship rather than upon ornamentation for appro- 
priateness. Colorwise, henna-toned fabrics suggest for 
footwear the russet leather tones for a near match 
(Henna, Burnt Sienna, Rosewood, Aran Earth) in 
smooth calf, suede, aniline-finished calf or the soft 
crushed or grained leathers; the yellow browns, fre- 
quently antiqued, and black calf. 

Camel, Vicuna and fur tones—the soft, muted beige 
and brown tones, definitely current and volume fashion 


in camel’s hair coats, cashmere woolens. jerseys and 
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arel Shades Give Fall Shoe Color Cues 


Furnish Guidepost to Retailers in Merchandising and Promo- 


Staff Writer Reviews Trends in Women’s Ready-to-W ear Fabrics. 


by GERALDINE EPP 
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many instances, camel woolens are com 


tweeds. In 


bined with bright colored jersey. Footwear in a town 
tailored or casual mood: Camel-toned glove leathers, 
shags and smooths; black calf detailed with Vanilla; 
yellow brown pumps, unadorned or delicately detailed; 
Corkette, Kafaloup, Caper Calf and other textured 
leathers treated with uninvolved simplicity. Bobbed 
heels obviously right for these more casual types of 
fabrics and leathers, 

Muted Browns 
puts them in a sophisticated category, thus are more 


Taupy cast to woolens and tweeds 


limited in their fashion appeal. Their counterparts in 
Golden Sable, French Walnut, Coffee Toffee 


are, however, more strangely neutral and will blend 


footwear 


with some of the coppers, mauves, blues, grays and 
greens in the Fall ready-to-wear picture. 
The dark, Fall 


ready-to-wear also are higher fashion and more limited 


Jet Browns dark brown tones in 


in appeal. Correspondingly dark footwear, however, 
will accessorize the medium apparel tones too: Perfect 
Brown, Walnut, Mocha are representative. 

GOLD 
larly appealing in tweeds and jerseys for clothing with 


Ascending in fashion importance, particu- 


a town and country air. Golden ready-to-wear takes 
deep red, darkened Avocado or russet leathers. Colors 
and fabrics considered naturally inspire footwear pat- 
terns of more classic designs—spectator variations, 
trimmed pumps, sophisticated flats. 

BLUE—Navy, year round basic in woolens, jerseys, 
serges, crepes, for wear through the day and for every 
occasion. Bright royal and cornflower important dress 
Flight, 
basic; Ultra Marine, newly matched to apparel. For 


colors. For town tailored footwear, blue calf- 
afternoon hours and on: Blue suede, delicately trimmed 
pumps, ornamented halters and slings—in many in 


stances brightened with blue lustre. For late day: Blue 
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lustre, bared in pattern. Blue satin theatre pumps for 
high-fashion presentation with blue satin suits and 
dresses, 


BLACK—Like navy in apparel, it goes around the 
clock, demanding similar types of footwear and leather 
finishes. Added to the Navy principles, however, the 
consideration of black, blended with brown or boldened 
with white. Black, too, is woven into colored cloth. 
Though these take black footwear they also suggest 
black and brown combinations such as mat-finished 
black calf with a brown textured leather. 


RED—Like Brown, it takes on a variety of tones in 
ready-to-wear, each calling for its own type of foot- 
wear: 

Bluish Reds—In tweeds and jerseys for daytime, in 
crepes, woolens and velveteens for afternoon and 
evening. individual costume, 
fabrics take Black, Navy or Dark Brown footwear for 
contrast—Garnet or Cherry Red for a blending note. 

Searlet Red—Important in plaids (see later refer- 
ence) , jerseys—as the accent color in sportswear. Black 
or Brown footwear is safe; all-over scarlet red shoes 
or shoes trimmed with scarlet important in casual 
footwear. 


Depending on these 


Brown Reds—Apparent in many tweeds and even in 
velveteen, Leather accents Russet, Dark Brown or one 
of the Yellow Browns. 

PERIWINKLE—Continuing high-fashion color, seen 
in brushed coatings, tweed suitings, jerseys, woolens, 
velveteens. Paisley Purple, Queen’s Purple and other 
dark purple leather hues are extremely high fashion 
for a matched or blending footwear note. Navy, Black 
and Gray—smooth or sueded—very acceptable. 


OLIVE—Another special apparel color most evident 
in tweeds, woolens and jerseys. High fashion accent— 
Olive calfskin or antiqued Avocado for tailored types; 
Avocado Peel or Renaissance Green luster for dressier 
styles. These should be particularly good for early 
Fall—the transition season. Other leather 
Yellow Browns, Dark Browns, Russets. 

Defying classification by color are two other major 
apparel trends: the fashion comeback of the classic 
clan and glen plaids; the return, too, to favor of satin 
and velvet suits and dresses for late-day wear. 


PLAIDS—Two classic patterns — Black Watch, 
combining navy blue, dark blue green with a stripe of 
gold, and Stewart, combining scarlet red and dark 
green, are favorites of couturiers. They are used with 
solid colors matched to one of the plaid hues for so- 
phisticated city costumes as well as suburban sepa- 
rates. Other plaid classics—both Glen and Clan types 
——are being stressed in cottons and taffetas as well as 
woolens and hard-finished worsteds. For wear with 
the Black Watch patterns, for example, sophisticated 
spectators or flats of Navy calfskin, dark red or yel- 
low Brown—smooth or antiqued. To accent the Stewart 
plaid, black, dark red or dark brown. 


LATE DAY finds velvet is back in fashion’s favor— 


accents: 


for theatre suits, sleekly tailored but elegant cocktail 
dresses as well as dance dresses. To provide a gleam- 
ing footwear accent—satin, ottoman faille or suede 
sparked with satin trim. Satin theatre suits and party 
dresses also take satin or faille shoes—detailed pumps 
or opened-up patterns. Brightly colored chiffons, or- 
ganzas and silks suggest matching or blending foot- 
wear in bared patterns. Lustre leathers, dyeable satins 
are tops. 


SILHOUETTE SUMMATION — Coming into bal- 
ance with the lean, minimized tailoring that domi- 
nates daytime costumes for Fall 
also is slim of line, restrained in treatment. The slim, 


. footwear that 


straight silhouette for coats and suits—lapels narrow, 
fabrics cut close to the body—is translated in foot- 
wear with slim, tapering toelines, straight sidelines, 
folded toplines, slender heels whether high or mid-high. 

Afternoon fashions are softer, more feminine—cowl 
necklines, dressmaker treatments in ultra-soft woolens 
and crepes, These demand pretty shoes, also soft and 
feminine to the eye. Suedes with delicate trims are a 
natural, 

Suspended fullness keynotes late day and evening 
fashions—bodices moulded to the waistline, skirts flar- 
ing from the hips. In a galaxy of colors and fabrics, 
these dresses allow for all the fun-silhouettes in foot- 
wear... open sandals, cling-slings, backless silhouettes 
as well as pumps that boast decorated heels and lav- 
ish vamp ornaments, 

As women continue to lay more and more emphasis 
on dressing for the occasion, it becomes increasingly 
necessary for retailers and their salesmen to keep 
abreast of women’s apparel trends and to thus be able 
to offer fashionable suggestions to the customer who 
says: “I just bought a suit/dress and | need some 
shoes to go with it.” By knowing the varied activities 
of his customers, work-wise or social, the retailer also 
has one of the best clues as to just how many dressy 
and tailored types of footwear he must buy in order 
that out to his customer 


to have a stock balances 


demands, 


April Shoe Production Up from 7°54; 
Declines from March This Year 


Foorwear production of 48 million pairs in April 


was seven per cent higher than the 44.7 million pairs 


produced in April of last year, but 16 per cent less than 
the 57.4 million pairs produced in March, 1955, accord- 
ing to the Bureau of the Census, Department of Com- 
merce. Figures include the estimated total production 
and shipments of factories which use conventional shoe 
machinery. No allowance was made for usual seasonal 
changes and number of working days. 

The 1955 data are estimates of total factory produc- 
tion and shipments of shoes and slippers for the United 
States. The data were obtained from a scientifically 
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selected sample of approximately 550 companies. The 
1954 data are estimated industry totals based on a 
monthly sample survey covering a group of manufac- 
turers who accounted for approximately 90 per cent of 
the total output in 1953. It is believed that the esti- 
mates for 1955 and 1954, although obtained by differ- 
ent procedures, are comparable. 

Women’s, misses and children’s shoe production 
dropped off slightly from April, 1954. Men’s and boys’ 
shoes showed gains. 

Due to sampling fluctuations, the 1955 estimates 
differ from comparable totals which would have been 
obtained from a complete canvass. It is estimated that 
the sampling fluctuations for each kind of footwear and 
for each State are as follows: Total monthly production 
in the United States, two per cent; total monthly pro- 
duction for types of shoe (except for athletic and “all 


other” 


category), five per cent; total monthly produc- 
tion in the ten most important States (except for New 
Jersey and “other States” categories), 5 per cent; total 
monthly production for athletic shoes, 10 per cent. 

A detailed explanation of the sampling and esti- 
mating procedures may be obtained by writing to the 
Industry Division, Bureau of the Census, Washington 


25, D. C. 
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Finds Downtown Holds Edge 
Over Suburban Shopping Centers 


Downtown shopping districts in American cities 
still enjoy important advantages and at present are not 
considered to be seriously endangered by trade com- 
petition from the outlying areas. 

These reassurances appear as the result of an exten- 
sive research study of consumer shopping habits and 
attitudes in three cities, Columbus, Houston and Seat- 
Dr. 
Christen T. Jonassen, Ohio State University sociologist, 


tle. Results of the investigation, conducted by 


have been published by the university's Bureau of 
Entitled “The Shopping Center 
versus Downtown,” Dr. Jonassen’s book gives detailed 


Business Research. 


data on the likes and dislikes of 1800 buyers about 
shopping in the central and suburban stores. Most of 
the shoppers were women. The study found that: 

(1) Most people believe the central business district 
“better 


greater variety of goods, better quality and cheaper 


has decided advantages, offering services, 
prices.” 

(2) In all three cities, most important disadvantage 
of the central business area is difficult parking. Other 
objections listed were “too crowded” and traffic con- 
gestion. 

(3) Chief attraction of the suburban shopping center 


in the three cities was closeness to home. 

(4) Principal disadvantages of the suburban centers 
listed are “lack of large selection,” “not all kinds of 
business represented,” and “prices too high.” 

The cities were selected for the study for a number 
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of reasons, Dr. Jonassen said. All three, he points out, 
are “centers of rapidly expanding metropolitan regions 
dominating the culture and economy of much larger 
areas than are contained within their political boun- 
daries.” 

The author says that “the advantages now enjoyed 
by the central business district are not easily alterable, 
for they are rooted in the ecological structure of 
American cities and in their cultural and social system,” 

He cautions, however, that, “merchants in the down- 
town area, if they are to maintain their dominant posi- 
will need to recognize, utilize and exploit the 
They 


their effort to prevent congestion and parking 


tion, 
solid advantages of their locations. must also 
bend 
difficulties from raising the ‘cost’ in inconveniences of 
downtown shopping.” 

In addition to shopping preferences, the book con- 
tains much data on the buyers’ incomes, occupations, 
backgrounds and other information. 

Investigators got the facts for the survey by ques. 
tioning residents (selected at random) of four areas 
in Seattle, four areas in Houston and six in Columbus, 
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Expedited Express Service Starts 


A NEW expedited depot-to-depot rail express service 
between New York, Philadelphia, Baltimore and Wash 
ington, D. C., was inaugurated June 1, it has been 
announced by K. N. Merritt, vice president-trafhie of 
Railway Express Agency. 

Under the new plan, identified as “SPED” (Special 
Expedited Depot service) commercial shippers and 
receivers, as well as the general public for the first 
time will be able to forward and receive urgent ship- 
ments of merchandise and other rush matter at rail 
road stations on a regular basis. 

Carried at regular express rates—-$1.80 for up to 
9 pounds between New York and Washington, for 
example—“SPED” 


pickup at the destination station within a matter of 


shipments will be available for 
hours after dispatch. 

“SPED” is being introduced between the four cities, 
Mr. Merritt said, in response to shipper interest in 
such a courier-type service and to determine the advisa 
bility of establishing similar expedited transportation 
connecting other major cities across the nation, 

Under the plan, station-to-station shipments, 
marked with a bright red label, will be carried fre 


new 


quently throughout the day in express cars on 14 
southbound and 10 northbound Pennsylvania Railroad 
trains. Shipments for specific trains will be received 
up to 30 minutes before train departure and will be 
available at destination immediately after arrival. 

The new service is expected to meet rush shipment 
needs of manufacturers, retailers, printers and publish- 
ers, advertisers, and businessmen as well as the general 
public. 


Through the new plan, Mr. Merritt said, it will now 
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Le possible for a Washington retailer, for example, to 
make same day delivery to customers of special or 
out-of-stock apparel or other merchandise. In response 
to a morning telephone call, New York manufacturers 
can bring the rush merchandise shipment to Pennsy]- 
vania Station and four-and-a-half hours later the re- 
tailer can pick up the shipment at Union Station in 
Washington. 

Regular rail express service involving vehicle pick 
up from shipper and vehicle delivery to the consignee 
at destination is not otherwise possible between those 
points on a same day basis. 


* * * 


New England Shoe Retailers Meet, 
Discuss Problems, May Meet Again 


A GROUP of selected leading shoe retailers from 
major cities throughout New England held a private 
trade meeting during the recent Boston Shoe Show at 
the Parker House during the week of May 16. The 
meeting was called by Albert J. Schiro of Bangor, 
Maine, one of that state’s most prominent shoe retailers. 

The group was brought together for the purpose of 
discussing key trade problems affecting the retail trade, 
and with a view to holding regular meetings for the 
same purpose, with a much expanded attendance. 

Among the matters discussed, and to be projected 
further at later meetings were the following: 

A training program for sales people is a prime 
necessity for most shoe retailers. Retailers, it was 
agreed, should pass along to their sales people all 
fashion and color information in “report” form, in 
addition to telling them the many reasons why the 
Also, 


regular meetings with store personnel are a vital need. 


customer may want to buy a particular style. 


“Romancing” of style merchandise along with 
smoother handling of customers can lead to extra and 
enlarged sales, Each sales person should give a personal 
card to every customer, whether sold or not. Retailers 
should encourage “CU” trade. 

The retailers were urged to make greater use of sales 
contests for moving PM’s. It was agreed that this pro- 
cedure was very effective in moving slow merchandise. 

The consensus of the group was that women’s con- 
servative arch-type shoes are rapidly being replaced 
by lighter and dressier walking types. However, there 
is still a good market in the “vici kid trade” if serviced 
with a few staples. Attracting new business, neverthe- 
less, will tend to depend more and more upon smart, 
soft walking and active types of footwear. 

As to displays, the group concurred that mass win- 
dow displays in grouping colors are effective, and that 
mass counter or table displays within the store provide 
easy self-selection and many easy sales. 

One important need is for good outlets for unloading 
of older merchandise and shoes that have “dropped 
dead.” 
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The group, numbering about a dozen of New 
England’s best-known shoe retailers, is said to be con- 
templating meetings on perhaps a quarterly basis, and 
to include a much larger number of retailers in this 
region, for the regular exchange of ideas and discus- 
sion of mutual shoe retailing problems in an effort to 
improve store operating procedures and create more 
profitable conditions. 


Shoe Corp. Buys Mid-States 
In $4 Million Cash Deal 


In a cash deal approximating four million dollars, the 


Shoe Corporation of America has purchased the 
majority of the common and preferred stock of the 
Mid-States Shoe Company of Milwaukee, Charles Ort- 
giesen, president of Mid-States, has announced. 
“There will definitely be no basic changes in the 
conduct of our business, and there should be no out- 
Mr. Ort- 


giesen said in a statement to Mid-States customers, 


ward or obvious evidence of this change,” 


“Present policies will remain and operations will 


continue the same as in the past and for the sole 
benefit of all Mid-States 
purpose of the new owners to maintain, without ex- 


dealers. It is the express 


ception, present executives, department heads and 
general personnel of the company here.” 

Tne new purchaser acquired the stock mainly for 
investment purposes, Ortgiesen said. More than a year 
ago he had explained that because of the advancing 
years of present stockholders, they felt that a change of 
ownership “would enable the business to enjoy a more 
substantial growth.” Last Fall, a refinancing plan under 
which key employes of the company were enabled to 
acquire a part of the common stock was announced by 


The 


simplify estate matters among a number of the stock- 


the company. arrangement was made then to 
holders, 

At that time Mid-States was said to have total assets 
of more than five and one-half million dollars, but 
executives said that figure “was a little too high.” 

Mr. Ortgiesen said relative to the purchase by the 
Mid-States 


able to interest the prospective new owners to make 


Shoe Corporation of America that was 
this investment “because of our record of serving the 
American consumer for many years of continued and 
successful operation and because of our record of 
company earnings.” 

Mid-States, founded by Mr. Ortgiesen in 1921 as 
the Ideal Shoe Manufacturing Company to produce 
children’s and girls’ shoes and merged in 1937 with 
the Walter Booth Shoe Company, men’s shoe manufac- 
turers, has offices and warehouse at 539 W. Wright 
Street, Milwaukee, and factories in Watertown, Wau- 
pun, Waterloo and Fox Lake, Wis. House of Crosby 
Square and Ideal Shoe Manufacturing Company are 
its two divisions. Brand names include Crosby Square, 
Air-Film, Active Maid, Classmate and Blackhawk lines. 
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Presenting Jarman’s Style-O-Scope with the “built-in 
magnet’ that attracts store traffic 


Here is the most practical style guide ever devised—a handy chart with a magnetized “magic 


arrow’ that automatically points to correct Jarman shoes to wear with each basic outfit 
The “Style-O-Scope” also points to more store traffic and more sales for the Jarman dealer 
And it is not merely of seasonal importance. By showing men the need for shoes of 
different style and color with each basic outfit, it insures additional pairage from now on 
The “Style-O-Scope” is just one exciting part of the new fall proposition designed to 


strengthen Jarman’s position as the biggest selling shoe in America’s great middle price range. 


“Which shoes to wear with what” is the theme of the entire promotion—of dramatic ads in 


Life, The Saturday Evening Post, Esquire and Sports Illustrated; of valuable aids for 
window display, local advertising and direct mail. And most important of all, of course, is 
the outstanding new line of shoes in Jarman’s style-setting tradition (the above three 

“Leisuals” are typical examples). When you join the growing ranks of Jarman dealers you 
can be sure that Jarman will come through with a powerful proposition like this to 
make every season a success, Write us today for details. 


To retail at $9.95 to $18.95 most styles 


TENNESSEE 


JARMAN SHOE COMPANY © NASHVILLE, 
imOrnvistOMm OF GENERAL SHOE CORPORATION 














GIVE YOU 3I2 WAYS 
TO SATISFY A CUSTOMER 





114 styles and color-combinations in LADIES’ sizes 


3S £8 22 





5i styles and color-combinations in MEN’S sizes 


No matter which member of the family needs a 
pair of slippers, no matter what his or her taste in 
style or color... you'll make a sure sale when you 
carry the Wellco “FOAMTREAD” line. With the 


added “plus values” of comfort, fit, washability, 
long wear and reasonable price you’ve got the 
soundest basis for building up a solid year-round 
clientele for “FOAMTREAD” slippers. 


One atyle—or a million styles from now—you'll be glad you're carrying the line that offers you every type you need. 


Of course, we've got a catalog! 


© 19556 PATS. AND PATS. PEND 


WELLCO SHOE CORP. WAYNESVILLE, N.C. 


Foamtread Footwear is Also Manufactured in Canada by KAUFMAN RUBBER CO., Kitchener, Ont. 
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the newest 
look 1s the 


Closed Look 
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SEE 


LAST 


WHERE STYLE BEGINS IN THE WOOD 


Main Office and Factory: 335 East 27th Street, New York City 
Offices: Boston + Rochester + St. Louis * Los Angeles - Canada, Canada Last + Australia, G. N. Raymond + England, Mobbs & Lewis 
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IS growing 
right out of its shoes.. 











ee, 


growing out of its ability to 
accept new dealer accounts 


Dealer enthusiasm for CHILD LIFE shoes has carried the production 
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facilities of our new plant to peak capacity. And so that there will 
be enough shoes for fall to fill the orders of those who carry CHILD 
LIFE now, the SOLD OUT sign is on the fuctory door. No new accounts 
can be accepted for the time being — until expansion plans now in 
the making can be crystallized. 

But the door isn’t closed to retailers looking for a positive future. 
Your name can be at the top of our waiting list — ready to be included 
in the CHILD LIFE protected franchise plan — a plan shared by the 
most successful, most influential dealers in juvenile merchandising . . . 


people of one mind, one motive — PROFITABLE SALES. \ 





If this idea appeals to you, and there is no CHILD LIFE dealer 
already in your trading area, you are invited to call or write for 


the happy facts. 
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Herbst Shoe Manufacturing Co., | Wis. 
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Milwaukee 45 
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THE FIVE LUGS 





—This tale concerns the man who was driving his 
car along a road, near a mental institution, when 
suddenly his tire blew. 


—He removed the tire; put the five lugs in his 
pocket and opened the trunk of his car—only to 
discover that the spare tire was flat too. 


-A man leaning on the fence by the mental institu- 
tion said to him: “There’s a gas station about a 
mile down the road. Roll your wheel down there 
and they will repair it for you.” 


—The motorist did so. Had the tire fixed and then 
rolled it a mile back to his car. 


-He put the wheel on and discovered to his great 
consternation that in reaching into his pocket for 
change to pay for the tire repair, he had placed 
the lugs on the desk in the gas station and forgot- 
ten to put them back into his pocket. 


-He explained this to the man leaning on the fence 
and said he guessed he’d have to walk back to the 
gas station to get them. 


“Hold on,” said the man by the fence. “Why don’t 
you take one lug off each of your other wheels, 
put them on the repaired wheel, and then you can 
drive slowly down to the gas station and save a lot 
of time and energy—and pick up the other lugs.” 


~The motorist replied: “Gosh! Thanks! That’s a 
good idea,” and then—‘“Say, Mister are you an 
inmate of that institution?” 


~The man answered: “Sure! Been here for some- 
time but I’m here because I’m crazy not stupid.” 


Fb bnn 


Editor Emeritus 
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Jumping-Jacks Summer Sandal 

will turn over faster than a circus acrobat! 

It's presold by national advertising ... backed up 
by famous Jumping-Jack fit and quality! 


Stock this Summer Sandal and watch your profits 


mount as they walk off your shelf in tiny feet! 


JUMP/NG- JACKS 


VAISEY-BRISTOL SHOE COMPANY, INC. 


MONETT, MISSOURI 
Makers of Jumping-Jacks SENIORS and PARTIES 





Washington 


Newsreel 


By GEORGE H. 


Tue anticipated seasonal slow-down in factory output of footwear is now at hand, 


the government's marketing experts believe. The rate of production is expected to 
taper off gradually, and not plummet abruptly as had been feared in some quarters 
earlier this year. 

Business forecasters, in pointing out that shoe output is beginning to slide, note 
that a high percentage of factory production in the past six months has gone into 
the pipelines of shoe distribution. True, sales are up, and there is ample evidence 
of sustained strength at the retail level. But inventories at all levels—factory, whole- 
sale, and retail—have been mounting since late last year, and it is believed that 
stocks will soon be at a sufficiently high level to cause some caution in the placing 
of new orders. 

As the pipelines of distribution rise to the “full” mark, the volume of produc- 
tion will tend to ease off. But the rate of factory output, even so, will probably 
continue to run ahead of 1954 totals, it is believed. 


There are several reasons for the currently high production rate, according 
to J. G. Schnitzer, the U. S. Commerce Department’s shoe and leather authority. 
He points out that many retail shoe chains have expanded their operations into the 
suburbs, and that these new outlets in nearly all cases are selling at a brisk rate. 
And these outlets are gradually adding higher priced lines, usually in the medium 
grades of footwear. 

The combination of these two factors adds up to extra unit sales, plus greater- 
than-usual dollar volume brought on by the selling of higher-priced lines. 

The larger independent stores are meeting this kind of competition from the 
chains quite successfully, Mr. Schnitzer notes. Thus it is evident that it is the smaller 
independent neighborhood stores that have slipped somewhat. However, since 
overall retail shoe sales in the first six months of this year are running about 10 per 
cent ahead of last year, the loss to the individual small retailer may not yet be 
clearly indicated, 

Mr. Schnitzer attributes this year’s robust selling to several developments: 
(1) The new variety of styles, (2) The emphasis on color, both in men’s and 
women’s shoes, (3) Extensive use of new leathers, such as soft glove leathers, and 
(4) Public confidence in business conditions. 

Each of these factors has contributed to the healthy sales picture, and the 
combination of them is pushing the government’s retail sales figures on footwear 
and apparel to bright new peaks. 

* ” * 

Total retail sales climbed to $15.5 billion in April, one per cent above March 
and a healthy seven per cent higher than a year previous, the U. S. Commerce 
Department says in a fresh report. 

Unadjusted for seasonal factors and trading day differences, the hardware, 
building and lumber group of stores report sales for the month of $1,163,000 an 


[TURN TO PAGE 144, PLEASE] 
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Mothers who know, choose Edwards. They 
want the extra safeguard of the finest fit and 
Here is an oxford that is the last word in fine- 
quality to protect young, healthy feet. 


fitting ... a typical Edwards “best-seller” 


with a touch of sturdy year-round styling— 


“JAMBOREE” in Brown, Red and Blue Smooth 


Elk. IN-STOCK FOR IMMEDIATE DELIVERY. 











before I bought heydays 


! weighed 171 pounds, and worked 48 hours a week. 
Since buying them I still weigh 171 pounds, and my hours are just about the same. 


But my sales are up substantially and profits exceed any 


expectations due entirely to the Superior Consumer Acceptance of Heydays. 
| ) | 


I'd heard about it, and disbelieved as most retailers do... it’s so 
hard to separate facts from fiction these days. I had seen numerous copies of 


Heydays with fancy names attached, even bought one I am sorry to say 


As always, no copy is as good as the original, 


and for increased sales today, there’s none so good as Heydays. 


ORIGINALS 


HEYDAY SHOES, INC. 2032 LOCUST STREET ST. LOUIS, MISSOURI 
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TALK 


R eraiers HAVE a great oppor- 
tunity for extra selling during the 
Summer months and in many cases, 
manufacturers supply the promo- 
accelerate this 


tional material to 


selling. For the Father’s Day pro- 


motion (for example), the Bates 
Shoe Company of Webster, Mass., 
furnished their accounts with ad- 
vertising mats that put an emphasis 
on casual shoes, with copy that in- 
dicated: “Put wings on Dad’s feet 
and joy in his heart with the soft- 
est, lightest and most flexible cas- 
uals ever made,” etc. They also 
furnished gift certificates and at- 
tractive window streamers to make 
the promotion complete, 

Another indication of the im- 
portance of Summer selling comes 
from Philip M. Talbot, senior vice- 
president of Woodward and Loth- 
rop, Washington, D. C. He firmly 
endorses the nation-wide program 
of the American Newspaper Pub- 
lishers Association’s Bureau of Ad- 
vertising to dramatize the Summer 
months as a period of enormous 


June 15, 1955 


TRADE 


potential for retail sales and says: 

“We retailers have every oppor- 
tunity to make this the biggest Sum- 
mer in retailing history. The ex- 
perience of scores of merchants last 
year in exploding the myth of an 
inevitable Summer slump has 
pointed the way. The number of 
people employed and average 
annual income for families con- 
tinue at peak levels. This year our 
customers will have additional mil- 
lions of dollars to spend during 


June, July and August in America’s 


retail stores. There is ample evi- 


dence that more aggressive mer- 
chandising and selling will be done 
this Summer by an increased num- 
ber of retailers and manufacturers. 
It takes teamwork and it must be 
started now. The Bureau of Adver- 
tising of the American Newspaper 
Publishers Association and its mem- 
ber papers are again helping by 
turning the spotlight on Summer’s 
natural selling opportunities. With 


imagination and alert selling we can 


profitably smoke out more volume 
this Summer, And the accomplish- 
ment of this objective will contrib- 
ute substantially to maintaining the 
high level economy of our country 


as a whole.” 


a 
PRODUCTION em 
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Juun S G. SCHNITZER, Director, 
Leather, Shoes and Allied Products 
Division of the Department of Com- 
merce, says: 

“During the past five months the 
shoe industry has recorded an ex- 
tremely high level of production. 
While the reports of retail demand 
are extremely favorable, | cannot 
help wondering whether the recent 
pace of shoe production will be 
maintained, If shoe production out- 
strips consumer demand and inven- 
tories accumulate, then once more 
you may find an offsetting period 
of slack developing some time in 
the near future, 

“It may be too soon to draw 
definite conclusions in this regard 
but I certainly feel that the factual 


information which all of you have 
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available through industry and 
Government sources should be given 
the closest consideration in the com- 
ing weeks and months. It now 
appears that the business volume 
during the first half of this year 
favorable 


will be somewhat more 


than in the closing six months, 
However, this is not an unusual 
situation and if production is more 
closely geared to the retail sales 
level, the situation can prove very 
beneficial to the shoe and supplying 


industries. 


ed 
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A. J. BRAUER, JR.. president of 
Brauer Bros, Shoe Company of St. 
Louis, Mo., told the Shoe Women 
Executives: 

“All of us in the soft goods in- 
dustries have to take our hats off 
to the 
They're not just a little ahead of us 


hard goods industries. 
they're so far ahead of us we 


should feel ashamed. Each 
they take a 


chunk of the 


WHY? Hard goods industries are 


year 
bigger 
dollar. 


bigger and 
consumer’s 


ahead because they have been the 
first to grasp the significance of 
scientific management, and the 
scientific approach to creating con- 
sumer impulse within their product 
through good designing is no ex- 
ception. 
“Recently 


Designer: How much hunch do you 


I asked an Industrial 


use in designing? He thought a 
moment and replied; ‘In Industrial 
Designing today scientific facts and 
research account for 90 per cent 
leaving 10 per cent for hunch.’ 
“Let's see how the industrial de- 
signer approaches design. Design 
can be broken down into four cate- 
pories style or fashion, function, 
structure and symbolism. In order 
to create good design with con- 
sumer impulse, our mix must be 
right. Have you ever seen shoes 
beautifully styled, but stiff as a 
board—that shoe is poorly designed 
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from a functional standpoint, Have 


you ever seen shoes beautifully 
styled that didn’t fit, that shoe is 


poorly designed from a structural 


2 STRUCTURE 
2 FUNCTION = SymBoLIsM 
standpoint. Have you ever seen a 
shoe beautifully styled but not in 
keeping with our mode of living 
today, that shoe is poorly designed 
from a symbolic standpoint. 

“In our business we have come 
to believe that style and design are 
synonymous and yet nothing is 
further from the truth. If you will 
analyze the shoe manufacturers that 
have made the most rapid strides 
in recent years, you will find that 
their designing has been away 
ahead of their competition, particu- 
larly as it applies to function, struc- 
ture and symbolism.” 


* ” - 


Arruur JACOBY, who is a well- 


known personality in the retail shoe 


industry in Europe (formerly, he 
had several shops in Berlin and for 
the past fifteen years he has special- 
ized in shoe fitting in England) ; 
and who is known in the States by 
virtue of the articles he has written 
for the Boot anp SHoe REecoRDER, 





recently sent us a capsule fashion 
report from Venice. He wrote: 

“Is the sandal on the way out? 
I wonder! Wherever I have looked, 
at shoe stores in Italy, there were 
none to be seen. It is pumps all the 
way, in all shades of the rainbow. 
That’s how it is in Great Britain 
too; and | presume it’s the same in 
the United States.” 


¥ A * 


Orrin P. JUEL, district sales 
manager for Mishawaka Rubber & 
Woolen 


Manufacturing Company, 


Shoe 


the Madison ( Wis.) 


Retailers Association, said: 


before 


“Appeal to the child’s imagina- 
tion in selling shoes. Few kids are 
interested in construction features 
of shoes, but they’re all interested 
in speed. In selling canvas shoes or 
sports shoes, play up speed, At the 
same time, emphasize good con- 
struction, dependability and long- 
wearing qualities to the parents. Re- 
tailers should take advantage of 
premium attractions in_ selling 
shoes. The trading card craze, for 
instance, will bring kids into your 
stores. Take advantage of the chil- 


dren’s interest of the moment.” 
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Tus softer Fall version of the popular Bermuda 
Slip-on, a New England made shoe, adds an in- 
genious high-riding tongue to an otherwise com- 
pletely low silhouette. The result is a refreshing 


new pattern with a decidedly “Continental” flavor 


and increases the wearability of this important 


stvle, making it a multi-season shoe. Its original 





was designed primarily for wear with Bermud 
socks. 


effective with them, its higher 


shorts and long While this newcomer is 


tongue is most 
attractive under slacks, helping to break the long 
curve of the in-step. Background photo courtesy 
Bermuda Trade Development Board. For further 


information write Boor AND SHOE RECORDER 








Above: Display windows are re 

cessed three feet from the sidewalk 

to make room for an eye level 

sign. There are three separate win- 
dow display units 


Below, left: View from the chil. 
dren's section through the ladies’ 
department into the accessories 
department, which is in the left 
front part of the store. 


Below, right; The surroundings 

and furnishings of the children’s 

section give it the gay spirit of a 

carousel, Foot stools are designed 
like stylized animals. 


Raa 


Striking Facade 
| Features New 
=(oast Store. . 
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ry. re . 
Phe New Regal Family Store Designed by Victor Gruen Is 


Moden in Every Detail but at the Same Time Has a Warm 


and Friendly 


Tue Regal Shoe Company has 
recently opened two new retail out- 
lets, one in Huntington Park, Cali- 
and the Broad 
Street, the “Men’s Shoe Row” of 
Newark, New Jersey. 


The Huntington Park store is a 


fornia, other on 


25 x 90 foot establishment aimed 
at the whole family. Its modern, 
informal interior contains features 
which are designed to please cus- 
tomers, male and female, young and 
old, It has three main departments, 


Air. 


men’s, women’s and_ children’s. 
There are also an accessory section 
and a slipper bar. 

front 
is framed by a white sign panel 


for 


neon-outlined lettering. Top illumi- 


The recessed of the store 


which serves as background 


nation of the sign panel is from 
100-watt incandescent lamps with 
strip reflectors. 

The display windows are recessed 
from the sidewalk approximately 
three feet to make 


room for a 


ae 








Regal sign placed at eye level on 
These 


eye-level signs are particularly effec- 


each side of the entrance. 


tive for catching the attention of 


people walking by on the sidewalk. 


In the store’s arcade, there are 
three window display units, each 
planned to harmonize with the mer- 


men’s, 
Window 


settings are of colored metal, and 


chandise — it displays 


women’s or children’s. 
marine plywood panels line the ar 
cade walls. The windows are lighted 
by fluorescent lamps placed above 
white metal “egg crates.” 

Thanks to a “look through” glass 











front, both passers by and window 
shoppers get a clear view of the 
store's interior, A “Dutch” type 
door permits conditioned air to es 
cape into the arcade—a cool, re 
freshing invitation to step inside 
during hot California days. 

The accessories department, lo 
cated in the left front part of the 
store, is floored with striped sheet 
rubber, All other areas, except the 


stock 


avcessories counter is divided into 


rooms, are carpeted, The 


sections, two of them devoted to 
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Above: The men's department is 
divided from the accessory section 
by a slipper bar. It is the only 
area in the store with open stock 


Left: Each of the three windou 
display units is planned to har- 
monize with the shoes it displays, 
men’s, women’s, or children’s, W in- 
dow settings are colored metal 








Handbag bar has a counter in front with a permanently fixed glass box for jewelry. In the 
foreground is sock display rack. Draperies suspended from metal rods divide selling areas. 


(pen Stock Store Best 


SALON type shoe stores are old- 
fashioned, ineffective merchandis- 


ers in medium income shopping 
centers, 

This is the opinion of Irwin 
Obstgarten, owner of Garden Scien- 
tific Shoes, a chain of five family- 
type stores located in five Greate: 
Cleveland shopping centers. 

And to prove his thesis Mr, Obst- 
garten’s new Southgate Store is en- 
tirely an open stock operation, with 
light, airy showcases, gay colors 
the whole thing bathed in showers 
of light. 


Looking towards the right wall of 
accessory selling area, is the men’s 
shoe display case. Shadow boxed 
cases are lifted off the floor and 
have a row of stock drawers under- 
neath. In foreground is an island 
display for women’s handbags. 











A simulated white brick wall in children’s selling section is decorated with a wire and 
enamel mural of a lion, elephant, giraffe and parrot. Owner Obstgarten says the metal 
mural helps carry out the “light” look. 


Mr. Obstgarten sold his two shoe 
stores nine years ago to finance his 
first shopping center store at Pearl 
Road and Brookpark in Parma, a 
suburb There the 
majority of residents live in $14,- 
000 to $16,000 homes and have fac- 
tory or white collar jobs in the 


of Cleveland. 


or Shopping Centers... 


$4,000 to $5,500 income bracket. 
His second store was in Maple- 
town, the third at the Cedar and 
Warrensville Center in University 
Heights, the fourth in the Middle- 
burg Heights Center and now the 
fifth 
planned community of $14,000 to 
$18,000 homes radiating from the 


in Southgate, which is a 


Center and oriented to it. 

Both the Center and the adjacent 
residential area were planned by 
one builder, the first pre-planned 
residential-shopping area in Greater 
Cleveland. 

Having selected his locations in 


The light look is maintained with 
simple fixtures. To the left a table 
island with children’s shoes and 
bedroom slippers; to the right a 
planter display piece with storage 
below and a black metal super- 
structure for men’s shoes. 


centers which appeal mainly to the 
Mr. Obst- 


garten explained his views on the 


middle income group, 
open stock vs. salon type store for 
centers: 

“The salon type store is fine for 
a center which caters largely to 


higher income groups. It certainly 


is wisest for a high style, high 


priced men’s or women’s shoe store 
location or in a 


in a downtown 


suburban grouping of exclusive 


stores, but it scares the average 
Saturday shopping center customer 
away. It is just too formal, too 
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Tue major expansion and remodeling of one of the 


largest shoe stores in the world, Sommer & Kaufmann’s, 
San Francisco, has produced an ultra-modern and 
beautiful shoe merchandising show-place. 

Albert R. Williams, nationally known architect, 
planned the modernization, and interior decorations 
were by Archibald Taylor. The $80,000 project was 
completed in only 41 days. 

Herbert L. Sommer, president of the firm, launched 
the modernization program in order to consolidate 


T he Problem of How to Separate Depart- 
ments and Yet Maintain the Impression of a 
Large Floor Area Was Solved by a Change of 
Pace in Lighting, Pattern, Shape and Decor, 


and the Use of Low Display Barricades. 


The new Deb Shop for dress shoes is 
ultra-modern in its simplicity, ease of 
fitting and clarity of displays. 


The Men’s Shop remains on the lower floor and the 
Children’s Shop on the fourth floor. 

“Architecturally speaking,” Mr. Williams explains, 
“the problem was to express a segregation of the de- 
partments and yet still maintain the impression value 
of a large floor area. This was accomplished by a 
change of pace in lighting pattern, shape, decor, and 
the installation of low display barricades between the 
various departments.” 
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Segregated Departments 


three departments into one area, giving better service 
to young women and girls, with a related handbag 
setup. 

The entire stock of women’s footwear has been re- 
arranged so that every shoe of one type is now in the 
same location, All tailored and dress shoes are on the 
first floor. The second floor, redecorated in warm, 
comfortable tones of orange, straw yellow, grey and 
green, is devoted solely to specialized fitting. 

The third floor, called the Young Moderns Shop, 
has been completely rebuilt and is “young in spirit 
and appearance,” featuring low heel shoes, such as 
flats, casuals, teen-age shoes, saddle shoes and low 
heel walking shoes. On this floor there are three 
distinctly different shops each of which caters to a 


particular need, 


The Co-Ed Circle, showing how departments, 
although separated, combine to induce cus- 
tomers to extend their purchasing. This de- 
partment has attracted much new business. 








Above; The Casual Shop makes use of 

woven rattan and iron furniture, ash pan- 

eled walls and old brick planters to give 
a warm and friendly atmosphere. 


Plan of the third floor, which con- 
tains three distinctly different 
shops. Each department is segre- 
gated but the impression of a large 
floor area is maintained. 








OMMERE KAUFMANN. SAN 


a. @etar “6 





Split-Level Front 





Increase Display Space... 


“Tue VIEW from East Baltimore 
Street” of Hess Shoes was considerably altered some 
months ago. For a period of six weeks, customers and 
transients went by the boarded store fronts and tried 
to gauge the progress the workmen were making behind 
the frame work. Then, one day, the boards were taken 
down and the completed renovation was revealed 
new store fronts and all-glass entrance doors to the 
store at 8 East Baltimore Street. 

The most modern and unique features have been 
incorporated into this remodeling job. The emphasis 
on split-level housing has been translated into split- 
level store fronts. This allows for increased display, 
and where formerly 65 shoes were tight and crowded in 
the windows, there is now sufficient and commodious 
area for 110 shoes. Complete families of shoes can be 
shown and Hess Shoes have displayed as many as five 
different groups in one window, at one time. The trim 
is changed every week and new background themes are 
put in every six weeks. 

Pipes and other obstructions were removed in the 
window on the left, to get the maximum use of the 
window and to make the split-level possible; while the 
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Above: All-glass entrance doors enable passersby to see 
the full length of the Hess store even with the doors 
closed, markedly increasing customer traffic. 


Below: The split-level window increases display space. 

4s many as 110 shoes can be shown in one windou 

without crowding, in as many as five different groups. 
The window extends right into the store itself. 





















































Now Kngland 
today... and tomorrow 


The Historical Background... 


Was are the factors that have made 
New England's position in the shoe and 
jeather industries so strong and vital? 
Was it geographical location? Is it the 
result of New England’s early develop- 
ment of centers of population? Any ap- 
praisal of the present state or the future 
prospects of the New England industry 
must start with an analysis of its color- 
ful, historical background. 

Divine kind to 
New England. and to the shoe and leather 
industries. 

When its anxious navigator, by diree- 


Providence has been 


tion or by accident. set a northerly course 
and the Mayflower touched down at 
Plymouth Rock instead of the vastly 
more hospitable Virginias or Carolinas, 
the die was cast and Massachusetts be- 
came the site of a colony with the nec- 
self-sufficiency of 


essary elements of 


Strong Associations 


which centers of 
born, 
And when the 


the second company stepped ashore, un 


great population are 


currier-shoemaker of 


packed his crude currier’s knife and shve- 
maker's 
him for a source of supply for the leather 
from which the first truly American pair 
of shoes were to be made, the New En- 
and leather 


tools and cast his eyes about 


gland § shoe industry was 
born! 

The climate was cold, the winters long 
and tough, and survival, among othe 
things, meant the eating of meat food and 
the wearing of stout, warm shoes. When 
the first wild animal was shot, undoubt- 
edly his crudely curried hide was turned 
promptly into shoes for some deserving 
colonist. 

In these elemental needs for meat and 
starts New England story. 


shoes our 


Hides are the wrapping in which meat is 
packed, and the skins of wild animals at 
first and domesticated animals later 
sheep, cows and goats-—provided the ma- 
terials of sustenance and footgear for 
these early settlers. 

Each man has a job in every com- 
munity : must provide and 
clothing, another shoes, and Old Plym- 
outh and the tiny settlements which 
sprang up around it were the infinitesimal 
beginnings, the the 
metropolis of Boston, of Salem, Brockton, 
Lynn, Haverhill and Lowell. 


one food 


forerunners of 


Later, as the smal] focal points of pop- 
ulation grew and developed into small 
towns, the demand for meat, food and 
clothing outgrew the ability of the tiny 
community to produce for itself within 
Animals 
assembled from nearby farms and driven 
to the market, thefite to the slaughter 
the the 


tanned and fashioned into footwear, 


its immediate environs. were 


hides 
The 


beam house and the shoemaker’s shop 


house, meats consumed, 


stood side by side. 

But as these centers of population con- 
tinued to grow, it became necessary that 
livestock be driven greater distances to 


Support Industry Leadership.. 


THe New England Shoe and Leather 
Association was organized 86 years ago 
as the first association in the shoe and 
leather trades. In its long and successful 
career it has led its membership through 
many periods of national prosperity and 
depression, four major wars, several ma- 
jor fires in Boston and a number of trade 
crises, 
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NEW 
A SERVICE ORGANIZATION 
by 


It has been in the forefront of all ma- 
jor developments and changes within 
the industry itself and has been responsi- 
ble for maintaining New England's lead- 
ership in the shoe trade throughout this 
period. 

It has established an enviable record 
of SERVICE to the entire trade. For 
many years its leaders fought success- 
fully in Congress for a protective tariff 
In both World Wars the As- 
sociation’s director of the time served as 
consultant to officers of the Army and 
Navy in connection with shoe specifica- 
tions and procurement, It has always 
been in the forefront representing its 
membership in trade, governmental and 
national affairs. 

Among the services it renders its mem- 
bers are the weekly publication of ex- 
tensive and timely bulletins on trade, 
statistical and government subjects, cus- 


on shoes. 


ENGLAND SHOE AND LEATHER ASSOCIATION 


A. W. BERKOWITZ President 


tomer adjustments, labor relations, shoe 
machinery, tax and transportation mat- 
ters. In addition it issues special bulle- 
tins the and circum- 
stances warrant such. 
aids to management bulletins have pre- 


when conditions 


Series of special 


sented practical programs on shoe fac- 
tory engineering and management, im- 
proved quality of sheemaking and better 
industrial relations with workers, with 
the objective of increasing profitable op- 
erations of member firms. 

In addition, it has published special 
booklets on Legal Aids, on Cost Account- 
ing Practices and on Wage-Hour Regula- 
tions for Shoe Manufacturers. 


ASSOCIATION SPONSORS 
SHOE SHOWS 


The Association has long sponsored 
shoe shows as an important medium in 
[TURN TO PAGE 117, PLEASE] 
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market. The drover returned to the farm 
with shoes for the farmer, his wife and 
his children in simple barter payment for 
more livestock. 

And so we read that, “In 1630 Experi- 
ence Mitchell and Francis E. Lewis es- 
tablished tanneries at Bridgewater and 
Lynn. Mitchell called his ‘Joppa’ with 
reference, in the Acts of the Apostles, to 
Simon the tanner, with whom St. Peter 
stayed.” 

And in the same year that... “Fran- 
cis Higginson, a minister, wrote home to 
England telling of the great increase in 
cattle, sheep and goats and mentioned 
stores of sumac and trees good for the 
tanning and dyeing of leather.” 

And still further that “In some col- 
onies, a man’s wealth was judged by his 
flock of sheep and goats.” 

A country in building needed shoes in 
increasing volume. Citizens and armies 
at war with the neighboring Indians, 
other Colonies and foreign countries 
needed marching and fighting shoes. 

The War of the Kevolution was fought, 
the Republic founded and we read of 
Alexander Hamilton, in his report to 
Congress in 1790, saying “Few manufac- 





THE New England Shoe and Leather 
Association has a fine tradition in its 
long history of SERVICE to its mem- 
hers, to the trade in New England, and 
to the shoe industry nationally. 

It is modest as to its major achieve- 
ments. 

It is proud of the accomplishments 
and business leadership of its many hun- 
dreds of officers and members during the 
past several generations. 

It is active in planning for the con- 
tinued leadership of the New England 


Seated, left to right, G. Eliot Stickney, 
Treas.; Samuel L. Slosberg; Robert C. 
Erb, V.P.; A. W. Berkowitz, Pres.; Wal- 
lace J. McGrath, V.P.; John E. F. 
Foote; George A. Dempsey. Standing, 
left to right, Elliot Fleisher, Israel A. 
Borkum, Arthur E, Whittemore, Coun- 
sel; Fred N. Phillips, Jr.. C. Chester 
Eaton, Jr., James Shapiro, Ralph L. 
Pope, Jr., Edward E. Cohen, Herbert 
C. Lee, H. Sherman Howes, Jr., Philip 
F. Brian, Harvey B. Evans, Ted Poland, 
L. J. Sheaffer, Barton M. Kramer. 
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THE NEW ENGLAND SHOE AND LEATHER ASSOCIATION 
ITS MAJOR ACHIEVEMENTS AND PLANS FOR THE FUTURE 





tures are of greater importance than 
skins.” 

Villages became towns, towns became 
cities, centers of culture, fashion started 
to flourish. Tanning techniques improved. 
And then we read that “In 1817 Moses 
Hall of Charlestown received a patent 
for dyeing and polishing Morroceo.” And 
thus fashion appears on the scene . . 
a fine pair of bright red Morroeco slip- 
pers for an especially favored lady of 
quality! Shoemaking progressed, out 
growing the simple hand techniques. Ma 
chines for sewing uppers and sewing bot- 
toms were developed. 

The West opened up and the wagon 
trains brought settlers from the East 
wearing New England made shoes. New 
England shoes were in the cargoes of the 
Prairie Schooners as they lumbered 
through the Midwest and the West 

Tanneries and shoe factories developed 
in the South, in Pennsylvania and the 
West staffed by men who had learned 
their leather formulae and shoemaking 
techniques at New England vat and 
bench. 

New England leathers and New En- 
gland made shoes played a decisive part 


by MAXWELL FIELD 


Executive Vice President and Secretary 


shoe manufacturing industry in the future, 
ASSOCIATION SERVICES 

The 425 members of the Association 
receive a highly personalized service from 
the Association staff. Regular plant vis- 
its, committee and membership meetings, 
attendance at both the Popular Price 
Shoe Shows and Boston Market Weeks, 
enable members and staff to meet many 
times during a year. Every member's 
problem, whether it deals with their cus 
tomers, suppliers or workers, or with 
government agencies, becomes an Asso- 


OFFICERS AND DIRECTORS OF THE NEW ENGLAND SHOE AND 





in winning the Civil War. The Southern 
Army, footsore and broken-shoed, strug- 
gled on to Gettysburg in a futile attempt 
to capture the growing production of 
Pennsylvania shoe factories and, failing, 
fell back to defeat. 

Then Post-Bellum—-and with it “ex 
port” of New England shoes to the South, 
the Midwest and to California: the era 
of the silk hatted, frock coated, elegantly 
bewhiskered “gentlemen” shoe salesmen 
selling New England shoes and spread 
ing the New England tradition of quality 
throughout America. Down the coast by 
packet to Charleston and Savannah 
Westward by train to Ohio and Ilinois, 
down the Mississippi by boat to Natchez, 
New Orleans and Mobile; overland by 
any means of transport at their command 
to Texas and the Rio Grande. By steamer 
around the horn to Sacramento and to 
the rapidly growing mercantile houses in 
San Francisco, went New England shoes 

This was the “Flowering of New En 
gland” and perhaps its most glorious and 
colorful era. Yes, but it was more than 
that. Every town and hamlet, north, east, 
south and west, knew New England shoes 
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ciation problem until a satisfactory 

solution is reached. 
Trade problems of a general nature 
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New Lngland 


today... and tomorrow 


New Engl 
Supremacy in Shoes.... 


NEW ENGLAND was the birthplace and 
historic center of shoemaking in North 
America, but the New England shoe in- 
dustry isn’t resting its claims to distinc- 
tion on that fact. Its interest is focused 
on what is being accomplished today and 
on the outlook for tomorrow. 

The average New England industrial.- 
ist isn't a particularly boastful type of 
person, But if he happens to be engaged 
in the shoe business, or in any way con- 
nected with it, you'll probably find he’s 
pretty proud of the record his industry 
has been chalking up in the years that 


have elapsed since about 1948. And if, 
following Al Smith’s classic advice you 
“take a look at the record,” you'll find 
he has plenty of reason for his pride in 
New England today and his confidence 
in the future. 

It wasn’t always like that. In the 
years that immediately followed the close 
of World War II, the folks who make it 
their business to follow the fluctuating 
trends of industry and commerce were 
taking a pretty dim view of the New 
England shoe industry. Shoe production 
of the three Jeading footwear manufac- 


turing states in the New England group 
had dropped in 1947 to 30 per cent of 
the nation’s total output. That was the 
lowest annual figure in more than a 
hundred years and a sharp decline from 
the 35 per cent registered in 1946, the 
year in which shoe stores the country 
were rebuilding their inventories 
following the lifting of shoe rationing and 
other wartime controls, 

It wasn’t the first time the New En- 
gland industry, or certain sectors of it, 
had been in the doldrums. The period 
between the first and second world wars 


over 
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had been marked by labor troubles in 
various centers, by the retirement of many 
well known firms and by changes of va- 
rious kinds that had scarcely contrib- 
uted to the advancement of the industry 
in this area. 

The years of the Second World War 
brought little net gain but production 
shot up in °46. New England’s con- 
tribution to the war effort in the manu- 
facture of military footwear for our 
armed forces and those of our allies was 
most impressive. But an industry cannot 
live on its record for patriotism, a fact 
that was realistically demonstrated by 
the sharp production loss of 1947. 

Some people were about ready at that 
time to write off the area as America’s 
leading shoe producing section. They 
reckoned without taking into account the 
courage and determination of New En- 
gland enterprisers and the cunning that 
still resided in the fingers of New En- 
gland shoemakers. They overlooked the 
advantages of a pool of skilled labor, an 
abundance of materials produced within 
the immediate area and the fact that 
New England was also the world’s center 
for shoe machinery. Over the following 
years the picture changed completely. 
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In 1947 New England’s production of 
shoes and slippers somewhat exceeded 
145 million pairs. By 1952 the production 
figure had risen to 181 million pairs. In 
1954 New England production touched a 
total in excess of 194 million pairs, ac- 
cording to the United States Bureau of 
the Census. The first quarter of 1955 
tallied a total New England production 
estimated at 61,310,000 pairs, an all- 
time high for any production quarter and 
a gain of 21 per cent above the corre- 
sponding period last year. 

New England Forges Ahead 
A critical observer might at this point 


the qualification that these 
gains lose some of their significance by 


interpose 


reason of the fact that shoe production 
in other American centers has likewise 
been showing impressive increases over 
the same period. To that New England 
has a ready rejoinder. From its 1947 
share of 31 per cent of the nation’s shoe 
production New England has upped its 
contribution to 37 per cent in the calen- 
dar year of 1954 and 39 per cent in the 
first quarter of 1955. While most shoe 
producing areas have moved ahead, New 
England has progressed faster and far- 
ther, increasing both its pairage and per- 





centage lead over the rest of the coun- 
try. Whether you measure its gain ab- 
solutely, in number of pairs produced, 
or relatively, in proportion to the pro- 
duction of other areas, New England 
scores as the winner. 

How has the shoe manufacturing in- 
dustry of New England been able thus to 
increase its output and sales in these last 
few years and thereby improve to a note- 
worthy degree its position in relation to 
the nation’s footwear production? 

Undoubtedly demand for shoes from 
factories in this area has increased, as 
has the demand from other producing 
areas, by reason of the increase in popu- 
lation since World War II and the very 
marked improvement in consumer pur- 
chasing power. But since those factors 
have presumably affected all shoe cen- 
ters with a diversified output in pretty 
much the same way, it is evident that 
we must look farther to discover addi- 
tional reasons for New England's rather 
spectacular gains. 

In November, 1953, the Federal Re- 
serve Bank of Boston published the re- 
port of a study made by that institution 
with the co-operation of the New En 
gland Shoe and Leather Association, sim- 
ilar studies of the industry’s position in 
this area having also been conducted in 
1948 and 1950. Quick adjustment of 
New England shoe production to changes 
in demand was cited in the 1953 report 





as one of the means by which business 
improvement had been accomplished up 
to that time. Since the majority of New 
England factories were relatively small 
in size, it was fairly easy for them to 
change their products to suit changes in 
demand, while larger mass-production 
factories in other areas required more 
time to change over. This was particu- 
larly true in 1950, when war in Korea 
resulted in stepped-up procurement of 
military footwear simultaneously with 
a sharp increase in demand for civilian 
shoes caused by fear of impending short 
ages like those of World War IL. 

By 1951 it had become apparent, how 
ever, that no severe shortage of footwear 
was likely to occur. Buying by retailers 
declined as many of them became con- 
vinced their inventories were too heavy 
Shoe production also declined in that 
year, but by 1952 demand the 
increase again, particularly in women’s 
Massachusetts was 


was on 
and juvenile shoes. 
still the largest producing state in the 
country, but its lead had declined some- 
what, as had the relative position of New 
Hampshire. Maine factories, on the other 
hand, were making more shoee than ever 
before and a number of firms had trans- 
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Now Bngland 
today... and tomorrow 


New ENGLAND'S vigorous and ex- 
panding leather industry grew up side 
by side with the area’s historic enter- 
prise of shoe manufacturing. “There's 
nothing like leather” has been accepted 
as a truism among shoe manufacturers 
of this region from the earliest times. 
And today, although synthetic materials 
have come to play a greater role in shoe- 


making than in years past, the footwear 
manufacturers of New England continue 
to enjoy an extremely important advan- 
tage by reason of their proximity to tan- 
neries that produce fine leathers of every 
kind and quality. 

While the New England market is a 
highly important one for tanners of this 
region, their products are by no means 
confined to this section, Leathers tanned 
and finished in New England are shipped 
to every part of this country and every 
quarter of the globe where shoes, lug- 
gage, handbags, automobiles, furniture 
and other leather-using products are man- 
ufactured. They carry an established 
reputation and prestige in many markets 
by reason of the fact that New England 
is known and acknowledged everywhere 
as the world’s great center for fine leather 
and leather products. 

The New England leather industry, 
like the shoe business of this region, has 
had its ups and downs over the years 
and despite the fact that New England 
is a high cost labor area and from time 
to time there has been some movement 
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to other sections of the United States, 
New England tanneries are still a very 
important part of the leather industry. 
At present they reflect the sound posi- 
tion of the industry as a whole. 
Tanners in the leather producing New 
England states are presently accounting 
for approximately 28 per cent of all the 
upper leather made in the United States 


and about 66 per cent of all the sheep 
and lamb leathers, excluding shearlings. 
In addition to sole and innersole leather, 
New England also produces a very sub- 
stantial proportion of side leather, calf 
and kip, goatskins and kidskins for va- 
rious leather products, together with the 
less common elk, deerskins and pigskins. 

There are approximately 120 leather 
tanneries in the New England states, plus 
about 50 plants engaged in the finishing, 
and japanning of leather. 
Many of the tanneries are very large 
scale establishments, with the latest 
equipment, both chemical and mechan- 
ical. New England is famous as a cow- 
hide leather center and Peabody, Mass., 
has been called the “Cowhide City,” al- 
though it also produces fine quality calf- 
skins and other types of leather. Neigh- 


embossing 


borly to it are Salem, Danvers, Lynn and 
Woburn, while in Lowell is located the 
comparatively new Leather College. foun- 
tain of scientific leather knowledge and 
research center. 

During World War II there was a 
marked scarcity of leather in this and 


other allied nations. Leather shoes were 
rationed to the customer in order to help 
conserve the available leather supply. 
Kinds of leather that could be produced 
were subject to strict government con- 
trols. As a result of the leather short- 
age, various alternative materials came 
on the market in larger and larger quan- 


tities. Some of them proved unsatisfac- 


tory; others gained a lasting place in 
the manufacture of shoes and other prod- 
ucts in which leather had been the prin- 
cipal constituent. 


LEATHER people in New England, as 
elsewhere, became deeply concerned at 
one time over the possibility that some of 
these alternative products might displace 
leather for certain uses, to the latter's 
disadvantage. It was this feeling of con- 
cern, in part at least, which prompted the 
organization of Leather Industries of 
America, the promotional branch of the 
industry, which for the past several years 
has waged a continuous advertising and 
public relations campaign to point out to 
leather users and the consuming public 
the advantages of their ancient product. 

But the leathers that are being pro- 
duced in New England and other centers 
of the industry today bear little resem- 
blance to those of the not-so-distant past, 
to say nothing of those that served man- 
kind in medieval and ancient times. Long 
Leather Industries of America 
started its effort to make America better 
acquainted with the beauty, style and 
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usefulness of leather, the tanners had 
very wisely undertaken an extensive re- 
search program under the direction of 
Tanners Council of America, the leather 
chemistry laboratory which it sponsors 
at the University of Cincinnati, and othe: 
schools like the Leather College in 
Lowell, Mass. A considerable number of 
New England tanners, as well as those 
in other areas, have research programs of 
their own whose purpose is to discover 
ways and means of making better leathers 
and leathers that are more adaptable to 
specific uses. 

Leather tanners of New England have 
been among the most alert in adopting 
new processes, finishes and treatments 
designed not only to make their products 
attractive and appealing from a style 
standpoint but also more useful and bet- 
ter suited to serve the needs of modern. 
active American men and women. Two 
recent developments that have been ac- 
cepted and put into use in the processing 
of New England leathers are the silicon 
treatment designed to make leathers wa- 
ter repellent for shoes and other prod- 


1 


ucts, also a treatment for suede leathers 
designed to accomplish much the same 
Not quite so 


equally interesting and more important 


objectives. recent but 
from a fashion angle were the aniline 
dyed leathers which created such a sen 
sation stylewise a few seasons back and 
which were prominently featured by a 
number of New England tanners, 

New England leather ends up in shoes 
worn in every part of the world. But 
shoe manufacturers are not the indus. 
try’s only customers. Choice handbags 
designed in Italy and made in New York 
of New England leathers are carried by 
fashionable women on the streets of Lon 
don, Rome, Buenos Aires and Capetown, 
Whirling rollers in the South’s buzzing 
cotton mills produce better fabrics be- 
cause they are covered with New En- 
gland-tanned calf or sheep. In the cabs 
of hugh cross-country trailers, truck driv- 
ers keep warm in jackets of New England 
garment leather. In far-off India, New 
England-made transmission belts keep 
the wheels of new industries turning. And 
so runs the New England leather story. 
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Beverly, Mass., plant of 
United Shoe Machinery 
Corporation, showing 
research laboratory at 


right. 


Center for Shoe Machinery 


THE story of shoe machinery is, to a 
very great extent, a New England story. 
It is a story of the laborious effort, inven- 
tive genius, patient study and painstaking 
research of men who have been deeply 
interested in the progress of the shoe 
manufacturing industry. 

When Thomas Beard arrived in Massa- 
chusetts in 1629, on the second voyage of 
the Mayflower, he brought the tools of 
his craft but machinery for making shoes 
was then unheard of. Beard worked un- 
der a contract with the Massachusetts 
Bay Company to supply footwear for the 
colony. Shoemaking was a handcraft 
operation for more than two centuries 
after that time, although Napoleon was 
credited with having conceived the idea 
of machine production and is said to have 
offered a reward for perfection of meth- 
ods that would speed up the making of 
boots for his army. 

The first machines to be widely used in 
the industry were produced in 1845 and 
were known as rolling machines, taking 
the place of the lapstone and hammer 
used to pound and condition leather. 
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Elias Howe invented the sewing machine 
in 1848, but it was not used in sewing 
leather until several years later. Mean- 
while, a method of driving wood pegs 
mechanically had been developed. 

Lyman Blake of Abington, Massachu- 
setts invented a sewing machine which 
he sold to Gordon McKay, who spent a 
great deal of money perfecting it for the 
making of McKay sewed shoes. McKay 
experienced diffieulty in 
suading manufacturers to buy and use his 
machine, with the result that he is re- 
ported to have developed the royalty sys- 
tem of leasing his machines. Along came 
the Civil War and a demand for large 
numbers of shoes for the Union soldiers. 
After that, MeKay’s proposition was 
gladly accepted and the machines were 
rapidly introduced into the factories of 
that period. 

In France a machine was developed to 
sew turn shoes, then at the height of their 
popularity, and this was subsequently 
sold to a New York shoemaker through 
whom it won the attention and interest 
of Charles Goodyear. He later perfected 


serious per- 


u machine to stitch welt shoes. By a ser- 
ies of improvements it was brought to a 
point where shoes with all the advan- 
tages of the hand-made welts and a per- 
fectly smooth inside surface could be 
turned out rapidly and efficiently. 

Before the turn of the century, Good- 
year Shoe Machinery Company, a New 
England concern, joined with the McKay 
Shoe Machinery Company, the Consoli- 
dated and McKay Lasting Machinery 
Company and the Eppler Company to 
form the United Shoe Machinery Com- 
pany. This new company sub-divided its 
activities into divisions including cutting, 
fitting, lasting and Goodyear division. 
Cement, rubber shoe and other depart- 
ments have been added since. 

This famous New England organiza- 
tion not only manufactures shoe machin- 
ery used all over the world today but 
maintains a far-flung service organiza- 
tion and provides the most important re- 
search facilities serving the footwear in- 
dustry. Through the efforts of this last 
branch of the organization some of the 
most efficient shoe machines in the in- 
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dustry have been developed. Today, 
United is pioneering the industry’s re- 
search in the direction of the new con- 
cept of automation and a number of au- 
tomatic machines are presently in use. 
Constant and steady improvement have 
been the watchwords of progress in this 
broad field of industry development. 

Singer Sewing Machine Company de- 
serves much credit for developing modern 
machines for the fabrication of shoe up- 
pers. Here too, constant improvements 
have contributed not only to the speed 
of modern shoemaking, but also to the 
quality of the product and to keeping 
good shoes within the reach of every 
purse. 

Widespread acceptance and popularity 
of the cemented shoe construction was 
stimulated by the efforts of the Compo 
Shoe Machinery Corporation and _ its 
founders, William Bresnahan and Ber- 
nard Solar, who introduced this process 
in America through the development of 
a machine designed to attach shoe soles 
by cement. A large percentage of wo- 
men’s shoes are now made by Compo 
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machines. Other machines for sole at- 
tachment with cement have been devel- 
oped and placed on the market and, all 
in all, cemented footwear holds a very 
important place in the industry today. 

In this period of industry mechaniza- 
tion, New England’s International Shoe 
Machine Corporation developed a special 
type of lasting machine for the so-called 
California or slip-lasted construction. 

A. E. Little, a prominent Lynn shoe 
manufacturer, developed and introduced 
a sole attaching machine of the lock- 





Cements 





‘42 








0 





**Includes Prewelts, Turns, Wood and Metal Fastened and Lockstitch 





stitch variety that is used for moccasins 
and many other types of shoes. Though 
this machine was first developed to create 
shapely and flexible women’s shoes, the 
same mechanical features were speedily 
incorporated in popular and large volume 
moccasin types, platforms, loafers and 
many sport and casual styles. 

A combination of Yankee skill and in- 
genuity, perseverance and foresight has 
established this vital segment of the shoe 
trade as a vital American industry. Con- 
[TURN TO PAGE 126, PLEASE 
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Hubber Footwear 


An Expanding Industry... 


NEW ENGLAND today is the leading 
region of the country in the production 
of rubber footwear. Its leadership spreads 
across the two general product divisions 
of the industry: waterproof footwear 
(boots and rubbers) and canvas upper 
rubber bottom sneakers, play shoes and 
casual styles for men, women and chil- 
dren. 

There has been a general, long-term 
expansion in the production of canvas 
footwear in recent years, Production and 
sales of both heavy and lightweight wa- 
terproof footwear vary from year to year, 
influenced by several factors. Winter 
weather has an immediate effect on the 
demand for waterproof footwear. This 
past winter was somewhat disappointing, 
weather-wise, in the Northeast. There 
was a great deal of snow in the moun- 


50 





tain ski areas, but very little fell in the 
cities where rubbers and other water 
resistant footwear normally sell in quan- 
tity. 

Sales, in recent years, have been ad- 
versely affected by such developments as: 
a series of mild winters, fast snow re- 
moval in most communities, increased use 
of school buses that eliminate the need 
for most children to trudge through snow 
drifts on the way to school in the winter 
time and more automobiles—less walk- 
ing. 

On the other hand, there are long- 
range trends that have had a favorable 
influence on water resistant footwear pro- 
duction and sales. They are: increased 







leisure time with more money to spend 
for fishing and hunting, increases in 
home ownership and the general move- 
ment to the suburbs where waterproof 
footwear is more likely to be needed and 
a population growth with its resultant 
greater consumption of this type of foot- 
wear. New England’s dominant position 
in the production of rubber footwear to- 
day will take on added importance as 
these factors of expansion develop in the 


years to come. 
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The most important reason for New 
England's strong position in the rubber 
footwear industry today is the presence 
of several major companies in the area. 
Best known of these are the United States 
Rubber Company and Hood Rubber 
Company, a division of B. F. Goodrich, 
the latter with a plant at Watertown, 
Massachusetts consisting of more than 
fifty buildings. A variety of rubber prod- 
ucts is made there, but the major empha- 
sis is on footwear. United States Rub- 
ber operates footwear producing plants 
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in Naugatuck, Connecticut and Woon- 
socket, Rhode Island. Both United States 
Rubber and Hood, with a majority of 
their footwear operations in New En- 
gland, are universally recognized as top 
producers of rubber footwear. 
Recognition must also go to seven 
other producers with headquarters in 
New England who complete the rubber 
footwear picture. Listed alphabetically, 
they are: Bristol Manufacturing Com- 
pany, Bristol, Rhode Island; Cambridge 
Rubber Company, Cambridge, Massachu- 
setts; Converse Rubber Company, Mal- 
den, Massachusetts; Goodyear Footwear 


Corporation, Providence, Rhode Island; 
Goodyear Rubber Company, Middletown, 
Randolph Manufacturing 
Company, Randolph, Massachusetts; 
r'yer Rubber Company, Andover, Massa- 


Connecticut; 


chusetts, 

These nine New England producers of 
rubber footwear rank high in importance 
among the 31 companies manufacturing 
some type of rubber footwear in the 
United States today. These 31 compa- 
nies have 50 plants located in 13 states 
including the New England states of Con 
necticut, Massachusetts and Rhode Is. 
land. 

While there is some seasonal fluctua- 
tion in employment, the industry for the 
past several years has provided steady 
work for upwards of 22,000 production 
workers, many of them in New England 

In addition to the more than 22,000 
men and women employed in the actual 
making of rubber footwear are many 
more New England firms in a wide va 
riety of American industries which sup 
ply materials and services to the rubber 
footwear industry, 
fields as cotton and other textiles, paper, 
chemicals, aluminum and other hard- 
ware, machinery and transportation. 

In any appraisal of the rubber foot 
wear industry in New England, and more 
particularly the fabrication of rubber 
soled casuals in increasing numbers, it 
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Shoe Industry’s Strong Allies 


NEW ENGLAND was firmly established 
as a shoe manufacturing center while 
other shoe producing areas were still in 
their infancies. Logically then, a similar 
concentration of producers of the ingre- 
dients of which shoes are made should 
develop in New England. The “Allied 
Industry,” as these suppliers are called, 
is a strong and vital part of the over-all 
New England shoe family and produces 
a major part of the shoe materials used 
in American-made shoes regardless of 
their geographical origin. 

It would be difficult to think of a single 
important ingredient from which shoes 
are made which is not produced in New 
England in sufficient quantities to domi- 
nate national production figures. It is 
reliably estimated that 68 per cent of 
the adhesives, 70 per cent of the binding 
and piping, 27 per cent of the coated 
fabrics, 94 per cent of elastic cloth and 
goring, 60 per cent of the leather heels, 
76 per cent of the welting used in our 
national shoe product originate in the 
New England States. 

New England's leading position as a 
producer of findings probably stems from 
the close affinity of these products with 
shoe machinery, the production of which 
is highly concentrated in New England 
and because such findings have been dis- 


tributed for so many years as a close 
adjunct to shoe machinery. This would 
explain the fact that New England pro- 
duces some 95 per cent of the eyelets, 50 
per cent of the lasts, 85 per cent of the 
steel shanks, 90 per cent of the golf 
spikes, 90 per cent of the tacks and nails 
and 75 per cent of the tools which are 
used in American-made shoes. 

There is a definite relationship, too, 
between the strong position which New 
England tanning enjoys and the fact that 
70 per cent of the finishes used by tan- 
ners and shoe manufacturers and 75 per 
cent of the waxes used in tannery and 
treeing room originate in the New En- 
gland States. 

New England's forests, so rich in pro- 
duction of sulphite, newsprint and other 
wood pulp and cellulose products con- 
tribute their share to shoe materials, too, 
in the form of fiber and latex impreg- 
nated cellulose boards and other wood 
derivative products. They are used chiefly 
for insoles and counters. New England’s 
score in this category is 65 per cent of 
the total production of fiber board, 65 
per cent of the production of counters, 
48 per cent of the wood heels and wedg- 
ies, 40 per cent of the national production 
of the cartons and boxes. 

To the Rubber and Nuclear Sole and 
Heel Industry, New England makes a 
particularly noteworthy contribution, ac- 
counting as it does (according to a re- 
liable estimate) for some 75 per cent of 
the national production of soles and 65 
per cent of the production of heels of 
these types. 

The enormous volume of this product 
can be visualized when the fact is taken 
into consideration that 50 per cent of all 
the shoes we produce are built with 
other-than-leather Not 
these types of operation a New England 


soles. only are 
specialty but they represent a substantial 
and growing segment of the whole New 
England industry. 

This industry has been one of truly 
outstanding growth, especially since the 
end of World War If. During and right 
after the war, great strides were made in 
“tailoring” composition and nuclear res- 


inous soling for a particular iob. These 
man-made “specialty” soles resulted in 
shoes for which are claimed exceptional 
wear factors. Not only does the use of 
these soles result in manufacturing econ- 
omies but holds to a minimum “return 
for wear” problems. 

Post-war, these new 
neered and developed substantially by 
New England manufacturers, invaded the 
dress shoe field and added it to the sport 
and workshoe field in which rubber soles 
had been so well accepted for many 
years. This manufacturing field expanded 
rapidly and became more diversified, pro- 
ducing in addition to soles and heels, 
innersoles, mid-soling in the form of 
“slab” and continuous sheet soling “en- 
gineered for the special shoe.” 

Several New England manufacturers 
make sponge rubber for cushioning in- 
soles. Many of them have developed 
highly specialized formula yielding brand 
name soles and soling with uniform qual- 
ity control that the shoe manufacturer 
can buy on positive specifications. 


products, pio- 


ONE of the reasons for this industry’s 
spectacular growth has been the depend- 
able price structure which it has devel- 
oped and which does not tend to fluctuate 
seasonally or in relation to a commodity 
market. This stability enables the shoe 
manufacturer to figure and price his 
shoes a whole season in advance. 

New England manufacturers of these 
materials have been alert not only in 
developing highly automatic machinery 
to satisfy the growing demand for their 
products but they have consistently im- 
proved their products’ wearability and 
style characteristics and have advertised 
and merchandised them vigorously. 











The rubber heel was invented and was 
first produced in the Boston shoe area. 
And today, semi-automation is a most 
important factor in the manufacturing 
of rubber heels for both new shoes and 
for the shoe repair replacement trade. 
New England companies have developed 
highly mechanized machinery to produce 
the large range of shapes, sizes, weights 
and heights of rubber heels which the 
market demands. 

For children’s, misses’ and 
casuals, tailored slabs or sheets of vul- 
canized composition are important. They 
give great flexibility to a shoe factory 
eliminating the difficulties of anticipating 
size and width requirements. Now all 


women’s 





that is needed is a stock sheet of material 
of suitable color and thickness. In the 
heavier irons or gauges moulded soles 
are still used since waste losses on cut- 
ting slab material become too great and 
not economical. 

Vulcanized resinous soling both in slab 
or moulded form is found on better than 
80 per cent of all children’s and boys’ 
shoes. Parents demand these special 
soles from a wear standpoint, creating 
an enormous market and a growing one, 
in view of the rapidly increasing popu- 
lation. The largest productive capacity 
of resinous slabs is in New England and 
its product is shipped all over the 
country. 

Vulcanized soles have been standard 
for many years with the working man 
enjoying a high level of income and 





buying specialized footwear for his par- 
ticular job. The New England vulcan- 
ized sole manufacturers have led the way 
in offering design soles for super trac- 
tion, oil resistant soles for specialized 
work conditions and always, extra tough 
soling for rough use. 

With the five day week and more ac- 
tive life enjoyed by all today, people are 
engaging in all kinds of recreation each 
week and dress in slacks for this new, 
more active life. Men wear colorful cas- 
ual clothing and shoes to match. Women 
wear flats and wedgies for most every 
day activities. Children’s styling follows 
the adult pattern. 

The New England vulcanized sole mak- 
ers have led the parade in offering a 
galaxy of colors, designs, and irons to 
the manufacturer. 


MIcRO-CELLULAR expanded rubber 
and vulcanized compositions were devel- 
oped in New England. 
outsoles out of many compounds gave a 


Foam cushion 
tremendous impetus to the whole shoe 
business, giving the stylist a complete 
new medium of expression and selling 


appeal. These floating soles are now 
standard and account for an appreciable 
part of business done on all lines. Re- 


New England manufacturers 


have started to offer duotone laminations 


cently, 


to give added color interest to soles 
Micro-cellular super expanded soling is 
now gaining tremendous acceptance for 
and 


They, too, were originated 


featherweight casuals slippers in 
gay 


and developed by these same enterpris- 


colors. 


ing New England vulcanized sole manu- 
facturers. 

Natural rubber crepe soling is another 
product that New England pioneered and 
developed. There is a special skill and 
special machinery needed to make fine 
light colored natural crepes. Crepe goes 
through a regular style cycle inasmuch 
[TURN TO PAGE 128, PLEASE | 
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the Shoe and Leather Industries 


COMMERCIAL banks in New England 
shoe centers have done a constructive job 
over the years in helping many capable 
establish and develop successful 
and 
technical shoe manufacturing industry. 
Their contribution has been unique in 
that taken 
euch as style changes, loss of volume, in- 


businesses in the highly intricate 


they have calculated risks 
ventory accumulations, work stoppages, 
bad debts, and a myriad of other com- 
petitive factors that would startle and 
age bankers in areas not familiar with 
the shoe trade. 

These banks continue in a position to 
do an outstanding job for the shoe in- 
dustry. In fact, with the exception of 
certain merchandising fields such as cot- 
ton brokers, wool dealers, and the like, 
it is difficult to name a line of business 
where commercial banking can contrib- 
ute so much to the welfare of an industry. 

There are several reasons for this. The 
ability of the average shoemaker to start 
his own business without having to make 
a heavy investment in machinery and 
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that a 
start out on a shoe string, so to speak. 


equipment means company can 
It is necessary simply to acquire some 
lasts which can bring to life a cleverly 
designed and attractive shoe with style 
appeal; machinery can be leased, fac- 
tory space rented, considerable raw stock 
purchased on credit and receivables fi- 
nanced. Thus, many companies in their 
infancy get under way with creditors, in- 
cluding banks, often having a larger in- 
vestment in the enterprise than the own- 
ers themselves. 

In these circumstances, the bulk of a 
company’s assets are of the current ot 
liquid variety, thereby making it feasible 
for banks to make more substantial ad- 
vances to men in whose judement and 
business ability they have confidence than 
if much of the capital were tied up in 
fixed After all, a 
bank’s function is to 
seasonal accommodations on receivables 


commercial 


assets. 

primary finance 
or inventory with the prospect of being 
paid out at the end of the run. 


As companies accumulate profits and 


attain financial maturity, it becomes 
less necessary to call on the banks for 
seasonal and find the 
largest companies using their credit lines 


quite sparingly. 


loans today we 
The smaller factories, 
on the other hand, which are still turn- 
ing their capital rapidly are inclined to 
make active, if not steady, use of their 
And since the New En- 
gland segment of the shoe manufactur- 


bank’s money. 


ing industry continues predominantly in 
the “small business” category. it is only 
natural to find banks in this area well 
versed in the intricacies of lending money 
they rank 


among the leaders in the nation because 


to shoe factories. In fact, 
they not only serve the numerous newly- 
established companies in New England 
but the largest of them, The First Na- 
tional Bank of Boston, has attracted loans 
and deposits of many of the principal 
mid-western factories because of accum- 
ulated knowledge of the trade’s prob- 
lems. Such a bank is likely to have many 
millions of dollars loaned to shoe manu- 
facturers. Tanners are less active bor- 
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Journal of Commerce Commodity Price Index 


Prices of Light Native Cows 
(Chicago Packer Hides) 
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HIDE PRICES (indicated by broken line) have beer 
running approximately 50% below the 1947-1949 
index average in the first months of 1955. This is far 
below the index for all sensitive commodities (indi- 
cated by solid line) and describes the favorable rela- 
tionship of hide prices to other commodities which has 
resulted in the consumer getting excellent value when 
he adds to his shoe wardrobe. . 
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the banks. 
Although insurance companies have oc- 


rowers from 


casionally made term loans to a hand- 
ful of the largest shoe companies, it can- 
not be said that they play an important 
part in financing the New England in- 
dustry. 

A few factoring firms have guaranteed 
credits and made advances against re 
ceivables of some manufacturers and at 
least commercial bank, The First 
National Bank of Boston, has initiated a 
for 


receivables of companies in allied lines 


one 


growing department factoring the 
such as fabrics, findings, and leather, as 
well as doing a constructive job for shoe 
manufacturers. This has gained impetus 
because an increasing number of the lat- 
ter have changed their method of distri- 
bution by selling nationally a brand-name 
product direct to retailers. 

In an operation of this kind, money 
requirements substantially greater 
and effective credit and collection work 
becomes vitally important. Regular bank 


are 


interest rates are charged for advances 


June 15, 1955 
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against approved sales. A factoring com 
mission, which usually approximates one 
per cent of sales, compensates the bank 
lor taking over the manufacturers’ entire 
credit, collection, and accounts receivable 
In addition the bank as 
sumes bad debt losses. It is important to 


bookkeeping. 


note that the time formerly used by exec- 
utives in following these activities can be 
spent more profitably on production and 
distribution or other phases of the busi 
ness. 

The nation’s shoe industry has set new 
production records in recent months, A 
this 
fight for its share of the consumer's dol 


factor contributing to successful 


lar has been the great intrinsic value of 
shoes. As indicated by the accompanying 
chart of hide prices, as compared with all 
sensitive commodities, the raw stock mar 
ket has been running 50 per cent under 
the 1947-49 average or at half the level 
of other goods. Even though leather con- 
stitutes a shrinking proportion of total 
shoe costs. this favorable relationship of 
hide prices has resulted in the public's 
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getting excellent value for its money 


when it adds to its shoe wardrobe. 
New 


the industry's growing output has more 


Meanwhile, England’s share of 
than kept pace with the rest of the coun 
try. As a result there has been an ap 
preciable rise in bank loans to shoe man 
An analysis of some of the 
In the first 
place, several new companies have been 
the 


ufacturers. 
reasons might be of interest. 
established and, in line with fore 
going comments, it is the newcomer who 
i¢ most in need of bank accommodation 
The development of new lending tech 
niques, such as factoring, is another con 
tributing cause, while improved produs 
tion methods have resulted in the cap 
turing of larger markets, so that estab 
lished companies have had more recourse 
to loans 

A trend away from jobbing houses has 
followed by 


the part of powerful marketing agencies 


recently been pressure on 


to force manufacturers to maintain in 


stock departments, thereby causing some 
[frTuRN TO PAGE 130, PLEASE] 








Now Bing land 
today... and tomorrow 


How Its Shoes Are Distributed 


SINCE New England shoes have a mar- 
ket that is not only nation-wide but in 
a good many instances extends to Eu- 
rope, Asia and other lands beyond the 
seas, it goes without saying that the 
industry must have developed over the 
years a system of distribution that is not 
only efficient, but adapted to the vary- 
ing needs of different types of footwear 
producers. 

Shoe manufacturers in this area have, 
in fact, developed a number of systems 
of distribution by which their products 
reach wholesalers, retail stores of many 
kinds and eventually the ultimate con- 
sumers. The original shoemakers of co- 
lonial days naturally had a very limited 
market; their distribution was direct to 
consumers in their own neighborhood. 
That condition continued into the earlier 
1800's. As the factory system developed 
the markets expanded to cover larger 
areas, additional states and finally the 
entire nation. Through these stages of 
development wholesalers played an im- 
portant part. 


It was not long before some manufac- 
turers saw an advantage in selling their 
products to retailers direct. With the 
development of branded lines, followed 

advertising, this direct-to- 
method of distribution be- 
came common and eventually 
emerged as the predominating distribu- 
tion method for medium and better grade 
shoes and some of the popular price lines. 
Other manufacturers, however, continued 
to sell all or part of their output either 
to Wholesalers or in volume sales to chain 
and department stores. These two prin- 
distribution, namely 


by national 
the-retailer 
more 


cipal methods of 
through wholesale houses or direct to 
retail distributors, have thus continued 
side by side in New England, with the 
share of business enjoyed by wholesalers, 
sometimes known as jobbers, rising or 
falling according to the conditions and 
vicissitudes of the times. 

Shoe wholesalers maintain floor stocks 
of footwear for immediate delivery, 
whereas manufacturers who sell shoes di- 


rect to retailers seek advance orders for 


shoes to be made up according to speci- 
fications in styles, materials and colors 
to suit the retailer’s requirements. Such 
“make-up” shoes are delivered when 
completed, the date of delivery being 
specified on the order. In addition to this 
type of operation many manufacturers 
conduct in-stock departments where cer- 
tain styles and types of shoes are made 
up in advance and carried in stock for 
immediate the retailer's 
In such cases the manufacturer is 


delivery on 
order. 
really operating his own wholesale de- 
partment, but the operation is usually 
confined to a limited number of fairly 
staple types rather than high style shoes 

It was in the period between the early 
part of 1919 and the first six months of 
1920 that wholesaling as it was known up 
to that time first 
change. This change coincided with the 


underwent its great 
post-war depression and served to point 
up mistakes in both wholesaling prac- 
tices and the vulnerability of the manu- 
The immediate the 
[TURN TO PAGE 127, PLEASE] 


facturer. loss to 
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The “waxy” surface feel, the “rounded Because Beggs & Cobb leathers combine the 


body feel . . . the distinctive mark of quality distinctive appeal of quality with economy 


which all Beggs & Cobb leathers give to of use, they have become a standard by 


popular price shoes. which side leathers are judged. 


TANNERS OF SIDE UPPER LEATHER, BOSTON, MASSACHUSETTS 
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@SUPER 


A WORLD OF FRESH, 


SOFT 
LIGHT 
FLEXIBLE 
TOUGH 











NEW COLORS 




















GLAMOUR COMES IN PAIRS 


“We've modeled Viner shoes for years”, 
say the stunning Rago Twins, top fashion 
models, “We've worn ‘em for years, too! 
They're perfect on the job... on a date 

. on any gal who's going places. So 
smart and so inexpensive, You'll love 


‘em, too Viner Moc Casuals.” 


VINER BROsS., INC, Bangor, Maine 
Established 1905 


LUCERNES GAY BOUQUETS - WHISPER STEPS 


Another VINER 4 color ad 
appearing in September MADEMOISELLE and October CHARM 














REPUTATION 
WITH 








SHOES for INFANTS, CHILDREN, MISSES, GROWING GIRLS 





The Jack and Jill reputation for quality is 
the surest, soundest foundation for building 





better back-to-school business. More and 





more top-notch retailers are bolstering their 





name by promoting the Jack and Jill shoe 





— a quality all-leather product for over half 





a century. No other children's shoe offers 





sturdier construction, finer craftsmanship, 
the exclusive KAMPTRAMP Sole* or greater 
dollar value. What's more, when you stock 







Jack and Jill shoes, your mark-up risas, eas- 





ing the squeeze of today's higher overhead. 





ORDERS SHIPPED THE DAY RECEIVED 





Let Jack and Jill's half-century know-how 





add to your prestige and profits. Don't 





NATIONALLY ADVERTISED IN delay, write for details on your neighbor- 
PARENTS’ MAGAZINE hood franchise today. 

















WITH THE EXCLUSIVE 





THE *KAMPTRAMP SOLES 
A/ j ILL are waterproof, more flexible, ; 
ACK ane forte 25% longer wearing. ‘ee 
pete LEATHER SOLE 
ADAMS BROTHERS, INC. © PITTSFIELD, NEW HAMPSHIRE 


FAR WESTERN DISTRIBUTORS: Solnit Shoe Co., Los Angeles © Buckingham & Hecht, Sen Francisco 


KAMPTRAMP 
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AUER CAN GIRL 


SHOE 


runs circles around competition with 


ONE COMPLETE LINE 
that’s easier to stock, easier to promote, easier 
to sell — it’s the line with the longest sustained 


mark-up in the $G99 to $999 field. 


today — more than ever — America's standard of value @® 288 A Street, Boston, Massachusetts + Div: Consolidated National Shoe Corp. 
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\ For the man who dares 
to be different — smart 
\ stitching in a 
’ ’ comfortable casual : eee 










Wy' 


Teolealolaaeh’, a 


[J akel-s-4 


today! 


For the ladies — 

@ new-as-tomorrow 
adaptation of the ever 
popular moccasin 











as created in 












hese designs are available 

to shoe manufacturers. 
Write for your FREE 

sketch today! 




















For the WHOLE FAMILY 







For the "space cadet’ — 
a ruggedly handsome shoe 
he'll outgrow before There's no limit to what talented designers are 


he'll outwear 
inspired to create with SHAG — the Brezner leather 







you see featured in more and more smart shoes every day. 






Tanned "smooth side inside” for greater comfort, 






its rough finish is perfect for casual or leisure 






shoes for every member of the family. 






Now available in soft pastels 











as well as darker shades. 





Send for swatches now! 





THE BREZNER DIVISION 
145 SOUTH STREET, BOSTON 11, MASSACHUSETTS 
“Fashion Right’ Leathers from our Tannery, Penacook, New Hampshire 








ST. LOUIS, MO. CINCINNATI, OHIO NEW YORK AND PENN MIAMI, FLORIDA ORIENTAL EXPORT 
H. B. Avery Ca John A. Spille Co. Homer Bear Jack G. Mendelsohn Leibman & Cumming 

LOS ANGELES, CALIF. MILWAUKEE, WIS. ROCHESTER, N.Y MONTREAL, CANADA Son Francisco 
Russ White Co. Horold |. Stewart John E. Graham & Sons 0. Chouinard Calif 





Representatives in All the World's Leading Leother Morkets 
As featured in the Brezner "Tomorrow's Shoes . . . Today!” Series in BOOT AND SHOE RECORDER 











GET ABOARD .... 


THE Volume Line! 


American Juniors are going full speed ahead to roll up an all-time 
high in shoe stores all over the country! We know why, and so does 
every shoe retailer we supply with our fast in-stock service! 


Because when you employ the finest materials, give them the shape 
and form of comfort itself, do a styling job that not only a mother 
could love, but kids too! . . . then make it possible to have them 
sell at prices that please ... you’ve got winners! A volume-priced 
line that sells all the youngsters, from tots through sub-teens. No 
matter what other lines you carry, you NEED our Volume Line 
... American Juniors. 


suggested retail for most styles 


$ 4° to *6” 


AMERICAN JUNIORS SHOE CO., INC, 
ONE ISLAND STREET, LAWRENCE, MASS 
Division: Consolidated National Shoe Corp 














CALF 


a supple shrunken 


: grain calf with a brilliant full 


aniline finish... a brilliant 


fulure too, for this lerlured beauty in 







lined and unlined shoes 
Fawn, Maple, Red, 


Gray, and Black 
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From New England 
the home of 
BATES SHOES FOR MEN 
SINCE 1885... come 


“new directions” in style... 


in comfort... 






in advertising ...in merchandising. 
To go furthest fastest... 
follow the traffic... 
take the right road with 






Be” dines & ; 


“new Ciedtins*. B AT I: S 


BATES SHOE COMPANY, WEBSTER, MASS. 
Manufacturers of Bates Originals, Phi Bates and the new J-V’s 
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SUBSIDIARIES AND AGENTS 
Arden-Rayshine Co., & Castex Laboratories, inc., Watertown, Mans 
Beckwith Mfg. Co., of Wisconsin, (Milwaukee) 
Beckwith Box Toe, Lid., Sherbrooke, FP. O., Caneda 
Victory Plastics Co., Hudson, Mass. * Felt Process Company, Boston, Mou 
Safety Box Toe Company, Boston, Mass 
AGENTS: Wright-Guhmen Company, St. Louis, Missouri 

Dellinger Sales Co., Reading, Pennsyivenia 

The Geo. A. Springmeier Co., Cincinnati, Ohje 

Factory Supplies, inc., Milwavkee, Wisconsin 
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Beckwith MAMUpACTURING COMPANY dover, New Hompehe 
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IT’S WHAT'S 


INSIDE 


THAT MAKES 


THE SHOE 





ow many of these qualities are you getting in the insoles you use — 


@ Flexibility @ Uniformity @ Transverse Rigidity 
@ Strength @ Comfort Depth e Cellulose Breathe-ability 


All six are essential to perfect shoe performance —and only ONCO 
Insole-ated offers you this “Six-Way Balance of Qualities.” 


That's why ONCO Insoles have gone into over a billion pairs of shoes. 


For better shoes at less cost use ONCO—the accepted standard of qual- 


ity. For samples and information write Dept. CA-6, our Boston office. 


onco 


bole BROWN COMPANY 


Berlin, New Hampshire 


General Sales Office: 150 Causeway Street, Boston 14, Mass. 


SOLKA PULPS * SOLKA-FLOC * NIBROC PAPERS * NIBROC TOWELS 
NIBROC TOILET TISSUE 





* NIBROC KOWTOWLS 
* BERMICO SEWER PIPE AND CONDUIT * ONCO INSOLES * CHEMICALS 








she takes out of here 


you'll put into here 


It stands to reason .. . the more quality in the 

shoe you offer — the lower the price you ask — the 
more sales you'll make, more often. The point? Blue Bonnets 
Y offer every construction feature found in more expensive brands, but 
are priced so that you can retail them from a half to two 
dollars per pair less! For example, in Blue Bonnet you'll 

find such things as —- tackless foreparts, leather linings, leather 
insoles and tempered steel shanks. $4.95-$5.95 retail. 

IN STOCK, with plenty of promotion aids to help you sell 

. If you want to put more into the till, carry the 

shoe that offers more for less — carry Blue Bonnet. 





$4.95 - $5.95 retail 
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Let’s see what your shoes look like. Without obligation 
have salesman call send catalog 
STORE NAME 
ADORESS ...._______. - 


CiTY & STATE —— 


BUYER'S NAME... 
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Blue Bonnet Shoe Co., manufacturers, 50 Island St., Lawrence, Mass. 


Far Western distributors: Solnit Shoe Co., 817 S. Los Angeles St., Los Angeles 14, Calif. 
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| NS of shoe hoxes 
Billions of Shoe iia te 
Packaging America’s Footwear = ae 


For over 57 years boxes designed and manufactured by CLAFF have 

























































been a definite sales influence in merchandising the nation’s outstanding 





footwear. 





The individual designed shoe package is a specialty of ours that pays off 


year in and year out for manufacturers, wholesalers and other volume 







users. 





Why not give YOUR styles a helping hand by developing added 


acceptance and greater turnover? CLAFF designers and 






engineers are at your service. 






Ask to have our sales representative call on you soon, 















BROCKTON 64, MASS. 





Manufacturers of Claffbox . . . the shoe merchandising container 


CEMENTED SHOES 


DEFINITION— 


Webster hasn't written this one yet but briefly, a cemented 
shoe is the cementing on of a sole to the shoe upper using sole 
attaching machinery and shoe adhesives. This method produces 
@ more flexible and comfortable shoe. Over a Billion Pairs of 
shoes have been made this way using COMPO Machinery 
and Adhesives which in itself is a Case History of American 
enterprise. 


YESTERDAY— 


Looking back 25 years to 1929, very few shoes were made 

with cemented soles. No one believed in the method. In that 

year, however, the Compo Shoe Machinery Corporation was 

founded. True to the American tradition COMPO started with 

faith in an idea. The original sole attaching “Conveyor” was 

invented and a shoe adhesive was developed. Sample shoes 

were first made in a basement shop to show and convince 

manufacturers that here was a better way to make a shoe. 

The idea was sold, and one year later two million pairs of 

shoes were made with cemented soles using COMPO equip- 
ment. The surface was scratched and COMPO was launched iael iat imac tie 


1 sole attaching conveyor, now a museum piece, but 


on its progressive coreer, the mac ne originally used to produce samples and promote the idea of 


TODAY— con a om its career 
in 1954 every other shoe made in the United States had a : 
cemented sole. Nearly 80,000,000 pairs of shoes . . . eighty 
million pairs, one hundred and sixty million shoes were made 
with COMPO sole attaching machinery and adhesives. Faith 
in an idea prevailed and American tradition won again. The 
cemented shoe is on accepted method of sole attaching and 
COMPO the leader in the field. 


TOMORROW — 


Keeping pace with the cemented shoe industry means modern 
sole attaching machinery ond shoe adhesives for the latest 
shoemaking techniques. Ever mindful of the market it helped 
create, COMPO invests heavily in research to bring the best 
in machinery and adhesives to the shoe manufacturer — 
helping him make good shoes better. The trend toward 
cemented sole shoes continues to increase — in fact, 1960 


+ at . ‘ . NEW “CASING n production after two years’ research. Ruggediy made 
ion %N sho will be 
reson “s indicate that 74 of all os made 4 nylon cord and moulded synthetic rubber. Used in individual sole attaching 
cemented. 


presses to hold air pressure, keeping sole pressed against shoe until 


ently attached with adhesive 


»>O CHEMICAL PLANT, Mansfie 


ture of COMPO shoe adhesives a 


of sole otfact 


COMPO SHOE MACHINE 
Since 1929 — Designers and Manufacturers of Versatile Shoe Machinery and Shoe 
AUBURN, ME. @ BOSTON e CHICAGO e CINCINNATI @ HARRISBURG, PA. @ HAVERHILL, MASS. 


150 CAUSEWAY STREET 














a A N H ~ R MP re . in 
{ YING THE SOLE on to shoe bottom and positior 3 PRESSURE SENSITIVE type shoe adhesives developed by ©O POa used ir 
\ ' > 
Adt r alread bee applied. Sho s removed after ¢ veyor cycle is . this COMPO machine. Pneumatic pressure has been appiied't yhi-hand shoe 
Adhesive has y n € é . 
pleted. Sole willbe permaner thy cemented to sho Sole will be permanently attached in 1 to 60 seconds 
comple ) } 


med 








6 PROVEN WEARABILITY of COMPO coment process shoes, worn by A) 230 |b 


| ANY STYLE, ANY GRADE of shoe can have soles permanently attached by 


vor + ste 41 f f B 12 ear old bo 4 months, his only shoes 
COMPO cement process. These are but a few of the millions Me ie “ nar eery ‘or yee yoo y 
; C) traffic cop, 8 hours a day for 5 months D) golf pro in 804 miles of 
COMPO sole attaching machines using COMPO shoe adhesives 
golfing 


A COMPO Cement Process Shoe 
Has MANY ADVANTAGES: 


ADDED FLEXIBILITY — The outer cemented sole and the flat 
insole construction allow the shoe to bend and flex with the foo. 


LONGER WEARING -— Due to its greater flexibility and simple 
construction there is less abrasion between shoe parts thus adding longer 
wear life to the cemented shoe. 


GREATER FOOT COMFORT — The lasted upper conforms 
to the shape of the last, and the sole after cementing, conforms to the bottom 
of the last. In this way a cemented shoe retains the true shape of the last 
ond gives greater foot comfort. 


EASIER TO MANUFACTURE — The construction of a comented 
shoe simplifies many production problems. Uppers may be cement-lasted, 
preparation of insoles is made easier, and the possibility of damaged shoes 
Q HUNDREDS of these COMPO. so sttaching CONVEYORS are in use today at important key operations is minimized. 





producing cemented shoes. Aft ipplying COMPO shoe adhesiv me sores 

_ Be ae tele onisssnatie avwnuil ante Let COMPO “‘shoe engineer” your production for the latest in coment 
3 sppers are »0 we? Prawn i shoemaking techniques using our modern line of shoe machinery 
nently attaching the sole in only 3'/ minutes re and adhesives. 


RY CORPORATION 


Adhesives for ALL Types and Grades of Cement Process Shoes. 
LOS ANGELES e MONTREAL @ NASHVILLE @ NEW YORK @ ST. LOUIS e TORONTO 


BOSTON 14, MASS. 
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PATENTED 
STITCHED 


SOLID LEATHER yp REVERSE 


More and more style men are 

giving Stormwelt consideration in 

planning their new models, 

It’s not alone that this product makes 
a good shoe a better shoe —at the 
same time Barbour Solid Leather 

Stormwelt adds the unique touch 
of styling that makes the 


shoe easier to sell, 


BARBOUR WELTING COMPANY 
BROCKTON 66, MASSACHUSETTS 


@ Trade Mark 
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The “CLASS” Market 


is now a mass market ! 








It’s true! Today, more men are buying better shoes than ever before. 
Recent surveys show that nearly 10% of all men’s dress shoes sold 
above $17—nearly 71% million pairs per year! 

This is the rapidly-growing market dominated by Edwin Clapp — the 
swelling ranks of men with growing incomes who are buying better 
footwear. And in Edwin Clapp Shoes they find the utmost in pride 
and wearing satisfaction. 


America’s Finest Shoes for Men 


NATIONALLY ADVERTISED IN ESQUIRE AND HOLIDAY 


EDWIN CLAPP & SON, INC., East Weymouth, Mass. 





A limited number of Edwin 
Clapp franchises are still 
available to qualified retailers. 


£ is sesaaesee® 


STAR. ISHED 
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DURALENE = 


.. and the lustre of DURALENE Finish won't “drop off’ between packing room and shoe store 


© Provides full, rich and durable color 


© Penetrates, grips and fills the grain DURALENE* 


: wees anes : : or the packing room 
New DURALENE Finishes in a wide range f I g 


of colors — actually give a new look to leather. is the newest member 
DURALENE Finish enhances the natural of the family of 


beauty and feel of leather — is tighter, more \)) } 4 ry \ SHES 
water repellent and more durable than other } el) |} |S Ca 
water-type finishes. 

To see what DURALENE Packing Room 


Finishes can do for you, just ask for a demon- 
Distributed by 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 


stration. 


*Trademork B B Chemical Co 
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Irving quality developed over the 
past 30 years is reflected in the 
leathers produced for America's bet- 
ter shoe manufacturers. Leathers fea- 
tured below are “Orange-tan"” Uni- 
glove and Black Unique. 



































ETONIC 
All weather shoes 
in ORANGE-TAN 
UNIGLOVE 
Soft Glove Tannage 


BATES Originals 
in smooth Black 
UNIQUE 


SIDES and SPLITS 


in full range of colors 


Tanneries at PEABODY, Mass. and HARTLAND, Maine 


IRVING TANNING CO., INC., 130-140 BEACH ST., BOSTON, MASS. 
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Abou Eye ~Gjip cating, Qusalble Bintih on 
MILLER TREES! 


@ Resists WATER, ACID, 
PERSPIRATION, OTHER 
AGENTS 


@ resists SCRATCHING— 
TRY IT WITH YOUR 
FINGERNAIL 


@ won't cuie — 
EVEN WHEN DROPPED 


“ 


We've made it easier for you to ring up “double header”’ sales 
(shoes and trees) with this new eye catching finish. It’s a real 
quality finish with a rich gloss similar to that found on the 
finest hand rubbed furniture. Available on the full line of 
Miller Trees — in your favorite tones, Natural, Cherry Red, 


and Walnut. Write for complete information today. 


0. A. MILLER COMPANY 


BRANCH OF UNITED SHOE MACHINERY CORPORATION 
PLYMOUTH, NEW HAMPSHIRE 
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THERE’S A READY-MADE 
MARKET FOR THE 
NEW... 


VAD AE 


JUNIOR SADDLE 








Gas Daun 
Fabruony as, ase 


Youngsters have asked you for it — mothers 
have asked you for it, you have asked us for it. 
Not only that, many mothers have written direct to 
ask us for it, too. The letter we've printed is typical. 

So here it is, the famous original style, in the 
famous Spalding quality, on a last for growing 
feet... the Spalding Junior Saddle. 


IN STOCK NOW. See your Spalding salesman, or 
order direct. 


STYLE 611 wih fal white elk kip uppers 


with full grain tan calfskin saddle 
and backstay. Kid lining. Spalding 
coral sole and spring heel 


STYLE 812 — Black and white. 
STYLE B11W All white 


Sizes 12% to 3 A, B, C, D widths 
NAME AND ADDRESS ON REQUEST 





A. G. SPALDING & BROS. (Retail Shoe Division) 
MARLBOROUGH, MASSACHUSETTS 
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A woman is won over to Bellaires at the fitting stool. She has hoped 
for, dreamed of, shoes like these — a combination of smart patterns 
and buoyant support. Bellaire's secret inner cushion construction 
brings her that comfort which brings her back for re-purchase 
every time she buys footwear. You can sell more women — with 
Bellaires — and you'll sell more Bellaires 
because they buy these marvelous shoes again and again. 


ellaire 


PORTLAND. MAINE 
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ready to go... sure to grow... nationwide 
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the complete line-—-women's shoes 
retailing at $795 - $g°5 ? $G°5 


a few styles at $6.95 and $10.95 







designed to 


ANSWER THE BUDGET 
SHOE PROBLEM 


NOVEMBER 
. COTILLION FOOTWEAR, 288 A Street, Boston, Massachusetts 
/ Div.: Consolidated National Shoe Corp 








NEVER BEFORE 


SHOES THAT 


Shed Water - 
Uet Breathe | 


COMBINING THE NEW MIRACLE SILICONE” SYLFLEX TANNED 
LEATHERS and the EXCLUSIVE ETONIC WEATHER SEAL'D 
VULCANIZED SOLE SEAMS AND GASKET MIDSOLES 


THE GREATEST ADVANCE IN LEATHER TANNING SPORT STYLE 3759 


Antiqued Tan SYLFLEX 
. Now, for the first time, you can offer shoes that TANNED SOFTEE MOC 


will SHED WATER—-YET BREATHE! The new SYLFLEX Sizes 6 to 12 


/™ tanned leathers developed in 12 years by the DOW- Widths B to E 
CORNING Corp. allow the free passage of air—yet 
VIF shed every drop of water despite flexing. 
Every fibre of the SYLFLEX thru-and-thru tanned leather 


is coated with a special silicone compound that perma- 
nently repels moisture—yet does not fill up the air pores. 


COMBINED WITH THE ETONIC EXCLUSIVE WEATHER-SEALED CONSTRUCTION 


(1) VULCANIZED SOLE SEAMS .. . A molten sealer 
compound is flowed into the sole seams. 


(3) GASKET MIDSOLES . . . Protect against moisture 
soaking thru ovtersoles to innersoles. 


For 79 Years 
FIRST... TIME AFTER TIME... 


Since 1876, The CHAS. A. EATON factories have 
perfected and pioneered a steady series of basic shoe 
construction and improvements. 


HERE’S ANOTHER ETONIC FIRST . . . The first 

Sylflex tanned shoes ever offered typical of Eaton 

BASIC LEADERSHIP. ; 

CUSHIONED FOAM CREPE SOLES . . . were pio- : ae cao 
SQUEE GEE SOLE 


4 sic achi ; SPORT STYLE 3760 
neered and the basic attaching process perfected by roa stvus $12.05 Retell 


ETONIC a full year ahead of the industry. SYLFLEX TANNED 
SOFTEE PLAIN TOE 


THE FIRST SQUEE-GEE FOAM CREPE SOLED cae © to Se 
SHOES . . . were made,tested and put on the market 
FIRST here at Eaton’s. 


THESE AND MANY MORE FIRSTS TESTIFY TO 
THE CONTINUING VIGOR OF NEW ENGLAND 
LEADERSHIP, NOW AND FOR 79 YEARS! 


“Two Great "Pactories 


Richmond, Maine & Brockton, Mass. 


CHARLES A. EATON CO., Brockton 64, Mass. Established 1876 
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gives a man comfort... 


and that means business 





for Evans Retailers 





PLANTER'S 












roe PUNCH 
HEROKEE ' 

For d 
OPERA dies teak 


leather quarter and 
sock lining. 





The most popular padded 

sole slipper. Fine saddle 
leather, in black, tan or 

burgundy, leather lined. 








qANS™ 


100 YEARS 7 
Stan ppelye .’ & 


\ 







GONDOLA 


Htalion style, sleek 
and glove-fitting in 
black saddle leather. 
Full leather lined. 





CUSH-N-AIR 
OXFORD 


Soft brown glove 
leather, with springy 
brown Cush-n-Crepe sole. 



















EVANS SLIPPERS HAVE BEEN AN OUTSTANDING PRODUCT OF NEW ENGLAND FOR 114 YEARS 
L. B. EVANS’ SON COMPANY « Wokefield, Massachusetts 
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the smartest step you can take... 


choose tootdo 


Shoe that’s Different” 


BY FIELD AND FLINT CO. 


a gentleman’s shoe since 1857 


The old-world craftsmanship, singular styling that distinguishes Foot-Joy 
shoes makes them the smartest step you can take in planned merchandising. 
Fer these shoes sell every day of the year on the strength of their 
masterpiece quality ...on the supreme comfort of their exclusive Straightline 


balance. And our famous Foot-Joy golf shoes add a steady flow of 

> > . > > . > > > > > > - . > > . > > . . > > 
FIELD AND FLINT CO. 

Brockton 68, Mass. Yes, the Foot-Joy sales story makes a lot more sense and year 


Gentlemen: 
Please send your latest catalog. 


spring-summer volume that actually stabilizes your entire year's profits. 


‘round profits... let our representative give you all the facts soon. 


Pe cinittinienipenee 
Company —__ nationally advertised the nation over! 
Address___ 


City. —< State. 
(] Please have your representative call. FIELD AND FLINT CO., BROCKTON 638, MASS. 


' Oo CU CUT 9 69 2-8 2 ee Oe eee eS OS 
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“we're 
PLEDGED 
— to uphold a proud tradition — 
ncmmerteton  @ third generation of fine 
shoemaking — 
to give our customers 
a everything they expect 
> b in fine shoes...” 


RICHARD SHRINER 


President 
















WILLIAM SHRINER 


Vice President 
and Sales Manager 


STYLE 7813 
This French Shriner 
Heritage shoe 

is a masterpiece, 
embodying the skills of 
conscientious, veteran 
New England craftsmen. 


| Fr ENCH SHRINER. 


443 Albany Street, Boston 18, Mass. 
French Shriner shoes retail at $18.95 to $32.50 


# 
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Index to Advertisers 


in the New England Section 


Adams Brothers, Inc. .............. 


American Biltrite Rubber Co. 
American Girl Shoes 
American Hide & Leather Co. 
American Juniors Shoe Co. 
American Stay Co. 


Barbour Welting Co. 
Bass, G. H., & Co. 
Bates Shoe Co, 
Beckwith Mig. C 


Boggs & Cobb Co. ..cccccccsccsens 


Berned Shoe Co. 
Blue Bonnet Shoes 
Brezner Div. Allied Kid Co. 


Brown Co, 


Claff, M. B. & Sons, Inc. ........... 


Clapp, Edwin, & Son 
Colonial Tanning Co. 
Comfort Products Co. 


Commonwealth Shoe & Leather Co. 
Compo Shoe Machinery Corp. .... 


Converse Rubber Co. 
Cooney-Weies Fabrics Corp. 
Corbin, B. A. & Son Co. 
Cotillion Footwear 
Crestland Leather Co. 


Dunham Brothers 


Eaton, Chas. A., Co 
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Farber Welting Co. 
Field & Flint Co 
First National Bank 
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French Shriner Shoes 
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NESLA—Its Major 
Achievements 
[CONTINUED FROM PAGE 43 | 


receive equal consideration by the Asso- 
ciation. Tariff matters have always re- 
ceived first consideration by ‘the Associa- 
tion. Thus, from the early twenties when 
a protective tariff was placed on footwear 
to 1950, when the Association success- 
fully halted heavy imports of women’s 
low-priced novelty footwear from Czecho- 
slovakia on our claims of violations of 
the Anti-Dumping Act of 1921, with such 
imports halted to this day, the Associa- 
tion has championed a constructive pro- 
tectionist policy. 

During periods of national emergency, 
the Association has in similar manner 
represented shoe manufacturers and sup- 
pliers, particularly in New England, with 
government officials of the Armed Ser- 
vices, of the regulatory agencies and 
others. 

National and state legislation affecting 


the best interests of shoe concerns has 
always been a major concern of the As- 
sociation. In similar manner, the Asso- 
ciation has always acted successfully in 
protecting its members’ interests on all 
traffic and transportation rate matters. 


ASSOCIATION’S PUBLIC 
RELATIONS PROGRAM 


The Association has in the past several 
decades conducted a very extensive pub- 
lic relations program, which has been 
personally directed by the writer. The 
two major objectives for this program 
were to combat misinformation existing 
in the shoe trade and in the public’s 
mind in the New England region, that 
the shoe industry locally was on the de- 
cline and migrating from this area. An- 
other major objective was to instill in 
the minds of everyone connected with 
the shoe and allied industries the know]- 
edge and conviction that the New En- 
gland shoe industry was still the leading 
producer in our trade. 


The program has proven successful. 
The facts about our industry are well 
recognized by all leaders in the shoe 
trade as well as by government and 
civic leaders, bankers and industrialists 
throughout the region. 

This entire program has been designed 
to reveal the true FACTS in each situa- 
tion, as it arose. In addition to the bene- 
ficial morale-building effect on our own 
members of such a continuing program, 
it has had a most gratifying and favor- 
able effect on their customers—particu- 
larly the merchandise managers and shoe 
buyers of large mail order and shoe chain 
companies, department and shoe stores. 
The objective was to make them realize 
that by buying New England-made shoes 
they receiving the best values, in 
and workmanship, for the price 
paid than from manufacturers in any 
other region 


were 
style 


which, of course, is true. 

This public relations program was en- 
a series of three factual, 
[TURN TO PAGE 118, PLEASE] 
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Boot and Shoe Recorder 
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helps keep the weight of 
the body on the outside 


decreasing foot 
P ostur e and leg muscle 


Foundation ete. 





X-RAY DIAGRAM ILLUSTRATES THE SCIENTIFIC PRINCIPLE OF “P-F" , ® 


Waly 





Get ready for extra summer business with... 


4 the feature that changed America’s 
mind about CANVAS SHOES! 





All over America kids and grown-ups alike are saying, ‘‘All out 
with ‘P-F’ for more summer fun!” Picnics, weekends, vaca- 
tions, plenty of leisure time mean more “P-F’’ business for 
you—all summer long! 


Years of advertising have pre-sold them on “‘P-F’’ Canvas 
Shoes. And this year there’s more TV than ever before plus 
nationwide advertising in LIFE magazine! 

We help sell America on “P-F’s’’ at your store, too—with 
colorful, eye-catching ‘“P-F’’ displays, streamers, counter 
cards, pennants, etc.—proven point-of-sale materials that tie 
you in with the national ads. 

Here’s your great opportunity! Be sure you cash in on the big 
summer demand for ‘‘P-Fs’’. Stock ’em, display ’em, promote 
’em and watch ’em move! 


DON’T DELAY— 


SIZE-IN WITH NOW! 


“(P-F’’* Canvas Shoes are made only by Hood Rubber Company 
and B. F. Goodrich, Watertown, Mass. 
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THE LEADER... in styie... 


in quality, for 








stepped-up profits. 
WiLow 
WEAVE 


LOOMED 
LEATHER, 


another 


Feature the new 
in-stock line of 


fashion 


quamty : shoes 


creation 
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HOWARD & FOSTER 





Manufacturers of Gentlemen's Finer Shoes Since 1888 


pre-sold for you by this 


national advertising .. . 


a leader 


in casuals 


ae by Har 


Write for our new catalog of in-stock styles. 


HOWARD & FOSTER CO., Inc. Brockton, Mass. 












Now Kunglamd 
today... and tomorrow 









In ALGUST 1939, a small group of traveling men 
and executives in the shoe industry met at a golf club 


near Boston to form a local shoe salesmen’s benevolent 
association, An initial gift of $500. from the late, great 
philanthropist, Abraham Shapiro, started a permanent 
endowment fund, 

A tremendous amount of voluntary work on the part 
of the founders and charter members was needed te 
develop the organization. A year went by and the As- 
sociation could count 210 members on the roll. 

Realizing that misfortune recognizes neither geo- 
graphical boundaries nor types of occupation, the 210 
Associates went “national” in 1945. Because of numer- 
ous requests for charitable aid from other parts of the 
country and from salesmen in the leather and allied 
field, the Charter 
broaden the scope of the philanthropic work so that 


and By-Laws were changed to 
any shoe or leather salesman or executive, whether a 
member or not, or whether he lived in Bangor or Los 
Angeles, could apply for assistance. 

We will celebrate our sixteenth birthday this coming 








New England 
im Origin 
National in 
Scope and 


Service 


KIVIE KAPLAN 


President, 210 Associates 


August and the accomplishments of 210 continue to 
grow each year. We point with pride to the fact that 
the 210 Associates is the only industry-wide charitable 
United States. To date, the As 


sociation has spent over $500,000. in financial aid. It 


organization in the 


is now spending approximately $50,000. a year on 
aiding and rehabilitating these indigent members of 
the shoe, leather and allied trades. 

We have grown to a national membership of more 
3,400 


directors in every principal shoe center throughout the 


than executives and salesmen, with regional 


country. Despite this steadily increasing enrollment, 
there are more than 15,000 eligible men who are not 
yet members of this Association. 

We appeal to every individual in the trade, who 
agrees with the basic philosophy of this type of anony 
mous philanthropic endeavor, to learn more about the 
operation of this unique organization by writing to 
Frederick Bloom, executive vice-president, at our head 


quarters-—210 Linceln Street, Boston, Mass. 
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Have you considered shoes 


Cement Lasted with IS)IC Equipment? 


al 
hd 
a 
~ 


TACK LASTED CEMENT LASTED 
FOREPART FOREPART 


es * 
4 if 


Unretouched X-Ray photo of shoes selected at ran- 
dom from tack lasted and cement lasted production. 


Why is ISMC Cement Lasting Better? 


for you Mr. Manufacturer for you Mr. Retailer 


@ Tighter Lasting, Better Feather Line. @ Lighter, More Flexible Shoes. 
@ Better and Cheaper Roughing. @ Extra Comfort, Better Fit. 


@ Faster, Simpler Operations. Less need for @ Avoid Tack Troubles 
skilled help. Avoid Dissatisfied Customers. 


@ Improved Sole Cement Bond & Bottom @ ISMC Cement Lasting helped sell more than 


Character. 100,000,000 pairs last year. 


ASK YOUR LOCAL ISMC REPRESENTATIVE ASK YOUR MANUFACTURER OR SUPPLIER 


UBURN, ME. © NEW YORK © TUNKHANNOCK,PA. © ST.LOUIS © NASHVILLE « mn 
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THE HOUSE THAT 


SKILLED NEW ENGLAND CRAFTSMANSHIP, modern streamlined facili- 
ties and aggressive planning, all contribute to make John E. Lucey 
shoes outstanding in Style — Value — and Quality. 


JOHN E. LUCEY CO., INC. )'ssacnuserts 
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Revitalized in Step with 


There’s a new spirit of growth on the march 
in America today and the Geo. E. Keith 
Company is keeping pace with this phenom- 
enal progress. Their new program of revital- 
ization is adding new lustre to the fine old 
names — Walk-Over and Keith-Highlander. 


Every phase of the Company’s operation 


from styling to shipping, is charged with 
new vigor. Revitalized lines are fired with 
new thinking and exciting new styles... 
Charred Oak Tones...Lo-Tapers...Slip-ons 
...Sealskins—all typical of Walk-Over’s 
leadership in the fashion parade. New 


promotions with selling vitality — new adver- 


Come along with us..... 
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Typical of Walk- 
Over advanced 
styling — The New 
Bermuda in ‘Tan 
Llama Calf - 

No. 4128. 


America’s New Vitality 


tising with consumer impact — new develop- 
ments in service—all part of a program of 
revitalization. 

Shoes are stocked in greater depth than 
ever to provide 24 hour service on all orders. 
Advanced methods of factory control assure 


quality in every shoe. In fact, everything has 


changed at the Geo. E. Keith Company, 
except traditional pride in craftsmanship. 

There’s big money for you in the old, 
respected shoe names — Walk-Over and 
Keith-Highlander — now on the march with 


new ideas —in step with America’s progress. 


Geo. E. Keith Company 
Brockton 63, Mass. 
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"MIRACLE-MILE" of FASHION 
... and COMFORT! 





On Fifth, Michigan or Wilshire, the man of 
fashion, who buys often and well, often buys 
Matrix... a quality shoe by a quality house . . . 
with the amazing comfort feature that 
wearers believe in, the patented pre-moulded 


innersole, “your footprint in leather.” 


“one MATRA 


YOUR FOOTPRINT IN LEATHER 


=> SHOES FOR DISCRIMINATING MEN 


MATRIX DIVISION, MILFORD SHOE COMPANY, MILFORD, MASS. 
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d “LEISUALS”’ 


pies in step with style 
- « ogead fer the Essential for modern, lace-less shoes. 


life of the shoe 


Flex-gore elastic goring gives these smart, new 
“Leisuals” by Jarman the extra comfort of snug fit and 


firm support... for the life of the shoe. 


That's because Flex-gore’s special construction and 
patented Cord Edge preserves elasticity and prevents fraying. 


Flex-gore is available in hundreds of widths and colors 


and in special constructions to meet particular needs. 


Write for samples and full information. 


MOORE FABRICS, Inc. 


Washington Street, Pawrucker, R. I. 
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Distribution of Foot Flairs is handled by 
Mutual Shoe Sales Company, from this 
tremendous in-stock warehouse at 
Maynard, Massachusetts. Acres of facil- 
ities to permit processing of over 2 
million pairs annually, 























Expansion is making possibie vastly 

. increased manufacturing space for 
Mutual Shoe Company at Marlboro, 
Massachusetts, to meet ever-mounting 
consumer demand for Foot Fiairs. 


Shoemanship 
made this expansion possible! 


16 million pairs ago a group of shoe men 
joined forces to conceive a basic new concept 
in manufacturing and merchandising. 


They called their idea Shoemanship. It became 
an all-encompassing thing —a partnership 
between independent resources, maker and re- 
tailers, teamed together to produce and sell 
fashion footwear in a manner never before 
accomplished. 


Blue chip resources — plus blue chip retailers 
— plus manufacturing Shoemanship. It all 
adds up to a 546% pairage increase in six 
short years. 


This brand of Shoemanship has been so suc- 
cessful that a new partner, Mutual Shoe Sales 
Company, has joined the team to devote itself 
exclusively to the merchandising and distribu- 
tion of Foot Flairs. 





MANAGEMENT ... Foot Flairs are a family tra- Learn how Shoemanship can go to work for 
dition, These are the men who plan the long-range you. Call for the Foot Flairs man today! ‘ 
stra and control day-to-day operations. Under 

their og ape wa a— vee oy ~ 

grown to one of the shoe world’s most reliable . 

manufacturing resources. The formation of Mutual For Shoemanship say 

Shoe Sales Company is another step forward in 

their march of progress: 

Left to right: Barnet Stein, Production Vice Presi- 

dent, Mutual Shoe Company; Isadore Stein, . 

President, Mutual Shoe Company; Martin Stein, , 





Treasurer, Mutual Shoe Sales mpany; David 
Stein, President, Mutual Shoe Sales Company. and the feeling is Mutual 


Feet Fiairs manufactured by Mutual Shoe Company, Maribore, Massachusetts 
and distributed by Mutual Shoe Sales Company, Maynerd, Massachusetts. 
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ve GROWING rac’ 


* Because dealers can count on LitTLe 
YANKEES rapid in-stock service, 
every day of the year... 

*® Because the Lirrte YANKEE line is 
beautifully balanced with day-to- 
day and dress-up styles for every 
growing foot in the family. . . 

* Because LirrLeE YANKEE SHOES con- 
sistently win honors in impartial 
consumer surveys for quality and 
durability .. . 


MORE dealers are doing MORE business 
with LirrLE YANKEES every season. 


Won't you grow along with us? 


THE YANKEE SHOEMAKERS ivision of Sam Smith Shoe Corp., Newmarket, N. H 
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the world’s fimest 


glove-tanned leathers 


John Flynn & Sons, Inc. 








coming YOUR way... 


REGULARLY! 
— 
The NATIONAL Man brings you... \ f, 
¢ Essential shoe products and supplies pro- y” 


duced by leading manufacturers. 


¢ The economies and convenience of pur- the 


chasing from a national distributor. 
¢ The specialized know-how necessary to : NATIONAL 


service each product line efficiently. 


The NATIONAL Man is backed by an experi- 


enced organization formed to provide a i 
continuing distribution service — an operation 
designed and built every step of the way to \ 
fili the needs of the shoe industry. hy 
The NATIONAL Man has one objective — to It 
serve your individual requirements more ex- CZ 


actly — more effectively. 


Offices in Boston, Harrisburg, Johnson City, 
Milwaukee and St. Louis. 


Sales Service covering the New England, 
Middle-Atlantic, Southern and Mid-West 
territories. 


NATIONAL 


SHOE PRODUCTS CORP. 


185 DEVONSHIRE ST., BOSTON 10, MASS. 








ABRASIVES + ADHESIVES + BELTING +» SHOE LACES V4 EQUIPMENT 
BOARDS & BLOCKS + BRUSHES - COVERS + KNIVES + PAPER + RACKS 
SHARPENING STONES & WHEELS +- TOOLS + WIRE NAILS & SCREWS 


THREAD . WAXES ° WIRES ° AND OTHER ESSENTIAL SUPP 








Time to order 


TYE R Soli 


for back-to-school sales 


Increase your volume during the pre-school buying days... stock both Tyer 
canvas and rubber footwear for boys and girls, for school and play. 
Every item in the Tyer all-weather line is smartly styled, durably built, priced 
right... factors that help you make two sales to each customer for every youngster. 
Turn to Tyer~it pays off handsomely. For rubber and canvas 
footwear price lists, write Dept. B. 


TY E Rika Cngany 


ANDOVER, MASSACHUSETTS, 


A 


/ 
BRANCH, 169 DUANE ST. HY. 


SALES OFFICE, 305 W. MONROE ST, CHICAGO 6 


4. L. LOFTUS, 620 5. MANHATTAN 5T., LOS ANGELES 
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we are proud to make 


‘[roylings 


by LOWN SHOES, INC. 


Auburn, Maine 


ee . 
ao \ Qe. 


by OLD TOWN SHOE COMPANY 


OLD TOWN, MAINE 


by PENOBSCOT SHOR COMPANY 


OLD TOWN, MAINI 


in historic new england 





New England Today and Tomorrow 








hat vamp lining is 
wrinkle-free, 


wears twice as long, and 
costs no more’? 


criste x 


Whether you make shoes or sell them, 

your profits depend on the satisfied customer. 
Bring him back again and again for 

shoes lined with Pepperell Cristex*— 

the smooth, wrinkle-free lining that 
breathes and outwears ordinary 


linings 2 to 1! Specify Cristex! 


P. S, Cristex is also produced in Pepperell’s 
Supertex finish for those who want 
linings that resist deterioration from 


or caused by bacteria and mildew. 


*Patented Process 


PEPPERELL MANUFACTURING COMPANY 
MAIN OFFICE: 160 State Street, Boston 2, Mass. 


® Shoe Fabric 
Soles Division 
Offices 


915 Olive Street, Room 1360, St. Lovis 1, Missouri * 1225 North Water St., Milwaukee 2, Wisconsin 
920 Federal Reserve Bank Building, 4th and Race Streets, Cincinnati 2, Ohio * 1528 Gillingham Street, Philadelphia 24, Pa. 
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a MORE "REPEAT SALES” OFFER YOUR CUSTOMERS 


SO MUCH EAS/ER TO SELL be- © 
cause only Buntees give you these 
two selling features: 


NIVTOP ALL-LEATHER SOLE 
that "flexes naturally with the foot" 
—so pliable you can roll it easily 
between thumb and forefinger. 


NEW HAND-LASTED MOCCASIN CONSTRUCTION* 
which provides more "grow room" right down to the end 
of the shoe — lessens danger of chafing or rubbing. 


RECOMMENDED BY MANY LEADING DOCTORS 
and preferred by modern mothers, Buntees Hand-Lasted 
Moccasins provide a steady, profitable business and repeat 
sales for you. Order TODAY! 


Write for the new 


catalog showing the 
complete line of Cradlers 
Walkers and Toddlers 


IN-STOCK 


R. J. POTVIN SHOE COMPANY 


BROCKTON MAS$. 


TOD-L-MOC Boot 
5050 White 
40 68 
210 6C,D,&€E 
3 to 6 EE 
5030 Red 
5067 Brown & 


Smoke 
3tc6C,D4&E 


TOD-L-MOC 
STRIDER SANDAL 
3030 Red 
3050 White 
3060 Brown 
3to6 642108 B,C,D&E 


TOD-L-MOC Oxfore 
4030 Red 


4050 White 
4065 Brown & 


White 
642 to 8 B,C, D&E 





TUFSTA 


recognized for its high quality 
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Respro has pioneered in the development of 
superior vinyl-coated materials. In so doing it 
has set new high verformance and service 
standards for leather-substitute vinyl-coated 
materials. Tufsta, for example, has been 
standard of quality for 34 years. Often imitated. 
Tufsta has never been excelled. It is still the 
finest reinforcing material your money can buy 

and far superior to paper imitations. Tufsta 
supplies extra strength where a pattern is weak. 
It helps prevent stretching and breaking when 
“pulling over” and in other operations where 
strains occur. 





R E S P RO [ D’ Vinyl-Coated Linings 


they’re available in a wide variety of rich- 
looking colors and stylish print patterns. For 
vamp and quarter linings... for heel pad and 
socklining material, ask for Resproid Vinyl 
Linings. Samples available on request. 


Cost-saving Resproid Vinyl Linings add extra 
value to your shoes. They help you manufae- 
ture a more salable, longer wearing shoe. 
Resproid Vinyls are extremely elastic and 
flexible, yet tough and wear-resistant. And 


Kite « 


530 Wellington Ave., Cranston 10, R. |. 


MAKERS OF A COMPLETE LINE OF VAMP, QUARTER AND SOCK LININGS . . . AND REINFORCING MATERIALS 
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with pride, 
™y we made New England 
a part of our name 


... and brought tt to the 
Nation, and the World on. 


. . with retailers backing Sandler of Boston for a total 


of more than 2,000,000 lines of advertising last year; 
the equivalent of better than 1,000 full newspaper pages. VER 
 \we ; 


. . with Sandler of Boston’s own intensive advertising 


. . with manufacturers licensed to produce under the 


program in the national fashion magazines. 


ap & i 


Sandler of Boston name in Canada, Australia, 
Israel, France and Great Britain. 6 A N 1) ER 


OF BOSTON 
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THIS IS were SEBAGO-MOCS, FASTEST 


GROWINGAINE IN THE COUNTRY, ARE MADE 









Z @ SEBAGD- moc C0, 
















MEN'S, WOMEN'S 
BOYS' and GIRLS’ 
MOCCASINS 






1O-MOC CO. 


é WESHOd | Jeeeed 


POUL OS COL 























In these two modern factories, under pleasant working conditions, 


Sebago-Mocs are made by skilled Maine craftsmen proud of their 





workmanship. Only the finest leathers and other materials are 






used. Result: Top value for your customers which means bigger 


profits for you. If you would like to get complete details on 






Sebago-Mocs, the fastest growing line in the country today, write 






for our latest catalog. You'll be glad you did. 











A SEBAGO-MOC Exclusive 


Only Sebago-Moc offers you an 
exclusive patented welt construction 






without innersole; hand-sewn, 
hand-lasted with flexible leather sol 
steel shank, foam rubber filler. In 
plump, mellow-rich brown, luxurious 
black. Style 700 and 770 men’s 
Also available, women’s and boys’ 













SEBAGO-MOC COMPANY wesrsnoox. maine 


Made in Canada by CANADA WEST SHOE MANUFACTURING COMPANY, Winnipeg, Manitoba 











413 THE COLONIAL in 

black smooth calf. Fash- 

ionable gun metal buckle 

adds continental dash to 

the authentic American 
streamlined silhouette 

414 — At right, 

Companion in 

luxunous golden 

wheat calf with 

leather tassels. 


314 — Stacy Lo-Ties in 
charcoal brown calf, Cus- 
tom finished, Slim, trim 
styling in moccasin front 


dress casual with hand- 

we some, cCasy-going comfort. 
315 ( ompanion in 
black imported 


‘ . smooth calf, 
ia 


417 — THE COLONIAL in 
charcoal grey suede, pin- 
wint perforate d vamp, and 
Pia k calf. Dark good looxs 
combine with cool comfort 
in this distinctive 

summer shoe, 

416 — Companion in 

‘ hare val brow n 

suede and 

brown calf, 


54 SALES-PROVEN STYLES 






IN-STOCK FOR IMMEDIATE DELIVERY 
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by 
STacy-ADAMS 


We could talk about the smart styling... the 
luxurious leathers... the meticulous craftsmanship. 
They're the obvious Stacy-Adams qualities . . . but 
comfort is the keynote here. For these low toplines 
really hug the foot with an everlastingly perfect fit. 
Your Stacy-Adams customers will never be troubled 


with uncomfortable slipping and gapping. Each 


pair is pre-formed on our exclusive Conrour LAstT 


to exact heel and ankle contour fit. Comfort 1s the 
inherent, all-important quality that makes Stacy- 


Adams customers your lifetime friends. 


RETAIL ABOUT $22.50 TO $26.50 


MADE IN NEW ENGLAND 
FOR 80 YEARS 


Brockton 62, Mass. 


WRITE FOR FREE CATALOG 


PASEO NS NAN aE 


Bi a tree 








=\\.\" 


i tt DE Se ee Ot er BO 


New England Today and Tomorrow 
om c ¢ 


AT PLAY OR AT EASE 
.. IT’S COOL AS A BREEZE 


New, lightweight, and ultra smart is this 
fine interpretation of an Italian casual. It 
is made from non-elastic Swiss Straw, knit 
by Thomas Taylor & Sons. This novel fabric 
is available both in non-elastic and match- 
ing elasticized form. Combined, it makes 
possible an endless variety of smart styles, 
plus supreme comfort and perfect fit. Knit 
Swiss Straw is available in a wide range of 


wanted colors for men’s and women’s shoes. 


CORP. 1955 THOMAS TAYLOR & SONS 


SPECIALISTS SINCE 1864 IN THE ART OF WEAVING HIGH-GRADE 


Italian-type Casual 
in Knit Swiss Straw, 
manufactured by 
The /Aond! Mfg. Co., Inc. 
Oshkosh, Wisconsin, 
Widths B and D in 
Natural, Green, Black 
and Charcoal Gray Straw 


on Jaayloe SONS 


HUDSON 
MASSACHUSETTS 


ELASTIC SHOE GORING EXCLUSIVELY 
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MEWEST THING 
UNDER THE SUNDIAL 


FAMOUS FAMILY COUNCILS HELP YOU SELL SHOES — 
HELP CUSTOMERS SELECT THEM 


On the page opposite you see the big- 
gest shoe news of 1955, 

It’s Sundial’s Family Council Plan. It 
brings customers to your store on the 
style recommendation of leading Holly- 
wood authorities. It helps customers pre- 
select the kind of shoes they want. It 
sends them away satisfied and prepared 
to come back. 

The advertisement on the page opposite 
is only one of a series that will appear in 
the Sunday magazine supplements of lead- 
ing newspapers. These are retail ads, de- 


signed to sell shoes directly for you. But in 
addition, Sundiai dealers get a tie-in. .. 


COMPLETE PROMOTION KIT 


Your own newspaper mats — individually 


designed for men’s, women’s and chil- 


dren’s shoes 

Your own radio commercials 
Your own tie-in window pieces 
Your own direct mail pieces 


Your own shoe tags 


Now Sundial is giving the dealer something bigger than 


any of his competitors enjoy 


PLUS a brand new shoe- 


selling idea. Write for more details. 


SUNDIAL SHOE COMPANY 


DIVISION OF INTERNATIONAL SHOE COMPANY 


MANCHESTER, N. H. 
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ee FAMILY COUNCIL PICKS FALL SHOES 
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PAT O'BRIEN and O'Brien Family Council meet with the Sundial Man to select fall styles for each family member 
The individual chooses . . . Family Council passes on the choice. 





ALL PAT O'BRIEN FAMILY 


GOT NEW SHOES 
.. LIKE THESE 


“Wee great believers in the 
Family Council Plan,” 
says Pat O'Brien. 

Shoes are a personal affair. 

Shoes are a family affair, too 
— because shoe purchases can 
eat into the family budget. 

So your Sundial Man, each 
season, asks famous families 
like the Pat O' Brien’s to make 
their choices and pass the in- 
formation on to you. This is it! 

And, shoes so selected get 
the Family Council Seal of Ap- 
proval. Look for this seal. 





Family Council Sundial Shoe Selection Chart 
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PAT riCKS MES. O'RRIEN PICKS remay Picks Se1GIO HICKS 
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SUNTIAL SHOR COMPANY DIVISION OF INTERRATION SL SHOR COMPANY sANC HOSTED ' WAMPomt 











As it will appear in leading Sunday papers in your area 
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“APTITUDES” Classic simplicity of the 
moccasin, styled in the clean lines of 
tomorrow. Softest glove leather and famous 
Miracle Shank process. Fitted perfectly, 
with a Pyramid Shankless Wilner Wedge. 


The buckskin moccasin — invented by the American 
Indian — was the first original shoe ever created on this 
continent. Pliant, durable, and silent on the trail, it was the 
finest cover ever devised for the hunter's foot. 


Like the hunting dogs of old, moccasins have evolved a 
long way since their days in the forest. Machines have taken 
over laborious hand work. Modern lasts, cushioned platforms 
and fine soles have replaced the old bag-with-a-drawstring 


: ony, 

rt sé : ‘ , 

vy" OW we ges ma e construction. Modern leathers have given it new softness, 
Ce ; 


durability, and comfort. 
. 


“7 fashion in But the moccasin would still be “just a moccasin” if a 
> a. few alert designers hadn't fitted it with a wedge heel — teamed 
- 7 , 6 the classic simplicity and comfort of the moccasin with the 
e moccasins” graceful support of the wedge — brought a timeless American 
; d classic back to rightful popularity. 
4 


1, , 3 4 The result . . . a whole new group of stars in the fashion 
xt" sky! Beautiful, graceful walking shoes with unmatchable com- 
fort, and a way of dressing up a girl's whole personality! 


And sales to match. 


World's Largest Manufacturer of Wedge Heels theeer 


wooo Products co. 








NORWAY. MAINE * NORWAY 480 ° sr. Louis OFFICE : 410 NORTH FOURTH STREET - CHESTNUT 1-0927 
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C-D-E-EEE C-D-E 
5908—WHITE NUBUCK 5925—-BROWN WOVEN 5907—BLACK G& WHITE 
Red Rubber Sole & Heel 5929—-BLACK WOVEN Black Aircushion Sole G& Heel 
C-D-E With Leather Sole 


e Missing the Boat: 


ried these 







| 
You f | 
if you havent | 


roven styles by 


















ro RETAIL AT 


$7.95 to ¢8,.95 








IN-STOCK 


These seven and forty more 





are the Best Sellers from Hartford 
to Honolulu and Miami to Seattle. 
SIZES C6 to 13 


D-E-EEE 5 to 13 
ALL ORDERS SUBJECT TO APPROVAL 





5800— BLACK 
5900— BROWN 
With Leather Sole 


5622—-BROWN 5909—SMOKED ELK 
With Neolite Sole Unlined Casual Brown 












C-D-E-EEE Aircushion Sole and Heel 
C-D-E 


5910—MELLOW TAN 
Unlined Casual Red 
Aircushion Sole and Heel 
C-D-E 


Ww 


Since 1863, for four generations, we 






have made the styles most men wear 
most of the time, and always at 


reasonable prices. 

Some styles in A to EEE 5540—BLACK GRAIN CASUAL 

Some in sizes 3 to 13 5545—-BROWN GRAIN CASUAL 
C-D-E 


Wade by the WINCHELL SHOE MFG. CO., NATICK, MASS. 
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5 Completely insulated to 

“ ankle line. Armortred crepe 
wedge sole and heel. 

Stormwelt, rawhide laces. 


i a . Us r. 
GOLDEN RETRIEVERS 


Handsome lightweight moc with 
Armortred crepe wedge sole 
and heel, unlined Rainier 
uppers, stormwelt. 





TIMBERDOODLES 
Light, flexible unlined moc with 


ALL STYLES AVAILABLE 
IN 6, 8, 10-INCH TOPS 


stormwelt, rawhide laces. Ground- 
gripping lugs on King B sole and 
heel for sure-footed walking. 






WORCESTE 








ROYAL WORCESTERS 


Fully insulated, made of leather. 
Stormwelt. Armortred soles 
and heels — you can't 
wear ‘em out! 


PP ca 


Boots for every customer 
for every sport! 


From the makers of the famous 


ROYAL WORCESTER 


Insulated Leather Sport Boots! 


See these three handsome newcomers to 
the “Royal” family of outdoor footwear! 
Styled the way your customers like them, 
built for rugged good looks, for comfort, 
for more pleasure outdoors. 

Now you can give your customers just the 
boot they want — fully insulated, foot 
insulated, or their choice of two handsome, 
lightweight unlined styles — all priced to give 
you volume with a good long profit margin! 

The big selling season's just ahead. Order 
from your Jobber now — write us today for 


price list, free sales aids. 


FULLY PATENTED 
NATIONALLY ADVERTISED 











74 HAMMOND STREET 
WORCESTER @ MASS. 








SHOE COMPANY 


WHOLESALE ONLY 














NESLA—A Service 
Organization 
[CONTINUED FROM PAGE 42} 


promoting New England’s dominant po- 
sition in the trade and in actively assist- 
ing its shoe members in better merchan- 
dising their products and increasing their 
volume of business. 

From the early twenties to World War 
II it promoted successfully the famous 
Boston Shoe Fairs, which became na- 
tional in scope. These shows were suc- 
ceeded in 1948 by the Popular Price Shoe 
Show of America, sponsored jointly with 
the National Association of Shoe Chain 
Stores. These shows are held in New 
York twice a year, at the outset of the 
Spring and Fall seasons. Wholesaler- 
volume shows are also conducted by our 
Association in Boston semi-annually. 


NEW ENGLAND LEADS SHOE 
INDUSTRY IN PRODUCTION 


The Association’s members account for 
fully 95 per cent of all shoes produced in 
New England. The New England shoe 
manufacturers, in turn, accounted for 40 
per cent of total United States shoe out- 
put during the first quarter of this year. 
This ratio is the highest since 1921 and 
has been rising steadily during the past 
few years. 

In 1954, this ratio represented 37 per 
cent of the nation’s production of 524 
million pairs. New England’s produc- 
tion of 194,239,000 pairs last year was 
the highest for any year to date. 

1955 should prove a record-breaking 
year for the shoe industry. Estimates of 
output for the full year range from 535 
to 550 million pairs, or an increase of 
2 to 5 per cent above last year. New 
England’s share of this record-breaking 
production is expected to total over 200 
million pairs, which would be equal to 
38 per cent of the national total. 

New England produces approximately 
50 per cent of all women’s shoes, 38 per 
cent of all men’s shoes and 58 per cent 
of athletic shoes. Our region’s share of 
other shoe types ranges from 15 to 25 
per cent. 


SUMMARY 


In conclusion, the New England shoe 
industry, the oldest and still the leading 
shoe manufacturing area in the nation, 
is expected to produce over 200 million 
pairs of shoes in 1955 and should main- 
tain its commanding position with a ra- 
tio of 38 per cent of national output. 

Our Association takes justifiable pride 
in this remarkable achievement. Con- 
trary to the mistaken belief of many 
people in New England as well as in the 
shoe trade, the New England shoe in- 


dustry today is a dynamic, expanding 
trade which has always pioneered new 
developments and will continue to do 
so in the future.* These truths the As- 
sociation has constantly preached in all 
its publicity, its advertisements in trade 
journals, in its continuing public rela- 
lions programs. 

The success of these activities is re- 
flected in this great New England sec- 
tion. To the management of the Boot 
AND SHOE RECORDER we express the sin- 
cere thanks of all members of our trade 
and Association for spreading this story 





ONLY 


BRINGS YOU 
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performing miracles 


117 





throughout our industry, the United 


States and the World. 


* New England always has and con- 
tinues to lead the nation in shoe output. 
The Association will continue to promote 
New England's leadership in the shoe in 
dustry. This will include a dynamic, con- 
tinuing public relations program, neces- 
sary research activities and full member 
ship cooperation with the objective of 
maintaining each individual company’s 
competitive position in the trade. 


COONEY-WEISS 


for the shoe manufacturer 


FABRIC CORPORATION 


15 BEACH ST., BOST* 



























BP B. 


NESLA—lIts Major 
Achievements 


[CONTINUED FROM PAGE 88] 


authoritative and impartial studies on 
the New England shoe industry which 
have been prepared by the Federal Re- 
serve Bank of Boston for the Association. 
The conclusions drawn have proven in- 
valuable in proving New England's dy- 
namic leadership would continue in the 
future. 

The Association has had a continuing 





for your needs. 


would a saving of 


A or D cents a pair 


interest you? 


Try 


vinyl bias binding 





it saves for others... WHY NOT YOU? 


Universally accepted in all grades of shoes, men’s, wo- 
men’s and children’s B P B has proven that it extends 
the application of vinyl bias binding far beyond the 
possibilities with so-called similar materials. Plus- 
Bonded for strength and greater adaptability B P B is 
far and away more economical than leather for use in 
today’s vari-styled vamp treatments. End all your wor- 
ries about binding problems and save money, too, with 


See it used on the smartest lines at the P.P.S.S.A. Show. 


P.S. If you are manufacturing Vulcanized 
shoes you'll find our LPB is made specifically 


Ask us about LPB, too. 


stay company 


B PB tHe stRONGEST BINDING ON THE MARKET 


program of sponsoring full-page adver- 
tisements in the trade press. It is inter- 
esting to note that its series of advertise- 
ments in 1954 received the Medal Award 
of the Art Directors Club of Boston. 
This is the first prize in the trade or 
the largest 
contest which 


category, 
group included in this 
covered advertisements from companies 
throughout New England. 

Annual banquets and frequent mem- 
bership meetings, plus the operations of 
the Popular Price Shoe Shows in New 


business paper 





York and the Boston Market Weeks, all 
contribute to the Association’s plan for 
close member cooperation with the Asso- 
ciation. 

The the 
this Association program is in the ratio 
of shoes produced in New England com- 
pared to the rest of the country, as re- 
ported in official U. S. Bureau of the 
During the past 30 years New 
approximately 


best measure of success of 


Census. 
England 
one-third of the nation’s production of 
footwear. Just after World War II, in 
1946, New England produced 35.3 pet 
cent and then, as a result of a decline 
in the public’s demand for footwear, the 
area's ratio declined to 30.1 per cent 
in 1947 and 29.6 per cent in 1948—an 
all-time low. The following years showed 
follows: 1949 

33.4 cent; 
per 1952 


34.8 per cent. 


accounted for 


moderate 
32.4 
195] 
cent; 


recovery, as 
1950 


cent: 


cent; per 


34.0 


per 
33.1 
1953 

Last year, the New England states ac- 
counted 37.1 
the highest ratio since 1921 
first quarter of 1955 (the 
available) the ratio is 40 per cent. 

It is our belief that this program of 
public relations has contributed mate- 
rially to New England’s improving posi- 
tion in the shoe industry. We have not 
been a declining industry in the area 
rather we have been dynamic, progressive 
retain 


per 


for per cent of output 
and for the 


latest data 


and successful in our efforts to 
and increase New England’s share of 
the nation’s total shoe production—to the 
direct benefit of all our members and 


to the New England economy, as well. 


FUTURE ASSOCIATION PLANS 

Future Association plans include the 
continuation of expanded program of 
services on an individual com- 
pany Such aid as more efficient 
plant and management operations; more 
modern shoe machinery; improved fore- 


member 
basis. 


men supervision; latest cost accounting 
techniques and electronic office equip- 
ment; more competitive labor costs and 
improved productivity: all will be fur- 
nished to the maximum degree possible. 

Recent activities of the Association, in 
cooperation with the National Shoe Man- 
ufacturers Association, in developing a 
plan with the United She Machinery 
Corporation in accordance with a Court 
decree, have resulted in substantial im- 
mediate benefits to all 
Continued activity is planned in assisting 
to remain com- 


shoe members. 
the small manufacturer 
petitive as to his total machinery rental 
and service costs. 

New England leads the shoe industry 
in promotion, employment and new de- 
velopments. This has always been true 
in the past. We know it will continue to 
be true in the future. 








ere is style without exaggeration — presenting the new, gentlemanly look of 

refinement. It goes right along with the narrower, less obtrusive lapel, the smaller 

hat brim, the tapered trouser and the absence of pleats . . . all neatly matched 
in Stetson’s Ivy T1ES with their close trimmed soles, “‘natural’’ heels, lower lines, 
two eyelets and one piece wing tip. No shoe could be more correct, more handsomely 
suitable for active selling this fall. 

In-Srock in four favored shades . . . priced to retail at about $24.95 

Cordovan, $25.95, slightly higher Denver, West. ‘THe Srevson SHor CoMPANY, INC. 
Main Office: South Weymouth 90, Mass. *® %& New York Office: 475 Fifth Avenue 


STETSON’S 
* e 


I ivy tics’ 


NEAT AND NATURAL 












#1527 GENUINE SHELL CORDOVAN 


#1525 CHARCOAL BROWN 
SMOOTH CALFSKIN 


169° lA t 
#1522 BLACK 





INDED ON 


FOL 
~ New ENGIAND 
INITIATIVE 
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CONTINUING RESEARCH 


The largest concentration of shoe 
machinery know-how in the world 
is combined in United research lab- 
oratories with the latest techniques 
that hundreds of scientifically 
trained men are uncovering in the 
mechanical, electronic, hydraulic, 
and chemical fields. These are the 
elements that establish new hori- 
zons, 


NEW MACHINES 


Using a new concept in adhesives 

cement in coil form the GA 
Thermo Cementing and Folding 
Machine Model B, performs two 
functions for greater productive effi- 
ciency. This combination of chemi- 
cal and mechanical development is 
an example of how United reaches 
new horizons, 


PARTS SYSTEM 


The GAH Parts System helps more 
than 1100 shoe factories the country 
over to keep every model of United 
machine in production. Over 100,000 
different machine parts are manu- 
factured and stocked for rapid dis 
tribution through United’s Boston 
warehouse and branch offices. This 
system is just one tangible evidence 
of the thoroughness of United's 
service to the shoe industry. 
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HOLDS THAT INITIATIVE TO THIS DAY! 


The advancement of shoemaking through more efficient machinery, better service and 
improved supplies — this is the basic aim of United today just as it was 56 years ago 
when the corporation was founded. Better shoes, better shoe values — these 
too are tangible gains for the American public. 

Ever-increasing research efforts and continual improvements in production 
techniques have kept United ahead in the drive for advancement. Over the past 
half century more than 750 different United machines have been made available to 
the shoe and allied industries. The last eight-year period has seen the 
introduction of more than 50 of these new machines. 

In the years to come, United initiative will continue to meet the responsibility of 
leadership. And United’s people can be counted on to carry to greater fulfillment the 
objective originally established by the founders of the corporation. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


UNC 





IVY LEAGUE ARISTOCRACY That lean, restrained, patrician look born 
and nurtured in New England colleges has broken out of the ivy curtain and all the clothing world’s the 
smarter for it! Dedicated to the proposition that a man should look and feel natural, such attire is handsomely 
complemented by these Taylor-Made shoes in high fashion jet black. This is only logical, for they are made 
in the New England tradition . . . imbued with custom character and good breeding . . . unexcelled in flexi- 
bility and fit. If their cost is pleasantly modest, credit Taylor’s canny Down-East shoemakers who have 
iearned to build superb quality into footwear of temperate price. Most styles, $14.95 to $20.95. 


At your local Taylor merchant or write E. E, TAYLOR CORP., DEPT. NL, Freeport, Maine 


LEFT: Style 7183. New dlucher brogue in bieck mellow grain. TOP RIGHT; Style 5133. Tassel classic in black soft grain crushed calfskin. BOTTOM RIGHT: Style 7143. Genuine black shell cordovan. 


One of a series of advertisements to appear in national publications this fall 








New England—The 
Historical Background 
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by their brand, by their style, by their 
quality and workmanship. And, in its 
flourishing, New England profited. For- 
tunes were made and the strength of the 
sinews of New England shoe manufac- 
turers went back deep into the native soil 
of Massachusetts, Maine and New Hamp- 
shire, invested in their own and sister 
industries and financing many great 
banking institutions. 

The late nineteenth and early twen- 
tieth centuries brought New England un- 
disputed recognition as the greatest shoe 
producing center that the world has ever 
SCCM... 

AND THE MOMENTUM DEVEL- 
OPED BY THIS PHENOMENAL 
TURN-OF-THE-CENTURY ACCELER- 
ATION HAS YET TO BE OVER- 
TAKEN. 

It was inevitable that other sections of 
the country should develop tanning and 
shoe production facilities of their own, 
and their progress was wide and rapid. 

It was certain that other areas would 
find weaknesses in the New England 
pattern of production and distribution 
and would develop specialty items and 
techniques to fill the gaps left open by 
Me gts 
Perhaps the most homogeneous of all 
these groups, New England can point to 
the fact that she has been an inspiration 
for these various sections and has helped 
provide the shoemakers, the skills and 
the “know-how” for much of their devel- 
opment. Through it all New England’s 
wave which while it 
1920's, continues 


of acceleration, 
crested in the early 
strong! 

The New England shoe and leather in- 
dustry is distinguished by 
markable virtues which are today as 
strong and as easily recognized as they 
were four or five generations ago. New 
England shoes are well known and re- 
spected in every town and city in Amer- 
ica and many brands command a pre- 
mium at retail because they are stamped 
or known to be made in New England. 
New England was the first stronghold of 
branded merchandise and continues to 
label its products confidently and vigor- 
ously. 

While the New England industry ser- 
vices large chains and mail order houses 
in most substantial volume, this produc- 
tion continues to be but part of the over- 
all New England activity. These volume 
producers are numerous and their com- 
bined production is large but individually 
most of them are comparatively small 
operations. 

And even among these so-called “vol- 
ume” producers there is increased inter- 


certain re- 


est in the importance of a brand name. 


In the past several years a growing per- 
centage of those previously engaged in 
making exclusively for mail order houses 
and chains, have turned their attention 
in whole or in part to nationally adver- 
tised brands. 

The influence of New England in the 
national picture continues to be strong 
and vigorous, not only because of the 
large percentage of the over-all produc- 
tion that New England enjoys, but be- 
cause of the quality of its product and the 
diversification of the types of shoes it 
produces. Its influence is important too, 
because it is the experimental labora- 


New England Today and Tomorrow scdpinaatiea a 


tory for many of the new processes and 
new materials which annua!ly arrive on 
the shoemaking scene and which make 
for an expanding industry. 

Significant for the future, too, is the 
great number of smaller manufacturers 
in the area, the wide diversification in 
the types and price ranges of the shoes 
make and the fact that they 
centrate on the making of shoes, rather 


they con- 
than distributing them at the retail level. 
The incidence of mergers of one manu- 
facturer with others in New England and 
elsewhere in the United States, thus far, 
remains comparatively low, 


| Send This Coupon for the Latest Catalog 
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SLIPPER'S 


GOLDEN PROFIT LINE 


MEN'S + WOMEN'S 
CHILDREN'S 
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Golden Prof 


it Line 


Here's your chance to “make a 
strike” without going to the Yukon! 
Find out how this volume line of 
soft sole slippers is designed to 
help you “mint” fat profits. 
Comfit Slippers are smartly styled, 
well made and priced right. And 
they're so easy to sell! Examine 
them, and you will discover 
features found only in the 
most expensive slippers 


It will pay you to get the facts on 
this fast-selling line 


One of 57 
Slipper's “Golden 
Children's and Misses’ 
Gore, Style 353. Soft 
sole, padded heel. Plaid lining. 
Sizes 6-3. Colors: Red and Ad- 
miral Blue. 


nuggets in Comfit 
Profit’ Line 
Elk Side 


chrome 


COMFORT PRODUCTS CO. 


12 EAST 


WORCESTER STREET, WORCESTER 8. MASSACHUSETTS 
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For seven decades, Dunham Brothers 
Company has shared in New England's 


progress. We look forward to our 


future - 


optimism and confidence. 


DUNHAM BROTHERS COMPANY 


distributor of footwear since 1885 


BRATTLEBORO, VERMONT 


and New England's - 


- with 








New England’s Supremacy 
In Shoes 
[CONTINUED FROM PAGE 45] 


ferred their operations to that state, In 
the first quarter of this year Massachu- 
setts continued to lead the nation with 
a gain of about 25 per cent over the 
1954 period. New Hampshire and Maine 
also showed substantial increases. 
Practically every type of shoe sold on 
the American market is produced in 
New England and the range of grades 
and price brackets extends from the 


popular price category to the top quality 
grades. Since 1950 firms concentrating 
on low and medium-priced women’s shoes 
are reported to have shared more sub- 
stantially in the region’s output, while 
aggregate output of some of the higher 
priced women’s shoe firms is said to have 
declined. 

Among men’s shoe manufacturers, the 
reverse has been true. Output of firms 
producing principally high-priced shoes 
has shown an increase, while production 
by the lower priced group has de- 
creased. Practically all classes of foot- 


eter hart intel Serre were 





wear are now on the upgrade so far as 
New England production is concerned. 
The fact that many firms making lower 
and medium price women’s shoes find 
their prinicpal market in the chain store 
and other volume sectors of the trade 
has undoubtedly been an important 
stimulating influence in production of 
these classes of footwear. The chain store 
market and that of other volume outlets 
has been steadily increasing. 

In 1950 the United States government, 
through the President’s Council of Eco- 
nomic Advisers and a special committee 
of university economists and business ex- 
perts made a broad study of the indus- 
trial situation of New England. A chap- 
ter of the report that was submitted to 
President Truman following this study 
was devoted to the New England shoe 
manufacturing industry. The New En- 
gland Shoe and Leather Association 
again participated in the gathering and 
interpretation of facts and figures for 
this report. 

The committee discussed various prob- 
lems confronting the shoe industry in 
New England and, among other con- 
clusions, expressed the opinion that the 
shoe manufacturers of this area had 
missed an opportunity in not expanding 
to a greater degree the production of 
juvenile shoes. Higher birthrate follow- 
ing the war had increased the demand for 
junior footwear. 

New England does produce a very sub- 
stantial volume of infants’, children’s, 
boys’ and girls’ footwear. But its in- 
crease in these categories has not kept 
pace with the growth of the juvenile shoe 
business in some other shoe centers. That 
growth has, of course, reflected the in- 
creased juvenile population. As a result, 
children’s footwear has become one of 
the brightest spots in the entire shoe pic- 
ture when viewed from a national stand- 
point. The increased style consciousness 
that has developed throughout the field 
of juvenile apparel has also given a big 
stimulus to children’s shoes in all age 
groups. And the fact that increased con- 
sumer purchasing power has enabled 
parents to provide their children with 
these attractive new styles, thereby in- 
creasing per capita consumption, has 
also contributed much to the prevailing 
prosperity of the children’s shoe trade. 

New England's juvenile shoe industry 
covers all age groups in boys’ and girls’ 
footwear and every price grade. A num- 
ber of the finest and most famous brands 
from the standpoint of quality are pro- 
duced here, also a substantial output in 
the volume price ranges. Since the pub- 
lication of the government committee’s 
report referred to in foregoing para- 
graphs there has been a considerable in- 
crease in juvenile shoe production in 

[TURN TO PAGE 128, PLEASE] 
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Farberized Welting... 
makes Better Shoes 


Better shoes because Farberized Welting: 
@ Is pliable . . . readily molds to the shoe 

@ Retains its shape and temper for the life of the shoe 
@ Lies flat . . . resists shrinking, twisting, curling 






BEADWELT 





STITCHED 












Better Welting because Farberizing: 


@ Combines special materials with the natural pro- 
tein of the leather 


@ Replaces water solubie tannins with stable fats 
and oils : 


@ Adds 75% more vitalizing fats and oils 
Prompt Delivery 
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160 FREMONT STREET, WORCESTER, MASS, 
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How New England Shoes Are Distributed 
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wholesaler was at least 40 per cent of the distribution 





they had enjoyed up to that time. They remained stronger 






where they are today, namely, as distributors of medium 






priced footwear. 






Most parts of the shoe industry settled down to a 





fairly stable existence and it wasn’t until the depression 






years that the wholesaler faced his next great change. 





Those were difficult years for the wholesalers. 
The period following World War II might be called the 
next turning point for the wholesaler but the change was 








more gradual and did not have the shocking financial 






losses that were due to the two earlier depressions. Manu- 






facturers who had made shoes exclusively for wholesalers 
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and jobbers and others or for large volume buying groups ; 
began to seek new outlets for their shoes. One of the more 
‘ ov less exclusive fields of service that was the backbone of White Elk Upper, Top- 
. P 
wholesaling was usurped by the manufacturer who further grade Construction, Long-wearing 
" . Composition Soles 
developed the in-stock department and sought the retailer *Double Pull Straps 
directly. — IN STOCK — 







Competing as he is with the manufacturer, the whole- 


saler today must offer something more than the manufac- NEW LOWER 
turer in seeking the retailer’s dollar. PRICES 


The future that wholesalers have to look forward to 


































appears more secure than it has at any time in the recent sees cee A 9 e 

past. The strong firms will progress because they go out i 6323 gee Sines) 

to seek new outlets for their shoes. They are no longer t 

order takers in any sense of the word. They are engaged £ ' err oY eA 
in a dynamic, realistic search for new markets, adoption of BERNED SHOE CO. ORDER 








more sound fiscal policies, and the building of a closer 207 ESSEX ST.. BOSTON. MASS Ne Sorvige 
: arge On 


relationship with their accounts, Manufacturers — Distributes Small Orders 
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WORTH MY 
WEIGHT 
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MRS. DAY'S 


Smart buyers make their department Head- 
quarters for Mrs. Day’s Ideal Baby Shoes because, 
today, mothers are conscious of the importance 
of buying the RIGHT footwear for their babies. 
Their modest prices are especially pleasing for 
such high quality in expert workmanship, the 
result of over a halfa century of baby shoe making, 
exclusively. Buyers KNOW that mothers realize 
that they can trust Ideals and therefore they carry 
full stocks in sizes, styles and widths for volume 


baby shoe sales. 


Sell a jar of BEAU PEEP cleaner, too. It is the 


safe cleaner for baby’s shoes. and keeps them 


Style No. 48 


Lined ankle strap crib shoe 
made of soft hid in white, pink, 
blue, mint or maize with pan 
dot perloration, Sizes 0-2 


clean longer. 


Style No, 185 
White Washable Kid Soft Sole 


Laced Boot, Perforated Design | 


on Moccasin Toe 
Medium and Wide. Sizes 0-3 


MRS. vars Ydeal BABY SHOE CO., INC. 


DANVERS, MASSACHUSETTS 


71 WEST 35TH STREET 
NEW YORK 1, WN. Y. 


New England’s 


Supremacy in Shoes 
[ConTiINnuUED FROM PAGE 124] 


But there is room for further 
expansion in this juvenile category, and 
there are present indications that New 
England manufacturers are alert to their 
opportunity in this field. The next few 
years should witness a substantial in- 
crease, 

One of the most important develop- 
ments in the shoe manufacturing indus- 
try in recent years has been the trend 


this area. 


1070 MERCHANDISE MART 
CHICAGO 54, ILLINOIS 


679 MERCHANDISE MART 
DALLAS, TEXAS 


toward mergers and consolidations. Ex- 
cept in what might be termed a minor 
and limited way, the New England shoe 
industry has not been greatly affected 
by this trend. Some historic and well 
known firms like Douglas and Regal have 
been absorbed by larger producers in 
other areas. Many firms have experi- 
enced the effects of more intensive com- 
petition as a result of mergers and other 
changes that have taken place. But New 
England firms have not taken the initi- 
ative to any noteworthy extent in fur- 
thering these trends, and relatively few 





| well provide further expansion. 


| whether 
| record of the first quarter of this year 


arrow, | 


| many 
| styling. 


| New England firms have figured in the 
mergers. The independent spirit of New 
| England enterprise and the fact that its 
shoe manufacturing firms are mostly of 
small or medium size and rather highly 

| specialized may provide a partial ex- 
planation. 

The increase in shoe production that 
has taken place over the past year has 
given New England shoe manufacturers 
a renewed confidence in the future that 

| lies ahead of them and a new courage to 
undertake plans and projects that may 
There 
moment as to 
production 


doubt at the 
the extraordinary 


is some 


can be maintained through the remainder 
of 1955. The industry is prepared for 


| some decline in over-all production in 
the current quarter. 


Manufacturers are 
strongly convinced, however, that the un- 
derlying factors and conditions affecting 
the shoe trade are extremely favorable. 
They firmly believe that any readjust- 
ment the industry may experience at this 
time will be minor and temporary. Popu- 
lation growth and continued prosperity 
are expected to provide the essential eco- 
nomic base for an expanding shoe in- 
dustry. 


Shoe Industry’s 


Strong Allies 


[CONTINUED FROM PAGE 53] 


| as the shoe industry accepts it in a big 


way for two or three seasons. Then it 
tapers off, only to swing back into vogue 


| several seasons later. 


The industry offers clicking toplift ma- 


| terial in many colors and gauges in sheet 


form. It is a special hard vulcanized 
composition and is standard today on 
shoes with the more youthful 


Special strong and thin midsoles have 


| heen developed for use on many foam 
| crepe construction soles. They come in 


contrasting colors giving a pleasing style 
effect. Here again is a whole new busi- 
ness created by New England vulcanized 
sole makers. 

The contribution of rubber soles, heels 
and taps for soles and heels on Army 
shoes for our own and Allied soldiers was 
tremendous and production was devel- 
oped wholly adequate to the need. Many 
New England producers were awarded 
the Army and Navy “E” for this work. 
One of the notable achievements by the 
industry was the fact that they did this 
stupendous job using non-strategic re- 
claimed rubber at that time and not 
precious natural rubber. 


As synthetic rubbers were developed 











and released they quickly were adopted 
by our New England industry to the 
point where they are in general use today, 
giving a better, more uniform, quality 
controlled soling. 

Since the vulcanized sole and heel 
business started in New England, the 
special skills, equipment and know-how 
required for moulded sole and heels, is 
still centered there with manufacturers 
coming to New England for their molds 
and equipment. Much of the heavy rub- 
ber making equipment, such as mills, 
calendars, Bambury mixers and hydrau- 
lic presses are made in New England. 

Vulcanized sole manufacture requires 
the collaboration 
maker and shoe manufacturer. It 
been this wonderful cooperation which 
has brought the New England vulcanized 
sole makers to the point where shoe man- 


closest between sole 


has 


ufacturers seeking new style ideas come 
to them freely with their problems, Col- 
ored soles and heels have become a tre- 
mendous style feature in shoes. 


Rubber Footwear—An 
Expanding Industry 


[CONTINUED FROM PAGE 51 | 


is interesting to relate this production to 
total footwear production in the U. S. 
and examine its effect. 

The rubber footwear industry’s aver- 
age annual production is more than 75 
million pairs. Of this almost two-thirds 
is canvas upper—rubber bottom. It is 
reliably estimated that production of this 
type again exceeded 50 million pairs in 
1954 although this is approximately 10% 
below the record output of 1953. (This 
points up the rapid growth that has taken 
place in this market. ) 

According to the Census of Manufac- 
tures in 1947, almost 24 million pairs 
of canvas upper—rubber bottom foot- 
wear were produced in that year. Thus, 
in six years the output of this type of 
footwear was more than doubled. 

A closer look at the types of these 
shoes produced is a far better indication 
of what has taken place. In 1953 and 
1954 the output of Bals was approxi- 
mately 15 million pairs. This is the con- 
ventional type of canvas and rubber foot- 
wear that has been produced by New 
England firms for many years and the 
rate of growth has been relatively small. 
In oxfords, which include men’s, women’s 
and children’s casuals, the 1947 output 
was approximately 6.3 million pairs as 
contrasted with the 1953-1954 average 
annual output for this type of shoe of 
between 25 and 30 million pairs, a 400- 
500% increase. 

Undoubtedly rubber-soled casual foot- 
wear is affecting potential sales of leather 
shoes to some extent. With other shoe 


manufacturing running at a record high 
rate, it is hoped that in most cases the 
pair of casuals a person buys is an “ex- 
tra” pair of shoes, purchased because of 
their usefulness and low cost. The growth 
of both rubber-soled and regular shoe 
production would seem to substantiate 
this. 

It is said unofficially that New England 
firms produce from “well over half” to 
“70 or 80%” 
wear currently valued at approximately 
$112 million annually. This marks New 
England as the most important 
graphic area in this industry. 


of shipments of rubber foot- 
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AND Quick TURN-OVER 
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CARRIED IN STOCK 
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LOS ANGELES, 
CAL. 


Shoe Findings Co. 
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Automation in Shoes 


Boston—-A new development in auto- 
mation has come into the shoe industry 
by way of a grouping of four machines 
to operate in series as a single unit so 


that the shoe flows through the opera 


tions of leveling, heel seat fastening, 
heel attaching and heel trimming with 
only one operator needed. This auto 
matic performance, developed by the 


United Shoe Machinery Corporation, has 
been used with the new geometric last 
but can also be used with regular lasts 
trial soon, 


A unit will be ready for 


PIERCE : ‘A, V4 V4 


SHOE TREES 
FOR ALL SHOE TYPES 





Pierce Fit-ALL Shoe Trees are profit leaders 
four sizes complete your inventory 


Easy-to-show balanced spring action makes 


Fit-ALL Trees easy to sell no loose parts 


Automatic adjustable forepart retains shape 


of shoe properly preserves finish 


FOR »« MEN +» WOMEN ~- CHILDREN 


Contact Following Distributors 


KANSAS CITY, MO. 


Sterling Shoe Supply Co. 
Leather and « PI 


BINGHAMTON, N. Y. 


CHICAGO, ILL. E. A. Sweet Co.. Ine 
A. J. Bergren Co. 
Service Shoe 


BROOKLYN, N. Y. 
Greenwald 
18th Street 


Findings Co. 


DETROIT, MICH. 
Samuel Patrize Co. 
S. Kanners 

GRAND RAPIDS, 

MICH. 
The Bos Leather Co. 


BALTIMORE, MD. 


Lester 
1836 E. 
& Co, | NEW YORK, N. Y. 
Lyons & Co, 

PHILADELPHIA, PA. 


Volk Shoe Store 


| 
| 
ror Promer Suipment ©‘. Volk & Co, | Supplies Company 
MINNEAPOLIS, ; 
ANNv, MINN. | CHARLESTON, 8. C. 
C, Y. Albrecht Co. | Berendt Bros., Ine. 
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ENTIRE SHOE 
INDUSTRY 











CS. PIERCE COMPANY 











BROCKTON 62 
MASSACHUSETTS 
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ROGERS BROS. SHOES INC. 


announce the opening of their 
new modern offices and warehouse at 


137 KNEELAND STREET 


Corner of Lincoln Street 


BOSTON, 
To better service their customers 


ONLY ONE OF 
HUNDREDS 

OF EARLY 

FALL NOVELTIES 


B-7500 Black Kid Suede Pink 
Piping, Lining & Trim 
Sizes M 4-9. 


erm res 


137 Kneeland St., (corner of Lincoln) 
BOSTON, MASS. 


MASS. 


s 25 


CURRENT CATALOG MAILED FREE 


we, 


INC. 





Financing the Shoe 
And Leather Industries 

[ CONTINUED FROM PAGE 55] 
factories to lean more heavily on their 
banks. On the other hand, there 


been an accumulation of profits in many 
of the old-established companies through 


has 


many years of good business and, as a 
result, the over-all financial strength of 
the New England companies has grown 
to a point where there is less reliance on 
bank loans in many quarters. As far as 
can be learned, there are not many com- 





panies in the local trade who are incapa- 
ble of discharging their seasonal loans at 
least This 
among the older companies is attrib- 


once a year. success story 
utable in part to a constructive campaign 
carried on by the New England Shoe and 
Leather Association to assist their mem- 
bers in carefully analyzing their costs, 
marketing techniques, and the like. 
Looking into the future, it is difficult to 
foresee any distinct trend in the volume 
of bank loans. The growth since the war 
the establishment and 
brand names with a resultant need for 


toward use of 





carrying in-stock departments in many 
factories suggests that there may be an 
added demand for bank accommodation. 
Although considerable publicity has been 
given to this trend, it has been found only 
in the relatively well-established com- 
panies who have accumulated sufficient 
working capital to permit them to finance 
their own inventories without much extra 
help from the banks. It is particularly 
desirable that marginal producers should 
not fall into the trap of establishing in- 
stock departments simply because they 
fancy themselves to be unable to meet 
competition from larger. better-financed 
companies in any other way. There is 
disaster in ending a season with a sur- 
plus of relatively high-style shoes for 
which demand did not come through as 
well as anticipated. 

A second potential 
credit, but one that 
thoroughly analyzed, is the possibility 
that more companies will want to pur- 


bank 


been 


need for 


has not yet 


chase shoe machinery than in the past. 
Whether such equipment will be bought 
for cash or through time payments, as 
distinguished from leasing, remains to 
Fundamentally, 
problem is a new one because banks have 


he seen. however, the 
traditionally loaned money about as lib- 
erally as possible to shoe factories against 
their seasonal accumulation of inven 
tory, with a subsequent building up and 
unwinding of receivables. 

In other words, the smaller factories 
have stretched their credit 
about as taut as might be considered safe 
in view of the volatile nature of the busi- . 
ness, and so it is difficult to visualize sub- 
stantial loans against fixed assets such as 


demands 


machinery and equipment for which the 
resale market has not yet been tested. It 
appears for the moment that the richest 
companies, who do not regularly have to 
arrange seasonal loans, will be the most 
logical cash buvers of machinery, as- 
suming the arithmetic of the situation 
works out in favor of buying rather than 
leasing. The smaller factories will prob- 
ably find themselves weighing the dis- 
advantages of tying up much of their 
credit lines to finance machinery at the 
possible risk of running short on their 
seasonal needs for financing inventory 
and receivables. 

Although the shoe industry may have 
been somewhat slow in developing revo- 
lutionary new techniques in the manu- 
facture of footwear, it is apparent that 
constantly changing trends within the 
industry the bankers’ con- 
tinually analyzing and solving new fi- 
nancial problems as they appear on the 
horizon. It seems certain, based on past 
performance, that they will rise to the 
challenge and continue to meet all rea- 
sonable demands for credit in the future. 


necessitate 





June 15, 





Varied 
eatur 


Irs not too early to begin thinking about the Fall bags 


you are going to sell with your Fall shoes. Matching 
leathers and colors may be the most obvious kind of 
coordination. It is also, it seems to us, the smartest and 
most generally satisfactory way of harmonizing hand- 
bags and other accessories with shoes. 

Take shoe and handbag, for instance, since the hand- 
bag is more often coordinated with-the shoe than any 


This Fall the 


style trend in 


other single accessory. 
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Anilines Give Fine Custom Look to Daytime 
Styles. Suedes Expected to be Increasingly 
Important for Fall. Lustre Finishes Used for 
Effective Contrast to Suede Shoes and Acces- 
Reptiles Also Featured by Certain 


sorties, 


Manufacturers for Early Fall Promotions. 


{niline calfskin in softly tailored bag 
with butterfly ornament from Capri. 
Matching pump from Palizzio. 


Leathers 
Fall Accessories 


shoes is, as we have noted before, to elegance and re- 
strained ornamentation. Bags follow the same trend. 
As with the shoes, it is the silhouette, the leather and 
the color that give many of the new bags their style 
interest. It goes without saying, of course, that a shoe 
and bag worn together must be of the same general 
type. 

The kind of coordination that has to be handled with 
taste and restraint is the coordination of details on 
shoe and accessories. Here there is a great danger of 
fussiness. Another disadvantage in such close coordi 
nation is that the bag, belt or other accessory becomes 
so special that the owner does not feel that she can 
We have tried to 
select handbags for illustration that can equally well 
several different the 


Next to black, 


browns promise to have the widest acceptance. There 


wear it in any other combination. 


be carried with shoes in same 


color and leather. medium and lighter 


is also interest in really dark brown. 


Leather, color and touches of gold 
coordination points in this shoe and 
bag. Brown suede accordion bag with 
hard top lustre hood and new kind 
of lock from Henry Green. Brown 
suede pump from Andrew Geller. 
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FOR GREATER WORKSHOE 
SALES... AND 
REPEAT BUSINESS 


WRITE FOR 
THESE NEW 
SALES AIDS 


TODAY! 


A new service to 
the Shoe Industry 


The brochure “Service to Industry” describes the 
ways the new Industrial Division of Gro-Cord Rubber Co. 
can serve you. The Industrial Division will help you be- 
come a workshoe specialist by recommending the proper 
workshoe sole for maximum comfort, wear and safety 
under actual job conditions, Greater workman satisfac- 
tion is assured, and you'll profit by the repeat business 
such customer satisfaction guarantees. Write for the bro- 
chure today. 


You'll also receive the free Gro-Cord Sole Selector—which 
makes proper sole selection easy. Just set the selector for 
any one of 50 basic jobs, and it instantly tells you which 
sole has the best comfort, wear and safety qualities. 


FOR FOR 
GREATER pong GREATER 
CUSTOMER Sar WORKSHOE 

SATISFACTION SALES 


Industrial Division 

Gro-Cord Rubber Co 
BIBNorth Jackson St 

Lima, Ohio 

Gentlemen 

Please send me the brochure, “Service to Industry,’ and the Gro- 

Cord Sole Selector. 

Name 

Company 

Street 

City 


Shoes in the News 


In token of the Golden Anniversary of Pollyanna Shoes, the 

A. 8. Kreider Shoe Company of Annville, Pa., is featuring this 

Golden Copper Patent one-strap shoe, in children’s and 
misses’ sizes. 





Women’s Feet Are Getting Bigger 


Detrrorr—“It’s all a part of the changing pattern; 
women are getting rid of the Cinderella complex—the mis- 
taken idea that small feet are dainty,” according to Morton 
Hack in a talk in conjunction with the 48th convention of 
the Michigan Annual Shoe Fair, here. Mr. Hack, president 
of the Michigan Shoe Retailers Association, pointed out 
that our womenfolk have the biggest feet in the world, on 
the average, and they seem to be getting still bigger. 

“According to the National Shoe Manufacturers Asso- 
ciation, the average size of women’s shoes 30 years ago was 
6B. Today it is 714B, he said. “In our store, we carry 
women’s shoes in stock to size 12, and I know of stores 
that carry 12%%’s and 13’s. My secretary wears 12AA and 
her sister wears 101.” 

He cited the fact that 300 years ago, the shoemakers of 
Colonial times sold shoes by the inch, and that today women 
are getting the greatest bargain in shoes in history. 

“It seems to have started with the Chinese.” he ex- 
plained. “They sold their womenfolk on the idea that tiny 
feet were beautiful—for women, that is. They crippled 
themselves and their daughters to keep up with the style 
even as they do today. And all the while, the joke was 
on the women! It was a trick that the men played to keep 
them from wandering away.” 

The Cinderella story perpetuated the myth. Mr. Hack 
said, “and even today we read stories in the popular maga- 
zines in which the authors fall for the same line: they'll 
describe a real gorgeous hunk of woman, an Amazon who 
can Leat the man at tennis and swimming—and probably, 
football—and then, the story relates how he was enchanted 
by her small dainty feet. It just doesn’t make sense. It’s 
all out of proportion.” 

He quoted from an article in the Journal of Bone and 
Joint Surgery, written by a couple of English orthopedic 
surgeons. “Speaking of bunions, they say “There is a very 
marked female preponderance . .. since men are more 
ready than women to wear shoes suitable to the shape of 
their feet.’ ” 

“Small feet are usually not dainty,” he continued. “They 
are generally pudgy, foreshortened, with no grace.” 
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NEO-CREPE NEO-CORD 





NEO-NUCLEAR f 


© “Sell ‘em the shoe with the Sole for the job" 
Gro-Cord offers the only complete line of industrial GRO-CORD RUBBER CO 


workshoe soles that enable you to assure workmen of 


greater satisfaction through comfort—safety and longer EMA, Ome 
wear, regardless of job conditions. Get acquainted with 
Caredar . 
the complete line of Gro-Cord soles and heels, today! GRG-CORD RUBBER 0. of CANADA LTD 


Tillsonburg, Ontario 





BOYS’ GOODYEAR WELTS 


witH Full-leather innersoles 

witHn Finest composition oak outersoles 

witH Analine-type leather uppers 

witH Proven lasts of unexcelled FIT 

witHn Workmanship that is rare at anywhere 
near the price AND 

witnH Styles that mean wrap-up, walk-out sales 


SIZES 21, to G, TO RETAIL AT 


SIZES G to 11, TO RETAIL AT $6.95 


Sell them at a dollar more retail (in other words, $6.95 
and $7.95), and yow’re still selling the best Boys’ Buy in 
America... THAT’S WHY MOST OF OUR RETAIL- 
ERS ARE WORKING AT A 50% MARK-UP ...Com- 
pare our $5.95 shoes with other brands retailing at £6.95 

And compare our $6.95 retailers with shoes 
selling at $7.95 to $11.95 ...If we’re talking VALUE 
(and we are), we repeat that there is nothing in their 
class in America today ... Dollar for dollar, it is a value 
that stands alone. 


IN-STOCK FOR IMMEDIATE DELIVERY 


For catalog or salesman, write to: 


MANUFACTURED BY THE MIDDLESEX DIVISION OF 


CHRIS LAGANAS SHOE CoO. 


LOWELL, MASSACHUSETTS 
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HEAT MOVES COOL 
SHOES IN SAN FRANCISCO 


SHOE sales took a slight drop here 
during the first part of May. This 
caused some retailers to advertise 
clearance sales with price reductions 
running from 20 to 30 per cent. Other 
stores held their prices but increased 
their advertising. Early reports indi- 
cate that both methods brought in- 
creased sales. 

In mid-May the clear, hot weather 
stimulated the desire for cooler foot- 
wear and both the specialty shoe 
stores and the shoe sections of depart- 
ment stores increased their advertising 
of open and low cut shoes. 

There is a wide price range in the 
models being shown. The values start 
at $4.95 for some simple strap wedge 
models being shown in some Market 
street windows, up to a brown ailiga- 
ter platform original at Livingston’s 
for $49.95. 

Sommer & Kaufmann are featuring 
a luster straw halter model at $15.95, 
Frank More has luster lizards in pas- 
tel shades at $32.95, and the White 
House has mesh wedges at $9.95. 

Pastel colors are in strong demand 
and all merchants are playing up the 
color appeal. Joseph Magnin is show- 
ing extreme naked strap sandals in 
twenty different colors at $17.95, and 
Frank Werner is featuring strap san- 
dals with mid-heels in a large range 
of colors for $16.95. 

Jewel decorations are also receiving 
a strong play. H. Liebes has trans- 
parent vinylite pumps with crystal- 
clear heels, studded with rhinestone 
on both toes and heels, priced from 
$26.95 to $39.95. At J. Magnin’s a big 
play is being given to jewel studded 
“Harem-Scarem” numbers in a start- 
ling array of colors. at $15.95. 

* * a 


PHILADELPHIA SPOTLIGHTS 
WHITE 


THERE has been a considerable up- 
surge in business where white shoes 
are concerned. This is not only due to 
the seasonal period for increased sell- 
ing of these shoes to school children 
for graduation and Spring festivals, 
but there has been an increase in the 
general demand for dressy white shoes 
that can be worn right into the Sum- 


June 15, 1955 
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mer. Though street windows and store 
displays are resplendent with the va- 
riations in colors between pink and 
blue pastels, white shoes in a long 
range of different styles are getting 
the spotlight. In the bright color 
range, deep orange and a vivid shade 
of pink are proving popular since 
these colors are being featured in 
fashionable dress materials. 

The fad for colors has invaded the 
men’s shoe stores and is sparking a 
good many displays following the gen- 
eral heading, “COLORAMA IN 
MEN’S SHOES.” One Chestnut street 
store that has a noticeable window 
display of men’s colored shoes is 
Harper's. 

The Sears, Roebuck Co. ran a spe- 
cial promotion for the shoe depart- 
ments of their stores in the Philadel- 
phia area. This was called the Shoe 
Fair and was scheduled for several 
days. A full page ad sectioned off a 
number of popular styles. The fol- 
lowing are the styles that proved at- 
tention getting: men’s leather sandals, 
lightweight canvas oxfords, women’s 
casuals in all white or prints, and 
moccasins suitable for outdoor wear 





we ot 





















ow 
ob innit 
prettinst 

shoe shape 
wfoal on ae 
inepired 

pire 

the three ach 
beet 

in the 

blak boom 
of pweste 

Mit wt 

slime of 

sole 

2695 


o 


LM. 





This striking |1. Miller, New York, 

newspaper ad. dominated six columns. 

The shoe is black suede with satin 
trim. 


and for every member of the family. 

In general, if there has been an al 
ter Easter lull, the business in prog 
ress in shoe stores now is offsetting it. 


ae ” * 


VOLUME AND PRICES 
GOOD IN MILWAUKEE 


An atmosphere of “all’s fine,” which 
several cold and wet days in late May 
failed to dampen, permeated retail 
shoe stores in the Milwaukee area as 
Spring days lengthened into Summer. 
Men’s shoe business, in particular, has 
been good both downtown and in out 
lying sections; children’s shoe busi- 
ness in neighborhood stores and out- 
lying shopping centers is exceeding 
that of a year before, but is slower 
in the downtown shops, and women’s 
shoe business, especially casuals, is 
ahead of that of a year ago. 

“White is bigger than we ever 
dreamed it would be, starting early 
and continuing into June,” a prom 
inent retailer of women’s shoes de 
clared, and his statement was loudly 
echoed throughout the city. Several 
buyers who thought they had made 
ample initial orders have re-ordered 
as many as four times, White pumps 
have been big in leathers and linens, 
in high heels and Cuban heels, One 
shop reported excellent white business 
in casuals, in low-heeled “dressies” 
and in high-heeled pumps, “from 
capezios all the way up to the highest 
in the $16.95 and $18.95 range.” Grad- 
uation and confirmation business made 
up a lot of the misses’ orders; bridal 
business is bigger than ever. 

Important, too, in the women’s shoe 
retail field in late Spring are straws 
Italian versions and genuine imported 
styles. Spectators in classic styles 
“came back” in several shops, one 
large store reporting brisk business in 
brown and white, blue and white and 
black patent and white, retailing at 
$12.95. Still another prominent re 
tailer pointed to “the heel story” as 
important, emphasizing the new 
medium heels, pegged heels, shaped 
low heels and the demand for softness 
in all shoe features 

“We're having to work a little 
harder and advertise a little more, but 
we're selling dressy shoes at very good 


prices in nice volume,” a proprietor of 
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fashion shoe salon said. 
Halters, he said, have been big this 
Spring, particularly 


high heels. Pastels are still selling in 


a high 


with extremely 
volume, as during the Easter season, 
and there has been large demand {or 
white with candy striping, pearlized 
kids in colors and pastels combined 
with Vinylite. A downtown store re- 
ported a sell-out of $9.95 pastel kid- 
skin opera pumps in both French and 
low heels and pink halters with 24/8 
heels. 

Several stores have used anniver- 
saries as special sales promotions; a 
number of downtown stores partici- 
pated in the May Downtown Day pro 
motions with excellent results. The 
Downtown Day is sponsored every two 
or three months by the Downtown 
Association of Milwaukee. 

Italian imports are not only in 
straws but in colored leathers, too. 
One shop reported excellent response 
to a promotion of imports at $8.95 
barefoot type sandals in white, beige, 
yellow and blue. Another store re- 
ported re-orders on stretchable straw 


casuals, selling at $4.99, White and 
natural nylon mesh is selling well in 
flate and wedgies, from $8.95 to 
$10.95. Nylon mesh and nylon lace 
have been popular through the sea- 
son in women’s orthopedic and health- 
type shoes. Several stores reported 
“booming business” in this kind of 
women’s shoe, particularly in four- 
eyelet tie, nylon lace mesh numbers. 

Low cuts have been the biggest 
story in the men’s retail picture. Ven- 
tilated leathers and nylon two-eyelets 
with leather soles have been partic- 
ularly good. Redwood brown and 
maple in the perforated styles; maple 
leather and coffee frost mesh; black 
low cuts and black and brown hand- 
sewn loafers have been best-sellers. 
One store reported re-orders in a two- 
eyelet brown moccasin with double 
leather sole, retailing at $14.95. Cloth 
casuals in colors and crepe soles were 
in growing demand. 

Canvas shoes for boys and girls, 
open toe and heel sandals for girls in 
pastel leathers, white shoes for chil- 
dren, and navy and white and brown 
and white saddle shoes for girls were 


136 


A 


/ 


TROPIC« // || WHITE STRAW 


TROYLINGS 
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Straw pumps and sandals “with the 
coolness of latticed palm leaves" are 
promoted by Hahn, Washington, D.C. 





top-sellers in the children’s shoe 
stores. One of the largest shops re- 
ported volume sales of pink strap 
dress shoes in children’s sizes at $7.50. 
Saddle shoes were selling at $7.95 and 
most Canvas wear was retailing around 
$5. Loafers were still in demand for 
growing girls, particularly in brown 
and smoked elk. 
white, red and brown were selling 
well from $4.95 to $6.50. 


too, have been boys’ scuff tip oxfords 


Barefoot sandals in 
Popular, 


with red cushion crepe soles, retail- 
ing in the $6.95-$8.95 range. A qual- 
ity store reported re-orders on its sad- 
dle oxford in white with black and 
white with brown, with full kid lining 
and red rubber sole, retailing at $9.95 


and $10.95. 
i ee 


NEW STYLES BRIGHTEN 
NEW YORK SALES 


RETAIL shoe merchants in New York 
have reported that business has been 
satisfactory, due no doubt to the fact 
that the weather has been cooperative 
and there was the long Decoration 
Day holiday to spur activity. In some 
clearance sales have al- 
ready they apply, gen- 
erally, to the broken size lots or dis- 
continued numbers of Winter shoes. 


lew cases, 
started but 


Merchants of women’s shoes have 
promoted the new styles—the bright, 
colorful, dressy, tailored and casual 
shoes, that are so right for this season. 
There has been a good deal of empha- 
sis on pastels, whites and floral prints 
in everything from luster kid and calf 
to straw and dyeable silks; 
nylon mesh in combination with other 
materials. Vinylite in either all-over 
or combined with leather or satin is 
continuing in popularity, in both the 
high price and poular price brackets. 


as well as 


Traffic in stores has been good and 
the response to and acceptance of the 
new shoes, encouraging. Special pro- 
motions, especially those featuring 
open, airy stripping have been popular 
in everything from sandals and flats 
to scooped-out sling wedges and mule 
types. Some of the stores have stressed 
sandals, 

reaction has 


their imports—gay 
drilles, ete.—and the 
been good. 

In men’s shoes, business has picked 
up. Retailers are beginning to see 
encouraging results from the promo- 
tions they have been featuring for 
the past several weeks. All the em- 
phasis they have put on the lighter 
weights, low tops, woven leathers, is 
beginning to be reflected in more 
sales. With the weather warm and 
humid, copy such as “Breezy as a 
basket—soft as a glove” and “Light, 
smart, correct and cool—beautifully 


espa- 





fashioned to fit” helped to ring up 
better sales figures. 

With graduation exercises due in 
the next week or two and preparations 
for Summer camp vacations soon af- 
ter, the children’s shoe business is in 
full swing. 

There is a feeling of movement and 
activity in the retail shoe business and 
merchants are encouraged by the im- 
mediate prospects for business. 


* * * 


COORDINATED FASHIONS 
CHICAGO TREND 


PREDICTIONS made last Winter by 
leading Chicago shoe retailers that 
this would be the most colorful Sum- 
mer on record are coming true. Pastel 
shoes are selling in good volume in 
all price ranges and in all types of 
stores. White also has been edging up 
and indications are that there will be 
more white pairs sold this year than 
in some time. 

The good activity is probably due 
in part to the excellent job of promo- 
tion in windows, departmental dis- 
plays, and advertising done by the 
stores. Just about every fashion win- 
dow on State street has shown some 
theme of coordinated fashions which 
included shoes. An interesting and 
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DID SHE EVER TALK TO YOU LIKE THIS? 





Other men can be in business 
for themselves and you just 
talk about it. 





You know more about the shoe 
business than anybody in town 
— give yourself a chance! 





Did I marry a man or a mouse 
— what will the kids think 
when they start high school? 


SEND FOR FULL INFORMATION ON 


THE WOHL PLAN 


The Wohl Plan is a tested and proved method of shoe retailing that enables 
ambitious, experienced shoemen to own a very profitable shoe business with 
a minimum investment. There are more than 300 Wohl Plan stores and shoe 





Don’t talk about “luck” — it You know what I’mtalking Sure! It takes money — but it 
doesn’t take “luck” to write a about — you might at least find takes gumption too! We've got 
post card, out about the Wohl Plan. a reserve that might be enough. 





With your know-how and the You'll have to work harder for Oh! Keep quiet! For two cents 
backing of Wohl — your name a while — but think of the I'd pack up this minute and go 
can be on the store front. returns — besides it’s for me. home to mother! 





You mean you'll write now? This is the happiest day of my Golly! I love you — give me 
No foolin’? life — you're going to be your the card, I'll mail it. 
own boss. 


TODAY! 





departments operating successfully and profitably throughout the United —_ Guess I want to ery with sheer 


States. If you have a shoe background and the proper qualifications, it will 


happiness! 


pay you to investigate. 


WOHL SHOE COMPANY, 1601 WASHINGTON AVENUE, SAINT LOUIS 3, MISSOURI 


June 15, 1955 


A Division of Brown Shoe Company 
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growing trend is for these windows to 
include a credit for the shoe depart- 
ment. 

Marshall Field & Company has de- 
voted practically all of its State street 
windows to high color in apparel dur- 
ing the past two months. Most re- 
cently these featured “chromatic co- 
ordinates” showing entire Summer 
costumes in the brown tones, blues, 
reds (chiefly in the garnet family), 
and black and white. These included 
ensembles for travel and showed both 
dress shoes and shoes for beach and 
resort wear. Other color windows, 
which included matching shoes, high- 
lighted hibiscus red, tiger lily orange, 
peacock blue, butterfly yellow, hum- 
mingbird blue, and parakeet green. 
Field’s also has been promoting the 
“pongee look” stressing neutral tones 
in shoes. 

Although pink started out as the 
top seller, and has retained good vol- 
ume, there has been a growing de- 
mand for blues, aqua, yellow, and the 
red and orange shades. Earlier sales 


were chiefly in the calfs and luster 
leather. Second and later sales are 
in the fabrics, which include prints, 
the milan straws, and in the Italian 
straws. The approaching vacation 
season is stimulating sales of canvas 
casuals and beach shoes. The fact 
that Chicago and its northern suburbs 
have miles of beaches, always means 
a good season in this type of merchan- 
dise here. 

Black continues the number one 
seller in men’s Summer types. Thus 
far, all black shoes chiefly in low top 
moccasin slip-ons and two eyelet ties 
are leading in sales, There has been 
good activity in combinations with ny- 
lon, and black and white in wing-tips 
and moccasin toes. Classic spectators 


are also expected to do well. 
- * * 


SUMMER SHOES SELLING 
IN MINNESOTA 


Minneapolis. 
SALEs have held up as merchants 


concentrate their efforts on cool, light- 


138 


[CONTINUED FROM PAGE 136] 


weight Summer footwear. Meshes are 
very strongly in the picture in both 
dark and white shoes for street wear 
combined with leather or patent. 
There is good interest in white luster 
calf and in white buck allied with 
tan or blue calf. For street wear blue 
mesh with leather combination is 
selling well. There is greater demand 
for patent trims than is usual in this 
area. Novelty, strictly Summer shoes, 
are varied, with gayety and color as 
keynotes. 

Roy H. Bjorkman showed backless 
straws with multi-flower trim in pink, 
light blue or natural. The same pat- 
tern was shown in turquoise or tanger- 
ine kid. All had curved cork heels. 
John W. Thomas and Co. featured 
sun clogs in white or pink leather with 
painted wood soles and in multi-color 
Oriental print with cork soles. An- 
other featured style was in white 
pique, open toe and heel pump. 
Chandler's showed pastel wedges in 
pink leather trimmed in white and in 
pink touched with pastel blue and 
white. White fabrics that can be 
tinted to match dress shades are al- 
ready selling. Among the meshes, 
Walk-Over featured white nylon lace 
combined with suede with elasticized 
top line in open-toed pumps. They 
were also shown in black patent with 
black mesh and blue calf with blue 
mesh, selling for $14.95. 

Heel heights desired are so varied 
that none can be rated as leading. 
They range from very high to flats. 
As Summer buying increases, accent 
in this area will be on medium and 
low heels as play footwear takes a 
prominent spot. 

Men’s shoes are selling well with 
lower cuts leading. Shades of brown 
promise to be good and charcoals are 
much in demand. 

For children’s shoes, accent is on 
dress as graduation time approaches. 





Mudguard instead of toe-cap features 
these white suede spectators—with 
tan or navy. A Harris & Co., Dallas. 


Black patents and whites are selling 


equally well. 
“ee 


Saint Paul. 


DEPARTMENT stores are continuing 
store-wide sales, pulling large traffic 
to the downtown areas. Shoe depart- 
ments and stores have kept pace with 
large advertising space to draw cus- 
tomers to look over their full Sum- 
mer stocks, with good response. 


oe 





Scuneman’s Inc. carried a full page 
advertisement with cuts of Summer 
shoes, selling from $8.95 to $10.95, in 
which white, pastels and red were 
featured. Styles included flats, sling 
pumps, T-strap sandals, opera pumps 
and wedges. Leathers, meshes and 
combinations were shown. Maurice 
L. Rothschild featured Summer shoes 
in large advertisements with cuts and 
descriptions. In these, meshes were 
prominent, with some kids, calf or 
linen. White was leading, but colors 
included beige, blue, multi-tan and 
gray. The Emporium featured glam- 
orous Summer shoes, priced at $17.95 
and $18.95, for the most part in pas- 
tels or white. Dior blue, white pearl, 
pale lemon yellow, pink were shown. 
Styles included pumps. T-straps and 
slings. 

Among the shoes that are selling 
well are sling pumps with elasticized 
top-line, pumps of kid leather, de- 
tailed with pleated vamps, linen shells 
with pointed vamps, French cuffs in 
calf with buttoned instep straps. 
halter-back sandals with jewel-dotted 
bows. kid sandals with taper heels and 
sling backs with draped vamps. 

There has been good activity in 
children’s shoes. Leather sandals have 
been selling well in white, red, multi 
and navy. Pink or turquoise have also 
been good in children’s styles. Patent 
is a favorite for dress. 

Merchants are very satisfied with 
business to date and are expecting 
that later Summer sales will live up 
to expectations. which are high. Cas- 
uals for Summer play are beginning 
to move and will continue through the 
hot weather. 

[TURN TO PAGE 150. PLEASE] 
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IF ITS ACTION YOU WANT..... 


TRY 


King Bee 


MEN'S 
SLIPPERS 
AND 
CASUALS 


i 





KING BEE SLIPPERS AND CASUALS HAVE BEEN 
ESTABLISHING SALES RECORDS ALL OVER THE 
COUNTRY. AND THERE'S A REASON FOR THE 
AMAZING SALES ACTION.\ THEY'RE PRICED RIGHT, 
STYLED RIGHT AND THEY FIT PERFECTLY. KING 
BEE SLIPPERS FEATURE BILTRITE NUR-O-CEL 
WHISPER LIGHT SOLES AND BILTRITE NURON 
CREPE SOLES 


KINGS FOOTWEAR COMPANY ® 47 WEST 34TH STREET, NEW YORK CITY 
WRITE FOR YOUR BREE CALENDAR FEATURING THE LUSCIOUS KING BEE GIRL 






June 15, 1955 
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d The Stein-Sulkis Shoe Com 
pany 
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singer Sewiné Machine Company 


149 proadway 
New york, New york 





Gentlemen: 
e what prompted me to install the 


Many of wy rriends nave asked ® 
singer formic top insert cables and singer electric transmitters in 
that we nave recently installed in our fitting room. 


the 190 new spaces 


the information we rec f 

these new formic tops S consiceradle money 
the snoes clean auring their movements through the 
and individual 

a increase 


transmitters 
yetion an 
ful 


4 up our prod 
which 15 what every success 


e which we felt, from 


The questi f insert cables presented a featur 
a point pexibility: was something the jnaustry nad been jooking 
time, and when we use the word eelexibility” we mean 
which would mean 


ed that much quicker, 


that machines ca 


faster prod 
the features we nad 


ou chat many of 
our 


y 

e alreacy living UP to 
quipment is yeeping our operators nappy» 
and giving the operators nigher earnings: 





sincerely yours, 
KIS SHO COMPANY 


Coprright 
ov THE U.8.A 
quae Waninaonenene on 
COMPANY 
sTEIN-SUL 


on eee 
mabupaorwnees 
OMPANY 


A. He stein, treasurer 





SIN 
sae SEWING 
B 
roadway, New York 6, N. Y 














” 


SEND IN THIS COUPON NOW FOR MORE INFORMATION 


MACHINE COMPANY 


Manufacturing Trade Department * Branches In All Principal Cities 








Dept. 8$-103, Room 701 
Singer Sewing Machine Company 
149 Broadway, New York 6, N.Y. 


Gentlemen: 
Please send me free illustrated leaflets on 


the new SINGER Formica-Top Insert 
Tables and the new SINGER Transmitters. 


ER 

Company. 

Street and No, 
A 





RECORDER SURVEY OF CURRENT CONDITIONS IN SHOEMAKING CENTERS 


Manufacturing 
td Markets 


New England 


VIRTUALLY every branch of the shoe industry in New 
England is producing at a healthy clip. Even many of the 
ordinarily marginal producers are enjoying a substantial 
output. Manufacturers came home from the recent Popular 
Price Show with appreciable orders, and over following 
weeks more orders have come through. 

Ordinarily, output would be tapering off about this time, 
but most plants have orders to carry them on near-full 
capacity through the end of June. Several plants are booked 
ahead as much as 90 days, while others expect to go right 
through July on present business. In short, the transition 
from the summer to fal] runs will, in many cases, be made 
without the customary in-between slack period. 

One signal indication is the demand presently for new 
patterns, which is quite substantial. Dies for these can’t 
be cut until mid-June or later. Then there is the cutting 
period, This necessarily means healthy orders on hand for 
actual shoemaking through July and August for many 
plants. 

The manufacturers’ in-stock situation in the New England 
area shows some interesting developments. As with the rest 
of the nation, New England shoe manufacturers’ in-stock 
departments are not only enlarging in size but in the 
variety of styles carried. Though this places the manufac- 
turer in the position of being a “banker,” it is also, in 
most instances, helping to boost sales. 

One other interesting development highlights the current 
picture. The softie-casual footwear has come as a savior 
for many of the smaller producers in this area, These pro 
ducers, pressed by creepirig costs and fairly rigid price 
ranges, have been able to realize savings on these shoes 
(many of which eliminate the box toe, counter, shank, 
etc.), and thus hold costs down to a point where a profit 
can be realized. 

The over-all shoe manufacturing situation in New En- 
gland can be summed up currently as one of robust health. 
It is pretty much assumed that output over the next six 
months will show some decline as compared with the first 
half, but the year’s totals are expected to leave producers 
in this region with a satisfied feeling and an uttered 
expression of “best year yet.” 


New York State 


SHOE manufacturers in New York report that business is 
continuing on a satisfactory basis. Orders for the early 
Fall shoes are coming in at an encouraging rate and steady 
production is being maintained. 

Rochester shoe manufacturers are well pleased with the 
state of their business. Production is holding at a high 
level and the outlook for the next few months is conceded 
to be good, A firm making women’s shoes reports that just 
about every style is selling. 

One manufacturer said that business conditions seem 
almost too good to last. He explained that he does not 
fear the bottom dropping out of the market but thinks the 
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changing psychology of retailers may make stores less 
alert to the danger of steadily increasing costs. 

According to this executive, the shoe stores doing the 
best mechandising job are those getting a markon of 43 
to 44 per cent. Retailers who are cutting corners and prices 
are getting into an unsound financial position which is 
arousing the concern of banks and credit organizations, he 
said. 

The manufacturer noted that most department stores and 
chains are operating successfully. 

“The weakest part of the shoe business is the individual 
retailer,” he warned. “Yet the independent retailer can 
outperform any of the big organizations because of the 
personal service he can give customers. But the public 
won't pay the individual store $2 or $3 extra for a pair 
of shoes unless it is getting value in added service.” 

One shoe factory here does not believe that better buying 
from retailers means that the stores are building up their 
inventories to any extent. The number of complaints about 
deliveries on in-stock numbers seems to indicate that most 
stores are still depending heavily on such service, the firm 
said. 

As retail business picks up, stores are more inclined to 
complain of slow delivery on special orders. Thus, the 
current relatively high number of complaints indicates both 
good business and modest inventories. 

In women’s lines, prices of a few shoes were increased 
slightly before Fall lines were put on the market, but the 
factories think prices will hold now unless there are un- 
foreseen advances in the cost of leather. 


Chicago 


WeLL balanced stocks and healthy inventories at the re- 
tail level in the Chicago area are responsible for a good 
share of optimism at the manufacturing and wholesale er 1. 
Although retail business has been spotty this Spring due 
to marked and frequent changes in weather, the general 


over-all trend has been improvement. One of the most 
significant features of the general business recovery has 
been the strength of consumer demand. Retail shoe sales 
spurted sharply upward in November and December, and 
volume has remained good during subsequent months. Al- 
though there have been some off-weeks, the general trend 
has been upward. The earlier Easter date helped reduce 
stocks and there has been good activity on Summer shoes. 

This means that inventories are definitely better than 
they were a year ago. This is reflected in a willingness to 
buy and buy well across the board for Fall. Both at the 
various regional shows and salesman’s calls in the terri- 
tories, Fall orders are being placed at a good rate. Volume 
is about the same as a year ago as far as individual re- 
tailers are concerned. But more retailers have placed their 
initial orders at this time. Manufacturers note a growing 
trend for even some of the smaller retailers to spread their 
buying over a longer period. Although this poses produc- 
tion problems, retailers insist on it. The need for a wider 
style and color range, makes this necessary retailers insist. 

[TURN TO PAGE 152, PLEASE} 
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What s in i 
jv me? 


on 


-THAT’$ EASY! 


There’s profit for you — and plenty of it — 
in handling the real McCoy. Here’s the brand 
that gives your men customers what 

they want most in shoes. Comfort, that is. 
Arch-supported, rubber-cushioned, 

everlasting comfort from heel to toe. And only 
$10.95 to $12.95, with a full profit 


margin for you. 


There’s plenty of merchandising help for you, too. 

Free newspaper mats, envelope stuffers, window cards, wall 
posters. And finally there’s the important 

advantage of dealing with a 60-year-old independent 
manufacturer who respects your own independence 

— never dictates your management policies or inventory 
requirements — never competes against you through 


company-dominated stores. 


That's what’s in it for you when you handle McCoy, and a 
phone call or letter can get it for you pronto. Let’s hear from 


you today. 


HOLLAND-RACINE SHOES, INC. 


HOLLAND, MICHIGAN 


June 15, 1955 





Washington Newsreel 


increase of $115 million over March 
and $72 million above April, 1954. Ad- 
justed March figures show sales for 
this group were five per cent above 
February and six per cent higher than 
March, 1954. 

Generally, the government finds, re- 
covery from the 1953 slump has reached 
nearly all industries, and probably will 
spread even further in the near future. 
Recovery has been more genera] among 
large manufacturers of durable goods, 
including household appliances, al- 
though three-fourths of the smaller 
firms are also enjoying better business. 
Total retail sales for the first four 
months of the year amounted to almost 
$60 billion—the best beginning of any 
year in history. 

Booming retail sales are directly 
hitched to high consumer income and 
an extra sales drive in all selling lines. 
Consumers have more money to spend 
because of more pay from higher em- 
ployment, higher hourly earnings and 
longer hours, because of federal in- 
come tax cuts, and because of bigger 
dividends 

A bill to levy a straight five per cent 
tax on all manufactured products ex- 
cept food, drugs and some services is 
under study in Congress. Principles 
of the bill have received support of the 
National Chamber of Commerce and 
the National Association of Manufac- 
turers despite objections of retailers. 

The measure, sponsored by Rep. 
Neah Mason (Illinois Republican), 
would repeal all existing excise taxes, 
except those on tobacco and alcoholic 
beverages, and replace them with a 
five per cent levy. Rep. Mason, in 
arguing for his bill, says the present 
“hodge-podge of selective and 
criminatory excises are unfair 
have caused irritation and 
versy.” 

“In their selectivity,” the sponsor 
adds, “these imposts are harmful and 
unfair to the companies and industries 
involved.” He also claims his tax 
would eliminate many of the adminis- 
trative and compliance problems which 
are caused by the present system. The 


dis- 
and 
contro- 
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proposed uniform excise tax would, 
Rep. Mason adds, net the government 
about 5 billion, the same amount now 
realized from the selective excises. 

Retail spokesmen argue that such a 
tax would pyramid, so that for every 
10¢ the government collected on the 
manufacturing level, the consumer 
would pay 18¢. They also contend that 
such a tax would raise business costs, 
raise prices, and therefore reduce con- 
sumer purchasing power. 


* * * 


Method to be used 
bring retail 


in the future to 
large and small, 
local and multi-state, under terms of 
the Fair Labor Standards Act (mini 
mum wage law) are revealed by the 
U, 8. Labor Department 

The department urges Congress to 
increase the minmum wage and ex- 
tend its coverage—except for the over- 
time provisions—to multi-state retail 
operations. 


stores, 


Through an “error” the language 
proposed to Congress to carry out the 
proposal would bring under the act 
any enterprise which sells, or more 
important, buys a major portion of its 
goods in interstate commerce as 
many, if not most stores do. 

A department spokesman says the 
language will probably be “corrected” 
this year before the bill reaches the 
floor of Congress. This would mean 
that the first step in extending cover- 
age would bring in any retail firm 
which operates in two or more states, 
but not “local” operations 

Eventual aim of 
some government officials and some 
congressmen, is to get all retailers 
covered and the minimum wage raised 
to at least $1.50 an hour. What isn’t 
accomplished this year will be pushed 
until it is accomplished. 


organized labor, 


+ * + 


Congress is now considering Presi 
dent Eisenhower’s program designed to 
“open the doors of opportunity” for 
15 million low income farm families 
across the country by increasing their 
earning—and buying—power,. 


The program is aimed at aiding the 
25 per cent of American farmers who 
still have a cash income of than 
$1,000 a year. While the program is a 
long-range proposal, the Administra- 
tion wants “pilot” studies started in 
at least 50 counties this year. 


less 


Key proposals for increasing farm 
income, and thereby sales to farmers 
by dealers, include: 

Expanded federal-state agricultural 
extention to guide the poorer farmers; 
expanded research on the operation of 
small farms; information on town and 
city job prospects for residents of land 
which should not be farmed; bringing 
new industry to rural areas; authoriz- 
ing part-time farmers and 
authorizing $30 million for five-to- 
seven year loans to low-income farm- 
ers, and encouraging more bank loans 
of this type. 


loans to 


~ + 


The Army’s lessened demand for 
draftees is to drop still further in 
October. (The rate of call-ups has 
been running around 10,000 per month, 
a sharp cut-back from two years ago 
when more than 20,000 men per month 
were tapped for military duty.) Start- 
ing in October, the draft rate will 
drop to about 9000 men per month and 
will remain at that level for the follow- 
ing nine months. 

The Navy, the Air Force, and the 
Marine Corps still are successful in 
keeping their ranks up to authorized 
strength with volunteer enlistments. 
They have not asked selective service 
officials for draftees since the Korean 
War. 

Army’s manpower problem is fur- 
ther complicated by the continued de- 
cline of its “average experience level.” 
In 1950, for example, the Defense De- 
partment re-enlisted about 59 per cent 
of its regular (ie., non-draftee) 
strength. Today, the rate has dropped 
to about 24 per cent. This means that 
the Army has fewer “regulars” avail- 
able to drill and instruct the draftees. 
“Career motivation,” as the Army 
calls it, is not catching on among the 
drafted troops. 





Segregated Departments 
Give Impression of Space 
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All the construction work was done 
by Rothschild, Raffin and Weirick Inc., 
with the Mullen Manufacturing Co. 
building the fixtures. 

The new Sommer & Kaufmann’s 
now has approximately 6,000 square 
feet of floor area, with 2,300 square 
feet devoted to selling, 1,500 to stock 
rooms, and 2,200 square feet for offices. 
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The new third floor for moderns, one 
of the most beautiful shops in the 
country, has three correlated sections. 
The Casual Shop, with woven rattan 
and iron furniture and ash paneled 
walls, is fronted with old _ brick 
planters. The Co-Ed Shop, with furni- 
ture covered in pink and black heavy 
linen tweed and a bold plaid in the 
same colors, has attracted much new 
business. The Dress Shoe Shop has 
furniture in pink silk boucle and an 
entire wall hung with a heavy pink 
satin serge, blocked in a black and 


white floral pattern. A new type of 
vertically hung venetian blind repeats 
the pink linen tweed in the finish on 
the metal slats. 

All of these three sections “flow 
together” on textured carpeting of 
platinum grey. The common ceiling of 
pink tinted acoustical tile is pierced 
with directed flood and spot lighting 
to dramatize individual display 
tings. 

A warm, glowing interior has been 
achieved, flattering to women, and 
stimulating for selling. 


set- 
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Recently there has developed a renaissance of Quality 
in a wide variety of products. 


As far as King Kid is concerned, there has never 
occurred any deviation from Quality standards as laid 
down long ago by the Amer founders, and scrupulously 
adhered to ever since. 


Naturally, King Kid quality has advanced— 

but consistently—for no retreat or compromise was evet 
tolerated, however pressing the times. 

Nowadays, the exacting demands of Fashion make 
Quality in Kid more important than ever in order to 
assure pre-eminent beauty, suppleness and strength. 





Rest your confidence in the Custom Quality of King Kid 
... Black Glazed and Black Satin. . . 


now as always the standard. 


William AMER Company ¢ BLACK SATIN + BLACK GLAZED + COLORED KID + LINING KID 


PHILADELPHIA, PA. + ESTABLISHED 1832 e KANGAROO IN BLACK AND COLORS FOR STREET AND ATHLETIC SHOES 


June 15 1955 





(pen Stock Store Best for Shopping Centers 


high-priced looking for her. By 
contrast the well-designed, attractive, 
colorful open type store conforms with 
the rest of the center and makes the 
shopper feel at ease. It doesn’t take 
her out of her depth or become too 
“snooty,” which the center with its 
super markets, variety stores and 
department stores definitely isn’t.” 

Shoe store owners who would go 
into a shopping center should realize 
that it costs more to operate an open 
stock store in a center than an ordi- 
nary store. The initial expense of fix- 
tures is greater, and the decorating 
expenses are larger too. 

“Another factor to consider is the 
state of completion a center is in,” he 
cautioned, “Unless a center is 80 to 
90 per cent completed by the time you 
move in, the first year with the store 
will not pay. You should be prepared 
to have a minimum of one year’s oper- 
ating expenses beyond the initial cost 
of decorating and stocking the store.” 

Purposely choosing centers that ap- 
peal to the same income groups, sim- 
plifies buying problems, Mr. Obstgarten 
said. “If an owner goes into two or 
three centers, one in a low income 
neighborhood, one in a medium and 
one in a high, he immediately compli- 
cates his buying problems and makes 
joint promotional efforts almost an im- 
possibility.” 

Choosing the middle group was Mr. 
Obstgarten’s purpose because, “They 
are the largest group, and they spend 
almost all of their income on consumer 
goods.” 

Other considerations should be the 
size of the center, parking space and 
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types of stores. Mr. Obstgarten does 
not feel that it is profitable to go into 
the “strip” type of operation which has 
only 15 or 20 stores. Thirty stores is 
the minimum, 40 better still. 

Stores should include, one of the 
larger department stores, two of the 
bigger food store chains, one variety 
store and preferably one store like 
Sears-Roebuck. 

The shoe store should be in a group 
of apparel stores, and to appeal to the 
widest clientele, it should be a family 
type store stressing brand names. 

Another shoe store will not hurt you. 
Southgate has three. “It just means 
that you must have a really handsome 
store, because eye-appeal] is important 
in a shopping center.” 

The Southgate store, designed by 
Leon Gordon Miller, industrial design- 
er, seems to fill Mr. Obstgarten’s speci- 
fications. 

The entrance is used to sell socks, 
handbags and shoe cleaning aids. It is 
on an open plan. All shelves in the 
store are suspended in custom designed 
shadow boxes which only go three 
quarters of the way up the wall and in 
some cases are suspended several feet 
off the floor to give a light look. 

To the left of the entrance is the 
handbag bar which consists of a 
shadow box with glass shelves and 
metal supports. Beneath the box are 
neat drawers, one row. In front of the 
box is a counter with a glass box on 
one end for jewelry. There is also an 
open bin fixture for socks and an island 
with a pole in the center for children’s 
shoes. 

On the right wall there is a sus- 


pended shadow box for men’s shoes, 
socks and cleaning aids. Another 
island fixture has a metal superstruc- 
ture for various displays. 

The main selling area is lightly 
delineated by an open fixture with 
greenery in it on one side and a filmy 
drapery suspended from rods. 

The adult area features walls lined 
with shadow box shelves, several waist 
high fixtures and one large fixture. The 
children’s area is divided by another 
casement drapery and the rear wall of 
the children’s room has a mural of 
wire and enamel against the brick wall 
which is really brick wallpaper. There 
is also a merry-go-round. 

All show cases and display islands 
are of pearlized maple with square 
black metal tubing. One wall is cocoa 
brown. Right and rear walls are white 
brick. All drawer fronts are Swedish 
red, 

By using an open stock plan and 
also having a stock room, Mr. Obstgar- 
ten is able to stock twice as much mer- 
chandise and display twice as much. 

“This is important in a family type 
store where you hope to sell mom, dad 
and junior and also sell them acces- 
sories. By being able to display a lot 
of merchandise and still keep an un- 
cluttered look we can capitalize on the 
maximum impulse buying.” 

In addition, Mr. Obstgarten believes 
in strong promotion and pushing brand 
names. He has two big sales—at the 
end of July and in February when he 
reduces from regular stock. 

He also has a regular mailing sched- 
ule and a daily kiddies program from 
station WGAR at 9:30 a.m. which has 
a heavy following. 





Striking Facade Features 
New Coast Store 
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handbags and hosiery, another to dis- 
playing the latest styles, and one serv- 
ing as a wrapping and cash counter. 

On the right hand side of the front 
of the store is the men’s department, 
divided from the accessory section by 
a slipper bar. The men’s section is the 
only area in the store containing open 
stock. The rest of the store’s merchan- 
dise is hidden from the eyes of cus- 
tomers in a conveniently located stock 
room, 

The ladies’ department is located in 
the center of the store and is set apart 
by nine-foot high partitions. These 
partitions give the department a feel- 
ing of complete “separateness” and 
privacy. Because of their carefully 
thought-out proportions, the partitions 
actually make the enclosed area seem 
larger than it is. This effect is further 
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accentuated by a strategically-located 
curtain wall. 

Display tables in the women’s de- 
partment have mirrors built into the 
base. Conveniently placed entrances 
lead to the women’s stock room. These 
entrances are baffled, thus eliminating 
the need for draperies, which frequent- 
ly are a nuisance both to operate and 
to maintain. 

In the right hand rear of the store 
is the brightly decorated children’s sec- 
tion. Its surroundings and furnishings 
give it the gay spirit of a carousel, an 
impression further emphasized by spe- 
cially designed foot stools in the shape 
of gaily stylized animals, This depart- 
ment is heavily carpeted to protect its 
young customers from nasty falls. 

The over-all impression imparted by 
the Huntington Park Regal store is 
one of warmth and cheerfulness. In 
part, this is due to its effective light- 
ing. Main overhead illumination is pro- 
vided by surface-mounted ceiling fix- 
tures that extend from the store’s ar- 
cade all the way to the back wall. These 


fixtures are of spun perforated metal 
painted white, and hold 150-watt R-40 
flood lamps. Additional illumination 
comes from handsome chandeliers both 
in the main sales area and in the chil- 
dren’s department. These fixtures are 
made of metal spinnings painted red- 
orange, and with white tubing. Sup- 
plementary lighting in the children’s 
and the accessories departments is pro- 
vided by wall-supported fixtures. 

The Huntington Park store and the 
Regal Newark store were both de- 
signed by Victor Gruen, A.I.A., whose 
firm created the $20,000,000 Northland 
regional shopping center in Detroit for 
the J. L. Hudson Company. Mr. Gruen 
is one of the pioneers in modern store 
design and in the fields of site plan- 
ning, city planning and community de- 
velopment. His firm has executed the 
design and control of projects ranging 
from independent stores and small 
store groups to large scale land-use 
programs involving the integration of 
regional shopping districts with exten- 
sive housing development projects. 
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FABRI]eushon is the 


slipper-comfort in Nite-c4ires 


When comfort is called for, over 50 leading shoe and 
slipper brands call for FABRIcushon. In NITE-AIRES, for 
example, Midwest Footwear Company uses FABRIcushon 
both over the foot and under the sole, For FABRIcushon 
provides a whole new way of making a high-style shoe 
without sacrificing comfort. 


Conversely, FABRIcushon is the means of bringing dra- 
matic style features to basically “comfort shoes”. 


But—comfort is just one of FABRIcushon’s many features. 
It makes a shoe that hugs the foot without a slip. It makes 
a shoe that’s cool—and that includes patent leather! 


That’s why, in just a year-and-a-half, FABRIcushon has 
become standard for the industry. 


That's why FASRicushon is selling shoes. Make sure 
it’s selling them for you! 
don’t be sorry 
in September .. . 
Order FABRIcushoned shoes 


“See ; nynocess ah tant a - nl now for the big , 
fab ric-to-foam wedded 3 Fall promotion in POS] 


Originally called Andalfoam— now creating more sales magic as FABRIcushon! 


ANDREWS-ALDERFER COMPANY, 1055 HOME AVE., AKRON, O. Representatives in Cincinnati, Chicago, Detroit, Haverhill, 


Los Angeles, Nashville, New York, St. Louis, Mfg. afhliates in Toronto, Canada; London, England. *trede Mark A. A. Co 


June 15, 1955 





“For as long as I can remember 


Boot and Shoe Recorder has had its place 
on our magazine tables, both at home 


and in the Brouwer Shoe Company offices. . . 


says: Mrs. Mary Brouwer Hickman, President 
and continues: “Its editorial material, and the 
advertisements too, have been of important reading 


interest to our buyers and key selling personnel.” 
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shoe men. 


planned business. 


Atianta, Ga 


Review of the 
Retail Trade 
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CASUALS INCREASING 
IN BOSTON 


For many shoe retailers throughout 
New England, May set a new record 
for retail sales, and sales throughout 
the early June period are continuing 
at a healthy clip, thanks to the com- 
bination of good weather and a record 
level of retail sales in almost all mer- 
chandise. 
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to sell all the shoes you can... 


Must you be 
a banker, too? 


Whether you give dating, which is a loan to your 
customers, or operate an in-stock department, 
which is a reserve against their demand withdraw- 
als, the net effect is the same. You're in banking 
as well as shoe manufacturing, and it takes ad- 
ditionai capital. You may not like this dual role, 
but competition frequently forces it on you. 


Iselin financial support enables shoe men to carry 
this extra occupation comfortably and gives them 
all the advantages of increased capital. Giving a 
customer longer terms or dating, or carrying in- 
ventory from which to service orders quickly, puts 
no burden on the working funds of Iselin-factored 


The shoe man who factors with Iselin not only is 
paid in cash as soon as he ships his orders; he 
can even get the proceeds of future sales from us 
while he is still buying leather or stacking shoes 
to make those sales. He knows where and when 
he can get the money to run a profitable, well- 


WILLIAM ISELIN & CO.,ING. 


357 Fourth Avenue, New York 10, N. Y 


FOUNDED 1808 


Grand Rapids, Mich 


SM ee 


More and more noticed in this area 
is the demand for light, 
colorful, softie-casual types. With a 
large percentage of the stores, most 
of the increased sales are stemming 


increased 


from these. 

In basic types, mesh is reported 
doing very well, and in some instances 
is taking sales away from other shoes 
in the basic category. In dress shoes, 
along with semi-casuals, avocado green 
is good in the promotional colors; 
coffee frost is also outstanding. Both 
these colors have cut into red. Some 
feel that 


retailers they missed the 


boat by hedging earlier on avocado. 





Most are stocking this color in fall! 


shoes, believing it will carry over 


strongly for that season. 

In regular colors, black and navy 
comprise the bulk, with white (and 
some multicolor) fulfilling the sea- 
son's expectations. 

Halter and sling types appear to be 
leading in demand. However, pumps 
still their 


maintain strong position. 


| One feature of present pumps (and 


retailers expect this to gain still more 
for early fall) is the shell effects 
Shells, vamp and sides, are “as low 
cut as they can be made to stay on the 
foot.” This applies from the lowest 
flatties to the highest heels. The roll 
top pump is also getting increasing 
call. It is presently being sold in the 
higher priced lines. 

As to heels, far away the top call 
is for the low (10/8 to 12/8), dressy, 
shaped heels, for both dress and casual 
shoes. 

Plans for summer clearances have 
already been scheduled with most re 
tailers, the dates ranging from after 
the Fourth to mid and late July. While 
most retailers in this area feel that 
summer clearances are being started 
too early, most agreed that from a 
competitive standpoint they have no 
choice but to follow the crowd. 


Summe! promotions are also on 
schedule. However, most leading stores 
stress that their promotions will be 
strictly on “item” shoes. Stores that 
used this procedure last year reported 
excellent success on specially selected 
and plan follow 


through the same this year. Items in 


summer items to 
most cases will be in the lower price 
ranges ($2.95 to $5.95). 

The current status of retail inven- 
tories is generally reported as normal. 
The trend toward increasing reliance 
upon manufacturers’ in-stock depart- 
ments for rapid delivery of needed 
sizes and fill-ins is finding favor with 
retailers here, 


Brown Statement Shows 
Sales and Profits Increase 


St. Louris—An increase in both sales 
and profits is evidenced in the semi- 
annual statement just published by 
Brown Shoe Company. This statement, 
which covers the first six months of 
the firm’s fiscal year—November 1, 
1954, to April 30, 1955—lists the com- 
pany’s total net sales at $79,184,744 
as compared to last year’s net sales 
volume for the same period which to- 
taled $72,374,341. 

This year’s net earnings for the first 
six months of the fiscal year were 
$3,428,540 as compared to last year’s 
net earnings for the same period total- 
ing $2,461,780. Net earnings per share 
of common stock was $4.67 as com- 
pared with $3.64 last year. 
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“Great asset 
in attracting people to our store,” 





says Mr. Steve J. Yeager, Steve’s Shoes, Kansas City, Mo. 








THIS SHOE STORE, Steve's Shoes, is an exceptionally good example of a thorough remodel 


ing job. Into this modernization job went a number of Pittsburgh Plate Glass Store Front 


Products. Architect was Edw. W. Tanner & Associates, Kansas City, Mo 


6s 

I. the Plaza shopping district of 
Kansas City, our new front has been 
a great asset in attracting people te 
our store. We feel that the money 
spent on improving our front has 
been returned to us in extra sales 
and advertising.” 

The growing use of open-vision 
design is really paving off for all 


types of businesses that must create 


Store Fronts 
and Interiors 


by Pittsburgh 


IR 
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PAINTS GLASS 


PITTSBURGH 
IN CANADA: CANADIAN PITTSBURGH 


a favorable impression upon the 
passing public. People are attracted 
by and drawn into—the store that 
presents a pleasing, inviting ap 
pearance through its open-vision 
front. This new, modern design also 
creates a feeling of progressiveness, 
and makes the prospective cus 
tomer realize that here is an estab 


lishment that is keeping up with the 


Pittsburgh Plate Glass Company 
Room 5229, 632 Fort Duquesne Bivd., Pittsburgh 22, Pa 


ee your 
c= shore 
sols iii 


Address 


City 


CHEMICALS BRUSHES 


Pines 


Please send me a FREE copy of your modernization booklet, 


There is no obligation, of course 


PLASTICS 


GLASS 


INDUSTRIES LIMITED 
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times... one that will pec ialize in 
the newest, most up to-date prod 
ucts and services 

To get 


Pittsburgh Store Front Products 


more information on 
and their adaptability to your store 

just send for a free copy of om 
booklet, “How To Give Your Store 
The Look That Sells 


obligation, of course 


There is no 


FIBER GLASS 


COMPANY 





.. and you're sell- 
ing off the counter 


WITH ONE GROSS PURCHASE 
Sell ShoeKeepers day-in-and-day-out with 
this effective counter display! Attractive, 
compact (only 18" x 20" x 8"). Yours FREE 
with one gross order—or $5.00 with orders 
less than one gross. 


SELLING ADS THAT SELL 





ROCHESTER SHOE TREE CO., 60 Cumberland St., Rochester, W. Y. 


Please send—(_) Counter Display—order for | gross shoetrees enclosed 
Counter Display at $5.00 
Catalog for complete details and free advertising mats 


Signature 








Manufacturing and Markets 
[CONTINUED FROM PAGE 142] 
Many have reduced their basic stocks of so-called conserva- 
tive shoes from ten to twenty per cent and expanded their 
style types. It is a growing practice to bring samplings of 
style shoes into the stores early, get their feel and public 
reaction and then place bulk orders. Despite the problems, 
they believe that it will result in better season-end inven- 
tories, with mutual benefit for all facets of the trade. 

Black calf and suede continue to mark volume selling, 
while the brown family, avocado and dark green, and a 
sprinkling of red account for the rest of the sales. Pumps 
remain the number one silhouette. There has also been a 
good flow of fill-in orders on whites and pastels. 


St. Louis 


Overs are coming into St. Louis shoe factories at a 
pace termed “normal” or up to five percent ahead of this 
time last year. Children’s producers report that a great 
percentage of retailers’ original Fall purchases have been 
placed; women’s and men’s manufacturers say that only 
a small percentage of the business already is in. 

In the women’s field. the buying trend follows a pattern 
of several] seasons past: that of retailers placing their early 
orders on new patterns to test consumer reaction before 
going in too deep in any one style direction. This accounts, 
in great measure, for the emphasis that already has been 
placed on such items as buttery soft leathers, folded top- 
lines and colors such as henna. While wonderful promo- 
tional sellers, they will dwindle when the total orders are 
analyzed. Black will hold its number one position securely, 
with the varying shades of brown taking second place. As 
to leathers selling, smooth or aniline calf remains far in the 
lead with suede calf down as much as 10 per cent in the 
early Fall selling period. 

In men’s footwear, there is ever growing acceptance for 
lower toplines, many of the better selling patterns reflecting 
the Italian or Continental influence. Two eyelet tie mocca- 
sins are obviously volume for Fall. 

At children’s factories, black suede is the top seller in 
the dress footwear field. There is growing interest too in 
black velvet, copper patent leather and in blue luster. 


Los Angeles 


i DGING from the samplings of the Los Angeles manu- 
facturers, the style outlook for Fall indicates two extremes. 
Dress shoes will have a slender, high-heeled silhouette high- 
lighted by draped leathers in rich, lustrous shades and 
rhinestone glitters. In casuals, on the other hand, the 
tendency is toward a higher throatline, a suggested oxford 
look, on a pump last with quieter colors and smooth tex- 
tured leather. 

The very feminine look in dress shoes is being advanced 
by many firms in their Fall sample lines. Lustre leathers, 
particularly in the copper and brown tones, are a leading 
item in bare-backs, side-slings and halters. These styles are 
also featured in the iridescent fabrics. 

An unusual sparkling touch for late day and evening 
wear, shown by one firm, was jeweled trim under the shank 
and jeweled heels shown on sleek, high heel satin pumps. 
Rich silk and satin fabrics will be used on delicate, closed- 
back sandals. 

[TURN TO PAGE 154, PLEASE] 
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GIRARD « OHIO 


BURNT AMBER *21 A 
OHIO CALF 


A rich 


burnished aniline brown, 
the universal color 
for suit shoes 


featured in 


"CONTINENTAL" 


CUSTOMCRAFT, NEW YORK 





QUALITY CALF LEATHER 








Awenieas Methow... 


Parents are well-acquainted with the 


time-honored Pollyanna name... for 
61 years the most preferred in juvenile 
shoes. Not only do Pollyanna Shoes do a 
tremendous pre-selling job for you... 
they build healthy repeat business. 
They're consistently quality-crafted to 
satisfy the comfort and style needs of all 
youngsters, tots to teens. And no one 
knows this better than your customers. 
Another big advantage: A. S. Kreider’s 
24-hour re-order service helps keep your 


stock in perfect balance. 


A. S. KREIDER SHOE CO. 


ANNVILLE + PENNSYLVANIA 


New York City Showroom: Morbridge Building, 47 West 34th Street. 

West Coast Representative: Frank Drufke, P. 0. Box 555, Senta Cruz, 

Colifernio. St. Lewis Officer Room 700, Sitk Exchange Bidg., 503 
N. V2th St., Phone Chestnut 1.8560. 


Manufacturing and Markets 


| CONTINUED FROM PAGE 152 


Following this ultra-feminine trend, the fashion silhouette 
shown by another manufacturer is an extremely low-cut 
sling pump with a minimum of a vamp on a high thin heel. 
Softness is carried out in draped leather treatments, mostly 
in suede and calf. An unusual note in cocktail sandals is a 
combination of pearlized leathers with lucite heels. 

In the casual line, there seems to be an increasing in- 
fluence by the costume look, with several manufacturers 
producing styles in direct tie-in with sportswear, suit and 
coat manufacturers. Knitted sweater fabrics on mid-heel 
pumps and shell flats are being made by one firm to match 
directly the creations of a local sportswear house. The 
knit fabric is used on the entire shoe with such matching 
detail trim as grosgrain, buttons and angora yarn. At an- 
other shoe house, tweed fabric matching specific coats and 
suits is shown in slender round- or v-necked pumps with a 
thin high-heel of stained wood. 

Throat line details are important treatments on the 
classic pump: faille or grosgrain trim. one or two buttons 
usually off-center, an appliqued band or narrow collar to 
shape the topline on tailored calf pumps. 

\ suggestion of the classic, tailored sport shoe is evident 
in several lines. A raised throat line, particularly with one 
or two-eyelet tie effects, gives the oxford look on the pump 
last. These are shown in smooth textured Jeathers and in 
such fabrics as covert cloth bound with leather. Moccasin 
toe construction is an important feature on many pumps, 
oxfords and shell flats. They are either soft and unlined in 
such leathers as suede, or more firmly built in smooth or 
grained leathers. 

Fall sandals, although still with the banded look, are 
stressing a more covered look with wider bands. Velvet 
shell flats, aimed for at-home wear with the still popular 
tapered pants, continue with jeweled decorations and ap- 
pliques. 


Matching Handbags Good Juvenile 
Promotion 


PHoenix, Ariz.-The children’s shoe retailer has just as 
profitable an opportunity to sell shoe-and-handbag com- 
binations as the retailer who specializes in smart women’s 
shoes, according to Ernest Brewer, operator of Ernie 
Brewer Children’s Shoes, exclusive children’s footwear 
center, here. 

Noting the success which smart fashion retailers in the 
desert capital were having with expensive combinations o| 
handbags and shoes, Mr. Brewer decided to experiment 
with the same idea on a juvenile plane. He wrote to several 
manufacturers, asking them whether it would be possible 
to include an attractive handbag with seasonal shoe leaders 
and received substantia] cooperation. One manufacturer, 
for example, made up 28 hendbags, to match a suede ballet 
slipper featured during the early Spring months. Despite a 
rather stiff price. the 28 handbags were all sold in six 
weeks time, and Mr. Brewer was surprised to find that he 
had calls for the same shoe-and-bag combination during 
the month following. 

This resulted in a larger order for girls’ handbags put 
through the following month, which resulted in delivery 
of 106 patent-finish bag-and-shoe combinations. 

“Of the 106 bags. we sold 103 during the next six weeks,” 


Mr. Brewer said. 
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BABY 
CLASSMATE 
Constracted of quality 
materials for long wear 
and satisfactory foot com- 
fort. Wide range 95 
of styles $3 P 

retail 


- 


BLACKHAWK 
POSTURE 
PRIDE SHOES 
Durable construe- 
tion and quality 


From Tots to 
Teer Lager S | po moe y Se 


Y wear. Many patterns 
f for play or dress. 


b $ 95 


Y retail range 









4, 


You SELL them all 
with high quality, 





in-stock shoes by 


Ideal 


of Milwaukee 







CLASSMATE 

TRUE POSTURE 

SHOES 

Finest craftemanship—smart styl- 

ing. Made from top grade leath- 

ers. Many styles to choose from. 
$6% 


retail range 






ACTIVE MAID 
AUTHENTIC 
FASHIONS 
Best in quality. Many 
new, exciting styles for 
the modern teen. Attrac- 
tive range of prices — a 
; real profitanaker for you. 








Onder flow / 


IDEAL SHOE MFG. 


Division Mid-States Shoe Co. . 


a" 


Milwaukee 12, Wisconsin 
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A Shoe Dog Speaks 
by JAY B. SNOW 


To have complete success in the business of selling shoes 
is much more than a verbal garble of words. There must 
be an honest conviction. You must believe! Yes, and in 
what you say, and think and do. 

Any man who owns a shoe business is in that field for 
one reason, and one reason alone (and you boys selling on 
the floor too) namely, to make money. 

But the era of slap shoes on, and fling the customer out 
is over. Shoe men are important people in the world today. 
They have graduated beyond the point of being mere 
clerks. They are specialists in their own line, protecting 
and caring for the foot health of a nation. 

Mr. Shoe Dealer and Mr. Salesman alike can make more 
money today by doing an honest job of selling the proper 
shoes for any particular pair of feet than they ever could 
in the history of the business. They will hold their trade, 
build up repeats, and be admired and respected (as they 
so richly deserve) if they sell their shoes right. 

A department store in central California recently hired a 
new man to head the department. It took only three weeks 
to discover that the customers were anxious to be served 
by a sincere horest shoe fitter. 

The following is an ad that was run in the form of a 
news story with just the accompanying “Advertisement” 
slug. The results have been tremendous BECAUSE honesty 
is the best policy. Seems old fashioned, doesn’t it? But it 
pays off. 

The heading was “A Shoe Dog Speaks,” and it went 
this way: 

“Reliable shoe men have an individual responsibility to 
the community in which they work. 

“Fitting shoes is more than a commercial] activity for 
profit. Fitting shoes is a profession all its own, dignified 
only by the man who does a conscientious job. 

“To slap a pair of shoes on a customer, grab the money 
and then send the customer on his way is one thing. To 
fit feet to the best of a man’s ability is quite another. Fit- 
ting feet properly is a pleasure. 

“But if you come to our shoe department and tell us you 
want a certain size shoe, when we know you should have 
something else . . . the choice is up to you. We will tell you 
what size might be better for you to wear, but if you insist 
on telling us the size . .. that’s what you will get. That’s 
where we are commercial. 

“But here’s where we are NOT commercial in our policy 
of shoe fitting. If you come to our shoe department and 
ask to be fitted, we will NOT sell you a pair of shoes unless 
we can sell them to you right. It is the sincere desire of 
the store to cooperate in every way possible with doctors, 
bone specialists and foot doctors in what shoes they want 
for their patients. 

“Many lines are highly advertised and are purchased by 
people who mean well for their own feet and those of their 
children, but the best line in the country is only as good as 
the man who fits the shoes! 

“A shoe dog (by the way) if you are curious by now, 
is a slang expression for a shoe salesman.” 

This ad. succeeded because it inspired confidence. It 
sold the customer on the idea of service. Selling service is 
needed in the shoe business. It is especially important for 
independents. The independent shoe retailer has a definite 
advantage when it comes to fitting and advising the cus- 
tomer on the type of shoe needed. 
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North Carolina Store Fits Mode of 


Living, Pocketbook and Feet 


J. Herman Guyer, owner of Guyer’s Department Store, 
Elkin, N. C., adapts his shoe department to the special 
needs created by his customer’s mode of living. The result 
is a department that has been described in the trade as 
one of the cleanest and most profitable shoe operations to 
be found in a town of less than 3,000 population. 

Guyer’s draws its customers from a radius of more than 
thirty miles, including some who live closer to the cities of 
Winston-Salem and Statesville than to Elkin. Most of them 
are small town or farm women whose shoe needs are dif- 
ferent than those of women living in the city. They are style 
conscious but they are also practical, so they compromise 
on shoes that fit their mode of living but still give their 
feet a trim, well dressed look. 

Many of them walk on sidewalks only when they come 
downtown. 

High style fashions do not fit that type of living, so 
Herman Guyer concentrates his stocks on pumps and ox- 
fords, with a good selection of flats and wedgies for Summer 
wear. His selections of dressy numbers are limited. “Just 
enough to enable them to find something they like for spe- 
cial occasions.” 

This has definite merchandising advantages: 

Mr. Guyer is able to hold markdowns to a minimum. 
Because a good percentage of his business is built on a few 
staple numbers he can space his shipments to give maxi- 
mum turnover. His small town location carries with it an 
inherent advantage of low fixed charges and low selling 
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cost. Add to this the fact that by concentrating the bulk 
of his purchases with one source he gains the advantages of 
quantity buying, and it is apparent how he is able to 
profitably take a below average markup. 

On certain oxford numbers that are year around sellers 
and on which he has no markdowns and a high turnover 
rate, his markup is just under thirty per cent. On other 
conservative styles he takes thirty-two to thirty-six per cent, 
and on dressy shoes about thirty-nine per cent 

The natural result of this low average markup is that 
he has built a reputation for values. On one number his 
regular price is $9.95. A store in Winston-Salem regularly 
advertises an identical shoe from the same line, but under 
its own private brand name, at $12.95. 

Mr. Guyer makes no price comparisons with his com 
petitors, either in his advertising or his sales talks, He feels 
it is more effective, and results in more and better word of 
mouth advertising, when he lets customers discover values 
for themselves. 

Some of Guyer’s displays violate every rule in the book 
but they not only sell shoes. they also help reduce the cost 
of doing business by reducing the size of the shoe stock 
room required, When stocks peak for the season. instead of 
putting them in a stock room, Mr. Guyer puts reserve stocks 
of staple numbers of oxfords and pumps all over the store 
You will see them on the bottom of dress cases, on top of 
wall cases in the lingerie department. stacked on one end 
of a table with blouses, “Any place where the sight of them 
might remind women they need new shoes,” 

There are also conventional displays of shoes spotted 


around the store, and one window is reserved for shoes 
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Custom Tailoring by J. Press, Inc., New York 


Casual perfectionists prefer calfskin 


Whether a man’s clothes are custom cut or not, it’s accepted 


custom in any circle to wear calfskin shoes during business or 
leisure hours 


For practical smartness and well-groomed comfort, more and 
more well shod men in every walk of life are demanding ‘‘youth- 
supple” calfskin, Men take pride in the quality look — quality 
feel — of calfskin. They grow less tired in and of calfskin shoes 
because genuine calfskin tires less than ordinary leathers 
stays smoother to the foot, smoother to the eye 

Like fine tweeds, fine wines, or the soft subtle patina of fine 
silver — calfskin mellows with age. Like fine friends 
wears well and has no worthy substitute f Y 

Lawrence's Polo Calf®, Saxon, Tweed and Braemore / Spo 
calfskins build better shoes and a better customer follow (\ ng wed, 
ing. That's why they will build better profits for you . 


calfskin _ 


a 


A.C, LAWRENCE LEATHER CO., Peabody, Mass. 


A DIVISION OF SWIFT @ COMPANY (inc! This Lazy Lacer® single eyelet tassel tie, style #157 


by Nettleton, has the new low silhouette and conti- 
nental feeling more men are looking for is dis- 
tinctively crafted of Lawrence’s A-42 Polo Calf 
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RECORDER REVIEW OF CURRENT HAPPENINGS IN THE SHOE TRADE 
West Coast Show Stirs Up Wide Interest 





Seen at the West Coast Shoe Travelers Associates Fall Show were W. E. Huffman, 

left, co-chairman of the show, Joseph Mellott, of the City of Paris shops, center, 

and Elmer E. Robinson, mayor of San Francisco, who signed the proclamation, seen 
above, which declared a Shoe Week during the course of the show. 


SAN FRANCIScO—The West Coast 
Shoe Travelers Associates Fall Shoe 
Show opened with more than 600 lines 
of shoes, slippers and handbags dis- 
played by 325 exhibitors who took 
space in the Sheraton-Palace, St. 
Francis, Sir Francis Drake and Bel- 
levue Hotels. 

This was the first shoe show since 
1952 to be held in San Francisco, and 
was heralded by San _ Francisco’s 
Mayor Elmer E. Robinson who de- 
clared the week of May 22nd as Shoe 
Week. Most of the local stores and 
department stores’ shoe salons used 
considerable window display areas to 
feature shoes. Sunday editions of San 
Francisco and Oakland papers editori- 


alized on shoes and Sunday shoe 
advertisements took up more than 
double their usual space. These ad- 
vertisements continued to be run 


throughout the week, as the stores 
gave their support and cooperation to 
the Show. 

Primary interest of buyers at the 
show was in heels. They liked them 
slim, tapered and graceful, with 18/8’s 
leading in popularity. Of secondary 
interest was the so-called dressmaker 
detailing in shoes: tucks, folds and 
tailored bows, with some envelop treat- 
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ment of the toes. There was an 
gance in the shoes shown accentuated 
by a single cut steel or hammered 
silver button, or the bows, or a row 
of tiny buttons in the same shade as 
the shoe leather. 

Buyers put their stamp of approval 
on straps, halters and slings, as well 
as both closed and open toed pumps 
If medium heels were bought they had 
slender and graceful. Some of 
the buyers were seeking “pretty” shoe: 
as they termed it, but it was of a quiet 
prettiness and had nothing of th: 
flamboyant. 

As to colors, “black of all shades” 
as one buyer phrased it, is first for 
Fall. Translated this meant black in 
polished calf, lustre and matt leathers. 
Black suede is not in the picture at all 
at this time 

Next in popularity is the brown 
family, shading from Town Brown and 
Chestnut, seen in many dressy shoes, 
tu Brierwood, Golden Sable and Cog- 
nac for spectator shoes. There is a 
deep richness about the browns that 


to be 


should be very popular with style- 
conscious women. 
Blues. with the possible exception 


held little in- 


PLEASE | 


of Dark Wedgwood, 


[TURN TO PAGE 164, 
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Central States Shoe Show 
Reveals Greater Infiuence 


The twenty-first 
sponsored by the 


KANSAS Ciry, Mo. 
annual shoe show 
Central States Shoe Travelers was held 
at the Muehlebach and Phillips Hotels 
here. 

According to M. G. Campbell, 
tary-treasurer of the organizatoin, reg 
istration for the first two days totaled 
190, which was slightly less than had 
been expected. M. C. Hansen, president, 
reported that the show reached deepe 
into Nebraska and Oklahoma than any 
other show, 


ecre 


104 


wa 


In contrast to the 1953 and 
reports from sales representative 
this year’s lack of skepticism about 
acceptance of new style The littl 
heel, the unique colors and high style 
for men are here to stay until replaced 
by something newer \ number of 
salesmen reported that orders for the 
first two days would exceed last year 
total, and two veteran exhibitors de 
scribed the show as “already well ahead 
of 1954.” 

In women’s collections, 
caught some interest, especially in the 
light colored relatives of the brown 
family. But the leader was the black 
pump with calf and suede running 50-50 
in popularity. In all types of shoes, the 
smooth leathers are gaining headway 
this season. In the 
leathers in all colors are holding the 
number one place they have enjoyed 


for several years. 


the soft trend 


casuals, ataple 


still ranks high 
beige-to-coffee 
Blue and 


Colorwise, avocado 
with new grays and 
shades holding a high spot. 
red were rather quiet. 

Comments on silhouette preferences 


revealed that never have pumps been 
more desired or more desirable. The 
folded-in pump in several lines was a 


big hit in all colors, as was the con 
servative model referred to as “sweater 
pumps.” Modified tapered toes are here 
to stay for a while as are the dainty 
medium heels from 14-18/8. The panel 


back heel in 154%/8 was a leader i 
some lines. In casuals, the staple 
leathers with some variations in simple 


toe trims was popular 
optimism still 
noticeable 


In children’s shoes, 
prevails on sales. The most 
trend is that the traditional leadership 
of brown for youngsters is losing 
ground each year with even the brow: 
and-white saddle oxford being pushed 


[TURN TO PAGE 164, PLEASE] 
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Innes Sales Award Pregeam Inaugurated 


Ls ~ ——_ Le 


a =~ 


_7— ~~ : 


9 


Studying the plaques, cups and lapel ornaments awarded to Innes top salesmen 
and top management in the new Innes program of recognition to outstanding 
personnel are: seated, Paul M. Siegel, President of Innes Shoe Company; standing, 
left to right: Fred Gertzman, Sol Ackerman and Maurice Lyons, three of the four 


first-quarter winners. 


The fourth winner John N. Ciana of the Fresno-Fulton store 


was unable to attend the ceremonies. 


Los ANGELES——Paul M. Siegel, presi- 
dent of the Innes Shoe Company of Los 
Angeles, has announced the inaugura- 
tion of a new plan “to tangibly recog- 
nize sales effort in all Innes stores and 
departments.” 

“We want to make the top salesmen 
and women of the Innes chain aware 
of the fact that they are top salesmen, 
and we want to encourage every mem- 
ber of the sales force to improve his 
position as an Innes man who meets 
the public,” Siegel added. 

To achieve this goal, Innes will 
award each quarter of the year a prize 
and membership in the Innes Round 
Table to the four top salesmen. It was 
pointed out in announcing this plan 
that a top salesman means more than 
just the dollar volume in sales. Accord- 
ing to Innes executives, it means, too, 
that he has opened new accounts, he 
knows his merchandise and that of his 
competitors, and includes other factors 
such as personality, appearance, cour- 
tesy, sincerity, tactfulness, enthusiasm 
and a good list of personal customers. 

These quarterly reports will be kept 
for the entire year, and the executives 
will judge the top men not only for 
each quarter but for the entire year. 

Winners for the first quarter this 
year were, in the order chosen, Maurice 
Lyons of the Wilshire Store; Sol 
Ackerman of the Sherman Oaks store; 
Fred Gertzman of the Seventh and 
Olive store; and John N. Ciana of the 
Fresno-Fulton store. These four top 
salesmen received silver goblets and be- 
came the first members of the Innes 
Round Table. 

The four top salesmen for each quar- 
ter will receive this silver goblet en- 
graved with the insignia of the Innes 
Round Table and a lapel insignia of the 
Innes Round Table. The top Innes Man 
of the Year will receive a solid gold 
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wristwatch, suitably engraved; a gold 
Innes Round Table lapel insignia, in- 
laid with a pearl; and a silver plaque, 
mounted on wood, engraved to tell of 
his achievement which will hang per- 
manently in his store. 

The Top Manager of the Year will be 
honored with a solid gold wristwatch, 
an engraved silver plaque, and a gold 
Innes Round Table insignia, inlaid with 
a diamond. 

Top salesmen are rated 40 per cent 
for sales in accordance with quota; 20 
per cent for new customers; 20 per cent 
for personal customer list; and 20 per 
cent for other factors such as enthu- 
siasm, merchandising knowledge, tact- 
fulness, courtesy and personality. 

Top managers are rated 40 per cent 
on volume of sales according to quota; 
20 per cent on number of personal cus- 
tomers per salesman in his store; 20 
per cent for best job of sales training; 
and 20 per cent for store public rela- 
tions, merchandising, and community 
endeavors. 


Grouv Schedules First 
Week-Long Shoe Fair 


PHILADELPHIA — Philadelphia Shoe 
Associates have scheduled a week-long 
Shoe Fair beginning June 26. Activity 
will center in the Fourth Street area, 
long the heart of the shoe industry 
here. 

The event, the first of its kind, is 
being held to stimulate more local re- 
tail business. 

About 35 shoe manufacturers will 
exhibit Fall styles. The sponsoring 
group grew out of the Philadelphia 
Shoe Wholesalers Association, formed 
to aid retailers with credit assistance. 
Herman Davis of the Ideal Shoe Com- 
pany, is president of the organization. 








Dates to Remember 


Annual Outing and Golf Tournament, 
Leather and Allied Trades Associates, 
Ozaukee Country Club, Thiensville, 
Wis. June 2i, 

Annual Golf Outing, Shoe Travelers As- 
sociation of Chicago, River Forest 
Country Club .. June 24, 

Fiftieth Anniversary Outing and Golf 
Tournament, Boot & Shoe Travelers 
Association of New York, North Hills 
Golf Club, Douglaston, L. |...July 7, 

Shoe Show, Michigan Shoe Travelers 
Club, Statler Hotel, Detroit 

July 10, #1, 12, 

Baltimore Shoe Show, Baltimore Shoe 
Club and Associated Shoe Travelers, 
Lord Baltimore Hotel, Baltimore 

July 10, #1, 12, 13, 

Shoe Show, Tri-State Shoe Travelers 
Association, Hotel Statler, Buffalo, 
A. cy date wee chalets July 17, 18, 

Allied Shoe Products and Style Exhibit, 
Hotel Belmont Plaza, New York 

Aug. 7, 8, 9, 10, 

Leather Show, Tanners’ Council of 
America, Waldorf-Astoria Hotel, New 
York -++--Aug. 9, 10, 1955 

Golf Tournament ond Outing, St. Louis 
Chapter, 210 Associates, Norwood 
Hills Country Club . . Aug. 16, 

Canadian Shoe and Leather Fair, Shera- 
ton-Mount Royal Hotel, Montreal 

Oct. 9, 10, If, 12, 

National Shoe Fair, Chicago 

Oct. 24, 25, 26, 27, 

Tri-State Shoe Travelers 
Statler Hotel, Buffalo, 
in Eee Nov. 6, 7, 

Spring Shoe ‘Show, Southeastern Shoe 
Travelers, Hotels Henry Grady, Dink- 
ler, Peachtree and Piedmont, Atlanta 

Nov. 6, 7, 8, 9, 

Spring Shoe Show, Pennsylvania Shoe 
Travelers Association, Hotel William 
Penn, Pittsburgh. .Nov. 12, 13, 14, 15, 

Shoe Show, lowa Shoe Travelers, Hotel 
Fort Des Moines, Des gr” 

Nov. 14, 15, 

Spring Show, Popular Price a. Show 
of America, Hotels New Yorker and 
McAlpin Nov. 27-Dec. |, 

Fiftieth Anniversary, Boot and Shoe 
Travelers Association of New York, 
Statler Hotel ...Nov. 29, 
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Chicago Shoe Travelers 
Hold Annual Golf Outing 


Cuicaco — A dance, a permanent 
trophy, and a variety of prizes will be 
features of the annual golf outing of 
the Shoe Travelers’ Association of 
Chicago. The event will be held June 
24 at the River Forest Country Club, 
near Elmhurst. Retailers in the Chi- 
cago area are also participating. 

A permanent large trophy for the 
best golf score is being instituted this 
year. In addition there will be a num- 
ber of other prizes for golf and other 
special events. 

B. W. Adams and William F. Stamm 
are cochairmen. Retailers appointed 
to the committee are Ray Belz of 


Chas A. Stevens, Harry Kaplan of 
Hall’s Footwear, Bob Giesche, of 
Giesche-Rice Shoe Company in La 


Grange, Harvey Barr of Barr’s Shoes, 


Inc., Ottawa, Illinois, and M. Mc- 
Carthy of L. A. Rippels Shoe Store, 
Milwaukee. 
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Shoe Fair Committee Names 
Head of National Travelers 


New YorkK—E. J. Trench, president 
of the National Shoe Travelers Asso- 
ciation, has been named a member of 
the National Shoe Fair Committee, it 
was announced by John W. Morgan, 
chairman of the committee. The Na- 


tional Shoe Travelers Association rep- 
resents the factory salesmen of the shoe 
industry selling to retailers. They have 
headquarters at Chicago. 







E. J. TRENCH 


In announcing this addition to the 
National Shoe Fair Committee, Mr. 
Morgan said, “The National Shoe Fair 
Committee is happy to announce this 
important addition to our committee 
which up to this time has been com- 
posed of manufacturers and retailers. 
The committee is responsible for deter- 
mining all major policies connected 
with the Shoe Fair. These policies are 
carried out under the able management 
of George Gayou, general manager of 
the Fair. 

“The time has come, we believe, to 
add to this policy-determining group a 
representative of a group performing 
an extremely important function in the 
industry. The wholesale salesman is 
the connecting link between the retailer 
and the manufacturer. He must have a 
broad understanding of both manufac- 
turing and retailing problems. More- 
over, with growing competition, top- 
flight wholesale salesmen are making 
every effort to increase their knowledge 
of the retailers’ problems. Actually, 
they are more than salesmen; they are 
sales consultants. 

“It is understandable, therefore, why 
the National Shoe Fair Committee be- 
lieves that the president of the National 
Shoe Travelers Association can make a 
real contribution to its activities.” 


Shoe Store Files Name 


BuFrFraLo, N. Y.—A business name 
has been filed in the Erie County 
clerk’s office for Simmons Brownbilt 
Shoe Store, 2956 Delaware Avenue, 
Kenmore, by John R. Taber and Alvin 
L. Brumburgh. 
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New Seattle Shoe Store 
Features Extra Widths 


SEATTLE—The Russell Shoe Company 
opened for business during the past 
week at 1533 Third Avenue, under the 
proprietorship of Max Goldberg. This 
store features Fashion-Bilt shoes in 
double width sizes for men and women 
ranging from D to 4E. Mr. Goldberg 
says that he feels that there is a need 
for a shop catering to people with 
extra wide feet. He has been with the 
Foundation Shoe Company for eigh- 
teen years preceding the establishment 
of his new store and says his past expe- 
rience will help him cater to this trend. 
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profit when you carry 
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Children’s Shoe Store Chain 
Announces Expansion Moves 


-Spokesmen for 
Comar’s Children’s Shoe Stores an- 
nounced the opening of three new 
children’s shoe stores. They are located 
in Glendale at 204 North Brand 
Boulevard, in Van Nuys at 6352 Van 
Nuys Boulevard, and in North Holly- 
wood in the Valley Plaza Shopping 
Center at 6525 Laurel Canyon Boule- 
vard. 

These stores are part of a planned 
expansion program. Additional stores 


Los ANGELES 


are planned this year in Pomona, West 
Covina, and National City. 
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Circus Decor Shifts Shoe Store's Volume 
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Shoe fitting provides a thrill for the kids at Pflueger’s Smart Footwear. Mothers 
leave them at the shoe store while they shop nearby. 


ALBUQUERQUE, N. M, -~ Pflueger’s 
Smart Footwear, specializing in wo- 
men’s and children’s shoes, has turned 
a circusy atmosphere to account in win- 
ning the children’s trade. 

The rear 10 feet of the store looks 
like a miniature carnival, On the left, 
under a gaily striped canvas canopy, 
children have their shoes fitted while 
sitting on a lion, a camel, an elephant 
or a kangaroo. The animals are simple 
cutouts of wood with upholstered seats 
cut into their backs. They’re painted 
in bright colors, with comic expressions. 

On the other side is a small merry- 
go-round with four horses and pedals 
to make the thing go around, It spans 
only about seven feet. 


The fixtures are locally made, and 
while the original purpose was to en- 
tertain, the result has been a steadily 
climbing volume in children’s shoes. 
This, combined with a complete line of 
bailet slippers for dancing school stu- 
dents, has helped to upset the forme: 
trend so that less than one-third of the 
store’s volume is done in ladies’ shoes. 

“We find ourselves catering more and 
more to children,” says John 8S. Pflue- 
wer, manager of the store. “Our loca- 
tion in the Nob Hill shopping center 
makes it convenient for housewives. 
They can take their children when they 
go for groceries, notions or drug store 
items and pick up a pair of shoes on 
the same trip. 





Mountain States Show 
Host to Men from India 


Denver, CoLo.—The Mountain States 
Shoe Travelers Association held another 
successful show according to J. C. 
McGrane, executive secretary. 

Among interesting representatives at 
the show were S. S. Ahmed and A. H. 
Khan of the Khan Brothers Shoe Com- 
pany of Lucknow, India. The men were 
here with the idea of selling alligator 
shoes made in their country as well 
as to buy American shoes. 

Fall styles only were shown at this 
show. In casual footwear for women 
the emphasis was on softness and com- 
fort, including shoes with closed toe 
and heel. For women’s dressy shoes the 
important buys were being made in 
cling-sling, halter-sling and mule pumps 
with 23/8 heels. Also of importance 
were shoes with the folded top edge and 
laminated lining. Other features of 
importance seemed to be closed toes 
cut-steel bows and rhinestone trim- 
mings and the lustre calf in black ard 
bronze. 

Of great interest was the introduc- 
tion of Bertlyn piti pats for women. 
These leisure shoes, which come in 
vinylite packages for carrying in purse 
or suitcase, made a definite impact. 
The shoes, in 11 colors of soft leather, 
were found to sell especially well. 
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Many Celebrities Served 
By Canadian Shoe Store 


HAMILTON, ONT. — Celebrities who 
have bought shoes at the Robert Wil- 
son Shoe Stores Ltd. go from Gypsy 
Rose Lee to the Duke of Windsor, and 
from Marilyn Bell to Frankie Lane. 

Gypsy Rose Lee and her son, in fact, 
are still Wilson customers. The Duke 
of Windsor bought his shoes there 
when he was Prince of Wales. 

Other celebrities included a presi- 
dent of Mexico, Jack Dempsey, Tom 
Longboat, Phil Granville, and others. 

In business for 92 years, the Wilson 
store is the oldest shoe business in 
Canada to be continuously operated 
by the original family. In the last 50 
years it has numbered most Hamilton 
mayors among its customers, and most 
of the city’s old families. Great-grand- 
fathers of present-day customers start- 
ed buying their shoes there around the 
time of Confederation, as the store 
records show. 

Starting with a staff of three in 
1863, the firm today employs a staff 
of 21 in its two stores. 

Clare Armstrong, manager of the 
men’s department, has been on the 
staff for 30 years. 

Among the firm’s achievements was 
starting the first home fitting shoe 
service in the country, a service now 
used in stores across Canada. 


Galaxy of Footwear Figures 
In Jewish Appeal Climax 


New York—The awards committee 
of the shoe industry has completed the 
selection of the recipients-to-be of the 
1955 Gold Shoe Awards, it was an- 
nounced jointly by Louis Fried, Na- 
tional Shoes, and Herbert Posner, Dr. 
Posner Shoe Company, campaign cabi- 
net chairmen of the Shoe and Allied 
Industries Division of the United 
Jewish Appeal of Greater New York. 
The presentations are scheduled for the 
annual UJA Shoe and Allied Industries 
Division dinner Thursday, June 16, at 
the Hotel Roosevelt. 

Harry Edison, of Edison Brothers 
Stores in St. Louis, will be honored as 
“the Shoe Man of the Year.” Mr. 
Edison is chairman of UJA’s St. Louis 
Shoe group, and chairman of the local 
Federation campaign. 

In addition to his UJA work, Harry 
Edison is on the Board of Directors of 
the Jewish Federation of St. Louis, the 
Jewish Hospital of St. Louis, and the 
St. Louis United Fund. He is a member 
of the Charity Committee of the St. 
Louis Chamber of Commerce, and a 
Life Member of Brandeis University- 
as well as a sponsor of a Chair in 
Economics at that institution. 

The June 16 award dinner will mark 
the climax of the industry-wide cam- 
paign in behalf of the United Jewish 
Appeal. Members of the campaign 
cabinet include Sam Abrams, Knomark 
Manufacturing Company; Herbert M. 
Adler, Adler Shoes; Alexander L. 
Baris, Baris Shoe Company; Max J. 
Billig, Evy Footwear; Charles Blacher; 
Benjamin B. Cohen, M. Cohen & Sons; 
James J. Colt, Columbia Combining 
Corporation; Mitchell Ettman, of the 
firm of the same name; Leon D. Fischel, 
Comfort Sandal; Leonard Friedman, 
B. Friedman Shoe Company; Max L. 
Friedman; Monroe Geller, of Andrew 
Geller; Benjamin Kellner, Kitty Kelly 
Shoe Corporation; Maurice Miller; Ben 
Passweg, Langerman Shoe Corpora- 
tion; Charles I. Rockmore, of the firm 
of the same name; Murray M. Rosen- 
berg, Miles Shoes; Saul Schiff, A. S. 
Beck Shoe Corporation; Jerome Siegel, 
Playtime Casuals; and Milton Simon, 
I, Simon & Company. 


Seventh Chicago Flagg Unit 
Ready for August Opening 


CHICAGO Flagg Brothers Shoe 
Stores has signed a lease for the last 
store in the $1,500,000 chain store 
block on Cicero Avenue, north of the 
intersection of Milwaukee and Irving 
Park in Portage Park, it was an- 
nounced by Howard M. Landau, part- 
ner in Landau and Perlman, Chicago 
business property developers 

The men’s high fashion shoe store 
will be the seventh in the chain to be 
located in the Chicago area. There are 
over 100 Flagg stores in the United 
States. Flagg Cicero Avenue store wil! 
be 16 by 70 feet opens in August. 
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Allied Manufacturer 
Appoints Representative 


Dover, N. H.—Dan Lewis, Inc., an- 
nounced the appointment of the Ken- 
neth A. Proctor Company as their 
representative for Pennsylvania, Mary- 
land, and Virginia. 


High Inventories Force 
Shutdown at Wolverine 


ROCKFORD, MIcH.— Wolverine Shoe 
and Tanning Company shut down their 
work shoe and glove manufacturing 
units for a period before resuming pro- 
duction June 6. This was necessitated 
by excessive inventories built up in 
January and February in the expecta- 
tion of early Spring shipments which 


of this business, however, is for Fal! 
shipment, which provided no immediate 
opportunity for inventory adjustment 
without curtailing production. 


Joyce Rents Factory 
IND. Joyce, Inc., a di 
the United States Shoe 
Company, with home offices in Cin 
cinnati, has leased a vacant 
factory building on North East Street 


MADISON, 
vision of 


shoe 


failed to materialize. here. The division will begin the pro 

Orders this Spring appear to be run- duction of shoes in September. Rent to 
ning ahead of the same period last year, cover five years was paid to a group 
according to company officials. Much of Madison business men 


KENNETH A. PROCTOR 


Dan Lewis, Inc., manufactures Hom- 
asote wedge heels, platform material, 
tucks, and allied shoe findings. 

Kenneth A. Proctor has called on the 
Middle Atlantic trade for the past 
nine years, representing many leading 
companies. 

The Kenneth A. Proctor Company 
maintains offices in the Midway Build- 
ing, Ardmore, Pennsylvania, a suburb 
of Philadelphia. 


Honor Company for Safety 


Utica, N. Y.—The Little Falls Felt 
Shoe Company was honored at the 
annual meeting of the Utica Safety 
Council for completing a five-year acci- 
dent prevention program without a 
lost time accident. 


JOSEPH DE YOUNG SHOE STORE 
WASHINGTON, D. C. 
FEATURING 


FURNITURE 


PLANNED AND FABRICATED BY 


New Bass Representative 


WILTON, Me.—G. H. Bass & Co., 
manufacturers of Bass Outdoor Foot- 
wear, announced the appointment of 


A particularly effective use of Chair- 
masters style 3251 in combination with style 
3215 is found in the magnificent Joseph De 
Young Salon. These styles, just two of many 
Chairmasters units, are typical of the beauty 
and practicability of this fine furniture. 
There's a Chairmasters style suitable for all 
types of shoe stores—modest interior or lux- 
urious salon. All are designed expressly for 
shoe selling, all have the same features of 
ruggedness and durability which have 
made Chairmasters the first choice 
with leading stores. 


3251 and 3215 Used in installation 
Width——22 in. Spring Seat and Back. 
MAIL THIS COUPON TO CHAIRMASTERS TODAY 


© Engineered and Built for Durability Above 


© Designed Expressly for Shoe Stores 
@ Many Beautiful Styles © Priced Right 


© Upholstered in Lustrous Boltaflex 
Plastic Colors to Specification 


! Please Send New Chairmasters Catalog To 
1 NAME 
| STREET 


. CITY STATE 


F. R. PIERPONT 


INC. 
200 EAST 146TH ST., NEW YORK 51, N. Y. 
SPECIALISTS IM SHOE STORE FURWITURE BUC LA LLU i UR 


Francis R. Pierpont to their national 
sales staff. Mr. Pierpont will cover 
those states in the Rocky Mountain 
sales area. 
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West Coast Shoe Show 
Stirs Up Wide Interest 
[CONTINUED FROM PAGE 159] 


terest. Reds were considered passe and 
had little activity except for Sepia 
Red, which is believed will be very 
popular after the Vogue Magazine 
promotion gets under way in the Fall. 
Avocado is past its peak in popularity 
but Avocado Peel is predicted to take 
its place. The lustre leathers in black, 
brown and some copper tones were 
being purchased also. 

Shoes of glove leather softness were 
in demand. Flats with smooth, flexible 
soles were wanted by the teenager. 
The skimmer-type, moccasins and 
other flats were being shown, but with 
better detailing. There was buyer in- 
terest in those with the inner heel, 
preserving the “flat” look with a more 
graceful appearance to the shoe and 
foot 

White, natural and pastels were 
still being purchased by those who have 
stores in towns where the summer 
extends well into September. Pink is 
still the No. 1 pastel. 
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Flexibility and lighter weight 
leathers in men’s shoes was evident 
with slip-ons and one- and two-eyelet 
shoes very popular. Black, light char- 
coal and browns were in demand. As 
a change from the 5- and 6-eyelet 
shoe, there is an interest in the 3- and 
4-eyelet, which perhaps is going to 
bridge the definite change to the 1- 
and 2-eyelet styles, according to an 
idea expressed by one of the factory 
representatives. 


Ladies’ slippers were made in some 
interesting, high-fashion materials. 
There is glitter in both material and 
trims. 

Perhaps one of the most interesting 
sidelights in the children’s field was 
the lack of interest in such special 
designs as the Davy Crockett slippers. 
Although Davy Crockett designs in 
almost everything from clothing to 
school binders are “hot” items in this 
area, buyers shied away from stocking 
slippers with this design. They claimed 
the fad may fall flat after they have 
put in a large stock. Also in stocking 
such a special design they need a large 
variety of sizes, and could easily be 
left with unsalable merchandise if the 
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popularity of Davy Crockett wanes. 

E. G. Anderson, chairman of the 
show committee, reported that he felt 
it was a good “working” show with 
buyers very serious and selective in 
their buying. They were looking for 
merchandise they could use to interest 
their customers now and in the Fall. 
In some cases, buyers were looking for 
a complete line of shoes to be featured 
in a particular spot in their store. 
They already had the location and just 
were looking for the “right” mer- 
chandise to fill it. 

Mr. Anderson also pointed out that 
there is right now a clearer division 
between dressy shoes and the tailored, 
with less emphasis being placed on 
dual-purpose shoes. 

Figures were not available for 
comparison with the show in 1952 but 
the attendance was believed to have 
bettered the figures for the last show. 
Zuyers made complete tours of the 
show before placing orders and fre- 
quently made appointments with ex- 
hibitors to go over a line after the 
show was over. It was because of this 
that a number of exhibitors stayed on 
for a few days longer after the close 
of the show. 

A golf tournament closed the social 
activities on Wednesday, May 25 at 
the Golden Gate Park Pitch and Putt 
Course. 


Central States Shoe Show 
Reveals Greater Influence 
[CONTINUED FROM PAGE 159] 


from top position by other colors. Reds 
and blues are equaling brown for girls, 
but for boys brown is still favored. 
However, salesmen have found that the 
black shoe appeals to parents. 

In men’s shoes the big thing is that 
fashion and color are holding their own 
with comfort. The Continental influence 
in soft shoes and the dark colors are 
the main style interests for Fall. 





New Retail Shoe Shop 


New York—Whitehouse and Hardy 
Shoes announced it had signed a 15-year 
lease for a large ground floor unit in 
Rockefeller Center in the British Em- 
pire Building at 620 Fifth Avenue. The 
unit will be made of combined shops. 
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Southeastern Travelers 
Pension Secretary for Life 


£. Marvin Cousins, above, of Birming- 
ham, Ala., has been assigned a life pen- 
sion for long and conscientious service 
as executive secretary of Southeastern 
Shoe Travelers, Inc. Mr. Cousins will be 
required to serve the organization 
henceforth only in an advisory capacity, 
but he will be subject to the call of the 
president. 


ATLANTA—Southeastern Shoe Trav- 
elers members, having honored E. 
Marvin Cousins, long executive-secre- 
tary of the organization, with a life 
pension, recalled here how Mr. Cousins 
organized the Travelers back in early 
1942 with a handful of 25 shoe sales- 
men from the Atlanta area. 


The organization then grew to 90 
members. Today it numbers more than 
400. 

In 1944 a group of salesmen in the 
Carolinas and Virginia called on Mr. 
Cousins for help and he organized 
them into what is now known as the 
Carolina-Virginia Fashion Exhibitors. 

When the War Department ruled 
out exhibits in 1945, Mr. Cousins and 
a few colleagues traveled to New 
York Chicago and St. Louis to help 
form an organization now known as 
the National Association of Women’s 
and Children’s Apparel Associations. 
Its membership numbers more than 
25,000 salesmen all over the country. 

Mr. Cousins started his business ca- 
reer at the age of 22 in a Birmingham 
jobbing firm as a junior partner. He 
sold his interest in 1926 to enter his 
own direct mill shipping brokerage 
business. His interests in this busi- 
ness kept him on the road for 36 years. 
His first effort to organize exhibits 
was in 1935 when he created Southern 
Fashion Exhibitors, Ince. 

That operation proved so successful, 
he was called into Memphis to organ- 
ize the Cotton States Fashion Exhibi- 
tors, with which he was associated for 
10 years. 


Edison Brothers’ Growth 
Creates New Territory 


St. Lovuis—Edison Brothers Stores’ 
expansion program, already respon- 


sible for eight new stores this year 
with 14 more to be added to the roster 
of 259 now in operation, has neces- 
sitated the creation of a new region, 
a company spokesman announced, 

Regional manager Robert Harper, 
supervising stores on the West Coast 
with headquarters in Hollywood, was 
assigned the new regional territory 
taking in the state of Florida, with 
headquarters at Miami. 

Bill Langston, former manager of 
Burt’s Shoe Store in Houston, Tex., 
was promoted to regional manager to 
fill the vacancy created by the new 
regional post in Miami. The 259 stores, 
located in 38 states and the District 
of Columbia, now are divided into 23 
regions 

Mr. Harper, who 30 years ago began 
with Edison Brothers as a salesman, 
has held posts as manager and regional 
manager for the past 25 years. 


New Manager Named 


LEWISTON, MgE.—Charles Morin, 88 
Ash Street, has been named manager 
of the Frances Store’s new shoe depart- 
ment. The Frances Store chain has 
operated a branch store at 38 Lisbon 
Street, for several years, but has re- 
built the basement to handle the new 
shoe department. Besides Mr. Morin, 
three full-time clerks will be employed. 
Mr. Morin has been employed 12 years 
by the Lewiston branch of the Boston 
Shoe store. He was graduated in 1947 
from Bliss Business College. 
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Form Largest Shoe Chain in the South 





Merger of Butler’s, Inc. and Marilyn Shoe Corporation Results 
In Second Largest Retail Women’s Shoe 
Complex in the Nation 


ATLANTA The formation of the 
largest exclusively retail women’s shoe 
chain in the South, and the second 
largest in the United States, by the 
affiliation of Butler’s, Inc., Atlanta, 
and Marilyn Shoe Corporation, 
Augusta, Ga., was announced by David 
L. Slann, president of Butler’s, and 
Samuel Simowitz, president of Marilyn. 
The affiliation was arranged by an 
exchange of Marilyn stock for Butler 
common stock. 

Butler’s was founded by Mr. Slann 


in 1926 with its first store in West 
Palm Beach, Fla. In 1939 it merged 
with Pollocks, Inc., a shoe chain 


operating in the Carolinas, which had 
been organized in 1922 by Benjamin 
A. Pollock, now executive vice-presi- 
dent of Butler’s. Butler’s is a publicly 
owned corporation, operating over 100 
stores in the Southeast. Marilyn Shoe 
Corporation, a privately owned cor- 
poration, also had its beginnings in 
1926 with its first store in Augusta. 
There are now 35 stores in the chain, 
principally in the south 

Mr. Slann characterized the affilia- 
tion as “not merely a move to gain 
size, but a development which will put 
both companies in a sounder competi- 
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tive position with other shoe chains 
and will make available personnel, 
resources, and talent that will ac- 
celerate their growth and progress.” 

I. D. Shapiro, executive vice-presi- 
dent of Marilyn, said the two companies 
will continue to operate as separate 
entities. “None of the employees of 
Marilyn or Butler’s will be affected 
by the affiliation,” he said. “All pur- 
chasing, sales, and operating policies 
will continue to be planned in Augusta 
where Marilyn maintains offices and 
warehouses. Similarly, Butler’s will 
continue to operate out of Atlanta. 
At the store leve] Butler’s and Marilyn 
will continue to compete for the 
patronage and good-will of the buying 
public,” Mr. Shapiro said 

J. Murrey Atkins, president of R. S. 
Dickson & Company, Charlotte, N. C., 
investment banking house which has 
represented Butler’s for the past 20 
years and has been the principal 
underwriter for several of Butler’s 
securities issues, said that Butler has 
approximately 1700 ~ stockholders, 
principally in the Southeast. A de- 
tailed report of the affiliation, includ- 
ing a pro forma combined balance 
sheet and earnings of the two com- 
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panies, is being prepared for stock- 
holders, according to officers of But- 
ler’s. 

The officers and directors of But- 
ler’s, Inc., are David L. Slann, presi- 
dent: Benjamin A. Pollock, executive 


vice-president; Isidore T. Shapiro, 
vice-president; George Heald, secre- 
tary and treasurer, and J. Murrey 


Atkins and Sol I. Golden. 

Marilyn officers are Samuel Simo- 
witz, president; Israel D. Shapiro, 
executive vice-president; Joseph Simo- 
witz, vice-president; Albert Greenfield, 
vice-president, and Bernard Simowitz, 
secretary and treasurer. 

Both firms are represented by the 
accounting firm of 8S. D. Leidesdorf 
& Company of New York 


Chain Leases Store Site 


Houston—Morgan-Hayes, Inc., has 
signed a 15-year lease for a Standard 
Make Shoe Store on a central down- 
town corner, Texas and Fannin. 

W. Morgan Rose, president of Mor- 
gan-Hayes, Inc., who negotiated the 
lease, said he expects the store will be 
one of the best volume units in the 
chain. 


Charter Tin: Make Outlet 


LUELL, Tex.—The Luell Thom McAn 
Shoe Store has been chartered with a 
capital stock of $500. Incorporators 
are I. B. Addington, H. J. Compton 
and R. L. Lowdon. 


Boot and Shoe Recorder 





Philadelphia Holds 
Last Shoe Course 


PHILADELPHIA—A panel of shoe in- 
dustry experts answered questions 
from the floor at the tenth and final 
session of the course on Prescription 
Fitting given at Temple University. 
Much interest centered around the new 
shell styles and what shoe fitting prob- 
lems they would entail. 

Sitting at the panel table were Joe 
Kessler, Jr., medical relations director 
of the Edward Shoe Company in Phil- 
adelphia; Benjamin L. Finn, execu- 
tive secretary of the Independent Shoe- 
man; Dr. Morris Wax, chiropractor 
and owner of Morris Wax Shoe Store 
and Raymond Donoff, buyer of chil- 
dren’s shoe of Gimbel Brothers, Phila- 
delphia. 

All agreed the new high heels for 
children were likely to cause trouble to 
the children who wear them. Mr. Don- 
off said children who are old enough to 
wear size 10 upwards are deciding 
their own style trends, as seen in the 
popularity of the loafer and the pump. 
Joe Kessler of Edward Shoe said that 
a shell pump with a good last that 
fitted well, worn only for dress would 
not be too detrimental for the child. 
Dr. Morris Wax said that he foresaw 
more bunions with this type of shoe 
worn at an early age. Ben Finn also 
emphasized the importance of getting 
the right last and issued a warning for 
parents to let their children wear this 
type of shoe only for dress. 

Dr. Wax likened the weight borne 
in the foot at the heel and metatarsals 
and their support to two stanchions 
with guy wires supporting a bridge. 
He thought the stress on a foot with a 
pump would comparably twist the guy 
wires on a bridge. 

All members of the panel with the 
exception of Dr. Wax thought in the 
interests of accuracy it would be best 
to contact a doctor first. Mr. Don- 
off felt this procedure would cut down 
the number of returns. Mr. Kessler 
suggested the shoeman ask the cus- 
tomer to come back so that he might 
have a chance to “talk about the case 
with her doctor.” He felt the doctor 
could then verify the measurements 
and the shoeman continue to get pre- 
scriptions from the doctor. 

The panel was asked why children’s 
shoes so often came in Neolite and 
Avonite when some doctors did not 
advise it. Mr. Donoff said that since 
Gimbels had been using these soles 
they had not had one complaint of the 
shoes’ not wearing well. Mr. Kessler 
pointed out that the manufacturer is 
trying more and more to waterproof 
soles. It was pointed out that many 
doctors are themselves advising these 
soles with prescription shoes. Mr. Finn 
said that Consumer’s Union had come 
out with the finding that leather out- 
wore the compositions 

Mr. Donoff said his selling policy 
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was that “if he didn’t have it, he 
should get it, and once he got it, he 
should get rid of it.” In buying, he 
said that he must be 95 per cent cor- 
rect. 

Asked a question about the rigid 
shank, Mr. Kessler said that 85 per 
cent of the manufacture was in the 
rigid shank and that the Edwards 
Company still followed the Dr. Thomas 
school of thought and made the steel 
shank, 

The meeting closed with Dr. Sam 
Katz of Temple University and Ben 
Finn passing out certificates for com- 
pletion of the course to 181 who had 
come for all 10 sessions. 


Executive Changes Made 
By Edwards Shoe Stores 


ATLANTA The recent board of 
directors meeting of Edwards Shoe 
Stores, Inc. operators of leased shoe 
departments and shoe stores through- 
out the South, made a number of 
executive changes which were an- 
nounced by D. L. Spielberger, newly 
elected president of the company. 

Harold Yudelson became executive 
vice-president, Ben Rosenberg, vice 
president; Morris Manning, secretary 
and treasurer. Sol Yudelson was ap- 
pointed chairman of the board after 
serving as president for 30 years. 





Sensational New Technique 











Three out of every four cus- 
tomers in your store are good 
| for an extra profit of $3.45. 
|__ No salesmanship is necessary. 
| No high pressure. : 
| This method of letting the 
/customer sell himself has been 
| practiced successfully in key 
| shoe stores for years—and now 

we offer it to you. 


Here’s how it works: 


Some form of painful foot 
trouble afflicts 75% of your cus- 
‘tomers. Tell these customers 
that you think you can relieve 
| their pain if they will just wear 
'Cuboid Stabilizers in their 
shoes. Explain that these Stabi- 
lizers were created by Dr. Hiss. 
world-famed foot surgeon, and 
other doctors at the Hiss Clin- 
ics, based on over a million foot 
treatments. 
| Don’t try to sell—just say: 
“Wear these Stabilizers inside 
your shoes—and any time with- 
in 90 days if you feel you don’t 
| want them—if you want to give 
them up—just return them to us 
and you'll get your money back.” 

You collect $5.95 deposit—you 
make $3.45 profit—because less 
than 1% return the Stabilizers 


Don’t try to make a sale... 
and pocket $3.45 extra profit! 








and in those rare cases we re- 
place them so you are never out 
one cent! 

Never before such an easy way 
to make big profits and friends 
for your store at the same time. 
You can get started by return 
mail—we’ll ship your opening 
stock and guarantee your sales! 
You can’t lose—so mail coupon 
now: 
se eee eee eee eee aa eee eee eee 


Stabilizer Co., Hiss Clinic Bldg., 
740 South Flower St., 


Los Angeles 17, Calif. 


Rush me introductory assortment 
of Cuboid Stabilizers on guaran- 
teed sale basis with full details of 
Money Back Sales Plan, ($2.50 per 
pair, 2% 60 days, FOB, LA) 
Store 
Name 
By 
Address 
City State 

MEN 


We sell shoes for 


} CHILDREN 
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Sell the whole family... 


GODING 
BOOTS 


for rodeo and vacation 


Goding Cowboy Boots for 
Men win you profits in a walk 
- «+ » Or a ride, Hi-Cowboy 
heels or walking heels make 
them favorites of the riders 
or the walkers . . . favorites 
of retailers who want their 
customers to come back for 
more, Like all other Goding 
Boots, they’re built to exact- 
ing specifications, with genu- 
ine Goodyear Welt Construc- 
tion. 


You'll also want to see the 
rest of the Goding line — 
Cowboy Boots for ladies and 
children, and Service Boots, 
including Wellington and En- 
gineer styles. Yes, the whole 
family is a sales prospect 
when you stock Goding Boots. 


Write today for our free illus- 
trated booklet. See the full 
line of Goding Cowboy Boots 
and Service Boots .. . see 
them in the true colors of the 
expertly tanned leathers used 
in their construction. 


Take advantage of August 
Ist dating, net 30 days on at 
once orders totaling 48 or 
more pairs. 


Salesmen: A few 
choice territories are 


open. Write today. 


GODING 
BOOTS 


INC. 


PARIS, ILLINOIS 





Planning Committee for Baltimore Show 


Shown is a portion of the Shoe Show Committee responsible for arrangements at 

the Baltimore Shoe Show, scheduled for July 10-13 at the Lord Baltimore Hotel. 

Left to right, are Irving Schoen, of D. Brown and Company; Samuel Abrahams, 

Whitelock Bootery; P. Irvin Volk, of P. H. Volk and Company; Mrs. Sara Abrahams, 

Harry Levy, representative of the Hill Shoe Company of Philadelphia; Robert 
Rubin, shoe buyer of Epstein's Department Store, and W. Milton Volk. 





Retail Registration Up 
At Columbus Shoe Fair 


CoLuMBUSs — Central Ohio retailers 
showed approval of the new Fall shoe 
styles and colors by buying enthusias- 
tically at the Ohio Shoe Fair which 
convened in Columbus at the Deshler- 
Hilton Hotel. 

The hosts of the show, The Ohio Shoe 
Travelers Club, reported attendance 
was higher this year, with a 20 per 
cent increase in retail registration and 
118 exhibitors as compared to 90 in 
1954. The club had planned a “buying 
show,” M. C. Swan, publicity chairman 
said and the response was immediate 
with an increase of 25 per cent in busi- 
ness transacted. 

Almost without exception orders for 
unusually early Fall deliveries were 
requested by buyers. Most desired a 
July delivery date in order to get their 
August Fall and “back to school” pro- 
motions launched in August. 

Buyers were reported as very fash- 
ion conscious and, while ordering a 
number of stand-by styles, tended to 
prefer the high color and high fashion 
styles. 

Children and teenage shoes received 
much attention. The trend in the little 
sister styles was to new colors like 
avocado, charcoal and pink; softer 
glove leathers, and copies of Mother’s 
shoes. Tennis shoes emerged strongly. 

Cleveland Footwear displayed a 
Davy Crockett tennis shoe, brown and 
white with a row of fringe on each 
side. The same company also had a 
Howdy Doody tennis shoe. The Beacon 
Falls Rubber Company introduced a 
black and white men’s and boys’ bas- 
ketball tennis shoe with an ankle patch 
of the Cleveland Indians on the side. 
This shoe is to be promoted in north- 
ern Ohio by Herb Score, pitcher of the 
Cleveland Indians. 

Another eye-catching display was the 
automobile saddle shoes by the Deevers 
Shoe Company. The buck leather shoes 
were trimmed with leather collars fol- 
lowing designs featured in the newest 
sports cars. Most popular was the black 


buck with ivory and sand 
leather collar. 

Women’s sport shoes of the new 
marble or tiled soles and a low two- 
eyelet tie following the popular men’s 
fashion was selling fast. Cushioned 
intersoles were high on the retailers 
“must” list and approval was placed 
on a plaid and a lambswool intersole 
displayed. In men’s fashions the slip- 
ons were most popular. 


canyon 


Large Turnout Seen 
For Paris Leather Show 


Paris—The thirteenth annual Inter- 
national Leather Week to be held in 
Paris, France, September 9 to 14, will 
be the largest of these expositions so 
far judging by the number of exhibi- 
tors who have already contracted for 
space. Exhibitors will include tanners, 
shoe and glove manufacturers, manu- 
facturers of shoe machinery, makers of 
handbags and other leather products 
and other fabricators in the leather in- 
dustry. 

The exhibition will be held at the 
Pare des Expositions, Porte de Ver- 
sailles. An area of approximately 160,- 
000 square feet will be available for 
booths, which will be of handsome de- 
sign and construction. 

The purpose of this annual exhibition 
is to bring together French and for- 
eign manufacturers and dealers in the 
leather and allied industries. In past 
years an average of 250,000 visitors has 
attended the exhibitions and a large 
volume of business has been transacted 
or initiated. 

Special arrangements have been 
made for the accommodation of foreign 
exhibitors and visitors, with reduced 
rates on the French railways from the 
port of entry. Bonded warehouse fa- 
cilities will be available for foreign 
exhibitors. 

For additional information, write to 
the Commissariat General de la Se- 
maine du Cuir, Conseil National du 
Cuir, 2 Rue Edouard VII, Paris (9), 
France. 
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NSMA Hold First 
Office Management Clinic 


HARRISBURG, PA.— The first of a 
series of regional accounting and office 
management clinics sponsored by the 
National Shoe Manufacturers Associa- 
tion was held at the Hotel Harris- 
burger here May 17. More than 80 
delegates representing 40 shoe manu- 
facturing companies in the Central 
Pennsylvania area attended the clinic. 

William Sheskey, economist for the 
National Shoe Manufacturers Associa- 
tion, who conducted the clinic, read a 
statement from Merrill A. Watson, 
executive vice-president of NSMA, who 
was unable to be present. Mr. Watson’s 


statement pointed out the need for im- 


proved accounting and office manage- 
ment techniques to increase efficiency 
in the face of stronger competition in 


the shoe industry. The statement also | 


noted that this is the third step in a 
balanced program to provide the shoe 
industry with up-to-date information 
in the latest management techniques. 

The theme for these accounting and 
office management clinics, “A free ex- 


change of ideas and information among | 


delegates for the gain of all,” was also 
stressed in Mr. Watson’s statement. 
Along with the factory management 
conference and the merchandising 
clinic, these sessions provide manufac- 
turers with a service applicable to all 
areas of management. 

The first topic on today’s agenda 
covered tags, coupons, and factory pay- 
roll. Charles F. Shank, Hagerstown 
Shoe Company, Hagerstown, Mary- 
land; Robert Gingerich, W. L. Kreider’s 
Sons Manufacturing Company, Pal- 
myra, Pennsylvania; and Harold John- 
son, Endicott Johnson Corporation, En- 
dicott, New York, were the panel mem- 
bers for this portion of the program. 

Miss Isabel Bishop, of Shaw-Walker, 


New York, demonstrated through the | 


aid of a Viewgraph some of the payroll 
systems that Shaw-Walker has tailored 
for the shoe industry as well as other 
industries. 

The sceond phase of the agenda was 
devoted to cost accounting. Bobert A. 
Mitchell, Ellwyn A. Mitchell & Com- 
pany, Boston, Massachusetts; Harold 
Erich, Curtis-Stephens-Embry Com- 
pany, Reading, Pennsylvania; and 
Henry Marshall, G. R. Kinney Com- 
pany, Carlisle, Pennsylvania, were the 
panel members for this session. 

The meeting was concluded with a 
session devoted to order processing, 
production scheduling, and stock con- 


trol. Clyde Gerberich, Jr., Gerberich- | 


Payne Shoe Company, Mr. Joy, Penn- 
sylvania; Fred J. Anderson, Hubler 


Shoes, Inc., and Harold MeGowan, En- | 
dicott Johnson Corporation, Endicott, | 


New York, were the panel members. 


There were more than 80 delegates | 
manufacturing 


who represented 40 
firms and all enthusiasm for the meet- 
ing and favored making it an annual 
event. 
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Edison Brothers Stores 
Appoints Honolulu Manager 


St. Louts—Edison Brothers Stores, 
Inc., which recently announced it would 
open its first shoe store outside terri- 
torial United States at Honolulu, 
Hawaii, has named Francis J. Wetta, 
Jr., as regional manager for this new 
area. Mr. Wetta currently is regional 
manager for the firm with headquar- 
ters in San Francisco and the firm re- 
gards the Honolulu store as an exten- 
sion of its West Coast operation. 

Recent visitors to Edison Brothers 
home office here were Jo Arenson, vice- 


president with headquarters in Los An- 
geles, A. C. Landau, field executive 
also of Los Angeles, and Mr. Wetta. 
They were here to confer about the 
architecture, merchandising and plan- 
ning of the Honolulu operation. 


Salesman Wins Oscar 


New ORLEANS, LA.—Stanley Abadia, 
salesman for the Baker Shoe Store at 
941 Canal Street, has been awarded 
a gold Oscar by the company for out- 
standing salesmanship and customer 
service. He was selected for the award 
from among 1,200 salesmen working 
in more than 250 company stores. 
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a friend... brings new 
faces into your store! 


For complete information write The House of Crosby Square, 
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New England Shoe and Leather 
Association 


THE New England Shoe and Leather 
Association was organized in 1869 and 
incorporated by a special act of the Mas- 
sachusetts State Legislature in 1871. It 
is probable that no other trade associa- 
tion has witnessed and participated in 
such revolutionary changes as have oc- 
curred with the changeover from hand 
to machine-made shoes. At the time of 
its organization in the latter part of the 
nineteenth century most shoes were made 
by hand. The little New England ten- 
foot shops were still of primary impor- 
tance in producing footwear. While Bos- 
ton was the leading shoe market of the 
world at that time, those who actively 
participated in the trade had little in 
common other than the crafts in which 
all were engaged. Because of this, the 
Association was organized primarily to 
provide a means for the exchange of 
ideas in preserving and forwarding the 
interests of New England’s shoe and 
leather industry. 

The first secretary of the Association, 
Captain George C, Houghton, was suc- 
ceeded in 1909 by Thomas F. Anderson 
who filled this post until his death in 
1934. His successor was James H. Stone, 
former editor of the Shoe Retailer and 
later secretary of the National Shoe Re- 
tailers Association. Mr. Stone died in 
1938 and was succeeded by the present 
secretary, Maxwell Field, 


The 210 Associates 


The 210 Associates is one of the most 
prominent organizations within the shoe 
industry, and something unique in the 
annals of American business and indus- 
try. It is fundamentally a fraternal, 
charitable and philanthropic organization 
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Trade Associations of New England 


(More trade assvciation information on pages 42-43) 


with a spectacular records of aid and re- 
habilitation to those in need in all seg- 
ments of the shoe and leather industries, 
whether 210 members or not. 

The organization was founded by ten 
men back in 1939, is in its 16th 
year. It was originally known as the 210 
Lincoln Street Associates, a Boston group 
who banded together to raise funds to 
help industry colleagues in need. Its 
first president was A. W. Berkowitz of 
the Bourque Shoe Co. 

From its original ten members it has 
grown to a membership of some 3,500 
people representing all branches of the 
shoe, leather and allied trades industries 
and salesmen. It is now 

in character and in the 
It is today rep- 


now 


executives 
national both 
scope of its operations. 
resented by regional chairmen in all shoe 
and leather centers throughout the na- 
tion. Its president this year is Kivie Kap- 
lan of Colonial Tanning Co., and its ex- 
ecutive secretary is Frederick Bloom. 

Funds for the operation of this fast- 
growing organization are obtained chiefly 
from two sources: the annual dues ($10), 
and advertising from its yearbook. These 
funds are used not merely for emergency 
financial aid to those in the industry in 
need (aid recipients may be non-members 
as well as members), but more empha- 
tically for a rehabilitation program aimed 
at helping to restore the individual to a 
productive capacity. Aid for an indi- 
vidual case may run as high as $15,000. 


Haverhill Shoe Manufacturers 


Association 


This trade organization, founded in 
1910, is nearly a half century old. Hav- 
erhill, once one of America’s major shoe 
manufacturing centers, is still an impor- 





tant shoe-producing area, though now 
specializing largely in women’s novelty 
footwear. 

President of the organization today is 
Barton M. Kramer, of Kramer Shoe Co. 
Treasurer is Harold Gould, Hartman 
Shoe Co.; counsel is Walter M. Espovich. 

The association, which is comprised of 
25 member firms, serves a unique func- 
tion. Because most of the shoes made in 
this area are novelty types, there’s a con- 
stant and rapid change in styles and 
hence in the details involved in making 
these shoes. The many fluctuations in 
labor requirements sets up an ever-shift- 
ing costing and pricing situation on these 
shoes. As a result, the association main- 
tains two full-time labor pricing experts 
so that a fair cost-price situation is main- 
tained against these conditions. 


Lynn Shoe Manufacturers 
Association 


A half century Lynn, 
Massachusetts, was known as the nation’s 
shoe capitol. While some of its forme 
glory in this respect has diminished, it 


is still an important shoe manufacturing 


or more ago, 


center. 

The organized core of this center is 
the Lynn Shoe Manufacturers Associa- 
tion, founded some 20 years ago. Today 
its president is Arthur Rubin of Lynn- 
craft Shoe Co.; treasurer is Louis An- 
drews; Martin C. Goldman; 
and counsel is Charles Goldman. 

The member firms of this organization 
are in the shoe producing centers of 
Lynn, Salem, Beverly and Chelsea. The 
purpose and function of this small yet 
prominent New England shoe trade as- 
sociation is, aside from a unified nego- 
tiations program with labor, to help keep 


secretary, 
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A honey-comb of sealed air 
cells replaces the ordinary 
filler . . . cushions every step 
. .. supports 100% of body 
weight on air. The result is 
unequalled comfort. Airfilm 
Shoes also insulate effectively 
against heat and cold. To make 


Division of .Mid-States Shoe Co., Milwaukee 12, Wisconsin. 


friends and customers .. . feature 
AIRFILM ... America’s only pneu- 


matic and completely nailless shoe. 
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its member firms abreast of all tech- 
nological developments, government reg- 
ulations and legislative matters of im 


portance to the industry. 


Associated Shoe Industries 
of Southeastern Massachusetts 


Founded in 1893, this is one of the 
shoe industry’s oldest trade organiza- 
tions, with 62 years of continuous exist- 
ence. It today consists of 17 shoe manu- 
facturers and 12 member firms in the al- 
lied trades, all in the Brockton, Mass., 
area. 

Board chairman of this group is Wil- 
liam S. Fraser, Jr., of the Commonwealth 
Shoe & Leather Association. Vice-chair- 
man is Hector E. Lynch III, of Howard 
& Foster; treasurer is Daniel S. Tarlow, 
Stone & Tarlow; assistant 
A. L. Monahan, E. T. Wright Co. 
ecutive secretary is Walter T. Spicer. 

The original name of this organizatioi 
was the Brockton Shoe Manufacturers 
Association. It was later changed to the 
Southeastern Shoe Manufacturers Asso- 
ciation. In 1946 it received its present 
name, Associated Shoe 
Southeastern Massachusetts. 

In addition to acting as a group in 
local labor relations matters, this Asso- 
ciation is active in keeping abreast of 
new technological methods, industry con- 
ditions, statistics, government regulations, 
and other matters of interest to its mem- 
ber firms. It also maintains a public re- 
lations program. 


treasurer is 


Ex- 


Industries of 


Boston Boot and Shoe Club 


This organization, founded in 1888, i« 
perhaps the nation’s oldest trade-social 
crganization. It has four monthly meet- 
ings, plus a golf tournament, annually. 
These events are attended by hundreds 


of executives in the shoe and leather 


industry throughout New England. The 
meetings are primarily social events for 
a get-acquainted purpose. 
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At the 66th annual meeting last April 
the newly elected president was Charles 
R. Sweeney (he piloted the plane that 
dropped the atomic bomb on Nagasaki, 
Japan), of Kelly and Sweeney Leather 
Co, Vice-presidents are Francis Shea 
Barbour Welting Co.; Irwin Katz, Hub 
bard Shoe Co.; and Wallace MeGrath 
is Max 


John Lucey Shoe Co. Secretary 


well Field. 


Boston Shoe Travelers Association 

This 54-year-old organization was es 
tablished in 1901, and is today the oldest 
shoe travelers’ group in continuous ex 
istence in the country. 

The  160-member 
headed 


organization Is 
by President John Thompson 
of Yankee 


Vice-president is Leon FE 


who is also sales manager 


Shoemakers. 


Kelly, Jr., of Freeman Shoe Co. Long 
time secretary-treasurer is A. Philip 
Richards, who has virtually grown up 


with this organization. 

The group has four meetings a year to 
discuss industry matters, particularly as 
The 
tion twice yearly, in May and November 
the Boston Shoe Show at the 
Parker House. This regional shoe show 


related to shoe travelers. Associa 


puts on 
is today the largest in this area. 


Last Manufacturers Association 


This is one of the oldest trade organi 
Since 1935 


it has operated under its present name, 


zations in the shoe industry. 


and since 1937 has had a full-time ex 
Prior to that time it 
was known as the American Last Manu- 


ecutive secretary. 


facturers’ Association, and also by other 
names. The active organization among 
this group dates back to 1893. 

Today this important trade organiza 
tion which is responsible for the over 
two million pairs of lasts produced an 
nually for the shoe industry. is composed 
of 14 member firms comprising the major 
last manufacturers in the country 

Present president is Howard C. Vining 











of Jones and Vining; vice-president is 


John J. Morton of Morton Last Co.; 
secretary-treasurer is Carl 5, Whittier 
who has served in that capacity since 
1937. 

Prime purpose of this trade associa 


tion ts to keep its members abreast of all 
activities and developments affecting or 
related to the last manufacturing indus 
try. The organization also conducts its 
own statistical, economic and survey 
studies, and is active in product research 
facts the 
last industry appeared in the U, S, Cen 
sus of Manufacturers as far back as 1849 
Today the industry produces, in addition 
to lasts, 
display forms, and sole patterns 


Incidentally, and figures on 


shoe trees, shoe stretchers, shoe 


Vew England Shoe Foremen’s & 
Superintendents Association 
The 850 members of this 


include 


unique or 


ganization shoe foremen, super 
intendents and allied trades representa 


the New The 


organization has been in operation for 


tives in England area 


the past 12 years 

President is Walter Reinstein. The 
three vice-presidents are Stanley Hal 
perin, James Mercurio and Chester 
Rodenbush; treasurer is Louis Lulow; 
recording secretary is Harry Kimball 
financial secretary, John Cococella. There 
are two honorary presidents Hyman 
Snider and Al Izenberg 


Chief function of the organization con 
Financial 
The re 


is a relief committee to investigate such 


sists of charitable activities 


aid is given to members in need 
needs. jobs for 


Securing unemployed 


members is another important phase of 


its work, 
Four meetings a year are held for 
combined business and social purposes 


Officers are elected annually. There is 


also a Summer outing and golf tourna 
ment. In January of each year a grand 
attended by 


the 


banquet is held in Boston 
some 1600 
allied trades 

[TURN TO PAGE 


members of shoe and 
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How to Make Each Sale 
TWICE PROFITABLE 


An easily-made companion sale of time-proven, 
effective, shoe inserts— Burns Cuboids—along 
with a pair of shoes will yield two profits from the 
same customer. And...if your store is typical... 
each day you fail to offer this added foot comfort, 
you waste 11 golden opportunities at sales and 
profits! Cuboids retail up to $6.95 a pair. They 
require no space on the selling floor, but merely a 
few feet of storage shelf. It’s easy to get the whole 
story —you can arrange for a Cuboid Demonstra- 
tion in your own store. Write today. 


BURNS CUBOIDS, P.9. Box 658, Santa Ana, California. 











With quality jobs, cancellations and 
closeouts in nationally known BRANDED 
FOOTWEAR ... Really fine shoes bought 


DIRECT from the best known makers. 
Our prices are in line with our nationwide 
reputation for “Quality Shoes Since ‘32°. 
OPEN A CANCELLATION SHOE STORE IN YOUR TOWN 
Our New Store Consultants Will Be Happy 
to Help You Set Up a Profitable Operation 


WEIL SHOE CO 


Trade Associations 
Of New England 


[CONTINUED FROM PAGE 171] 


Shoe Pattern Manufacturers 
Association of New England 

This organization, started in 1948, con- 
sists of 11 member firms in New England 
shoe manufacturing centers. The group 
meets several times a year to discuss 
matters pertaining to their branch of 
the industry, with particular emphasis 
on raising technical and other standards 
in their field of work. 

President is Norbert Gallagher of Mc- 
Carthy and Gallagher, Inc.; vice-presi- 
dent is Stuart Jeans of Jeans & Gauvin 
Shoe Pattern Inc.; secretary- 
treasurer is Lawrence J. Ewing of the 
firm of the same name. 


Boston Hide and Skin Brokers 


Association 


Co., 


This local trade association consists 
of about 20 member firms, all of them 
hide and skin brokers in the Boston area. 
The association was founded in the early 
1930's, 

Its present president is Paul Simons; 
vice-president is Frank Carter; treasurer 
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ARRETT & Conrany, lnc 


ALPINE + BRIARHIDE*LASTICALF+GRAINS 
NEWARK, NEW JERSEY 











is Harry Sutton; and secretary is Louis 
G. Robinson. 

Purpose and functions of the organi- 
zation consist primarily of serving the 
business interests of its member firms in 
this area. It was particularly active dur- 
ing and immediately after the war in its 
efforts to change certain hide schedules 
and improving conditions for Boston hide 
and skin brokers. 

Since the war it standardized proce- 
dures for examination of hides and skins 
in tanneries. These improvements were 
later published in a booklet on standard 
practices which have now been accepted 
on a national basis. 


Split-Level Fronts 
Increase Display Space 
[CONTINUED FROM PAGE 40] 


additional and outstanding feature of 
the window on the right is that it ex- 
tends beyond the entrance doors, right 
into the store itself. This extension is 
directly across from the shoe-shining 
stand within the store and customers 
can easily look the displays over while 
having their shoes shined. It was here 
that the first models of the new Mr. 
Capezio shoes were displayed—five 
different styles; and they created a 
good deal of interest and comment. 


All details for the modernization of 
the store fronts were carefully con- 
sidered and planned. The lighting, for 
instance, coming through the louvers 
in the ceiling, brings out the true colors 
and the “feel” of the leather in the 
shoes. 

Another important innovation at this 
East Baltimore Street store is the all- 
glass entrance doors, giving the illusion 
of bringing all of the exterior indoors 
and vice versa. Even with the doors 
closed, customers can see the full 
length of the store, right up to what 
looks like a giant TV screen on the 
mezzanine. Actually, it isn’t a screen 
but rather a small workshop where the 
custom shoeriaker, who has been a 
symbol of the Hess store for the past 
generation, makes the special feature 
and prescription shoes. 

Gecrge B. Hess, president of Hess 
Shoes, has indicated that there has 
been a terrific increase in window at- 
traction and customer traffic since the 
remodeling job was completed. 


Shoeman University Trustee 


BRATTLEBORO, VT.—George D. Mason, 
executive of Dunham Bros. has been 
appointed by Gov. Joseph Johnson as 
one of three new members of the board 
of trustees of the University of Ver- 
mont. 
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What’s New 


Intense Research Develops 
Functional Shoe Lining 


New YoRK—A consumer survey led 
Pacific Mills’ Industrial Fabrics De- 
partment to launch an intensive re- 
search project which has resulted in 
the introduction of functional shoe lin- 
ings—Pacifate Protected linings—de- 
scribed in the trade as the most out- 
standing lining development in the last 
50 years. 

Pacifate Protected linings were ac- 
cepted for advertising by the American 
Medical Association and given the 
Award of the Year by the National 
Foot Health Council for better foot 
eare. Since then, the linings remain 
the only ones approved by the Na- 
tional Foot Health Council. 

Pacifate is the general term used 
for a group of fabrics within this 
classification that perform the follow- 
ing functions in different types of 
shoes: 

@ Provide a finish that makes it im- 
possible for athlete’s foot to grow on 
cloth during the normal life of the 
shoe. 

@ Eliminates unsightly mildew com- 
pletely. 

@ Counteracts the growth of invisi- 
ble cotton destroying mildew, preserv- 
ing the original strength of the cloth 
for normal use. 

@Gives added sanitary features to 
the shoe and preserves the leather 
from premature cracking. 

@® Builds more strength and wear 
into the fabric and provides a smoother 
finish. 

While the various linings in the 
Pacifate Protected grouping described 
are not designed specifically for those 
women’s shoes which require a high 
style appearance, another new type of 
shoe lining, known as Pacidril, was 
developed specifically for this purpose, 
replacing rayon faille linings. 

A quality shoe manufacturer re- 
cently claimed that use of Pacifate 
Protected lining increased his sales to 
retailers 44 per cent in one month of 
1955 as compared to the similar period 
in 1954. 


Boston Company Introduces 
Non-Slip Sueded Material 


A new 
material called Perma-Lining has been 
introduced to the shoe trade by Phil- 


line of non-slip sueded 


lips-Premier Corporation of Boston, 
Mass. According to Fred N. Phillips, 
Jr., this lining was developed at the 
request of a large mail-order house 
who was experiencing a great many 
returns due to the poor wear from 
other types of synthetic non-slip 
materials. 

In the process of development by the 
B. B. Chemical Company for a period 
of one year, Perma-Lining has been 
fully tested and approved by this mail 
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order house and is now incorporated 
in their specifications, Mr. Phillips 
said, “It is resistant to perspiration, 
most solvents encountered in shoe 
factories and will take 25,000 abrasions 
without removing the rayon flocked 
surface”, he added. 


Miller Trees in New Dress 


BostoN—All Miller shoe trees are 
now available in a new and improved 
finish according to R, H. Daniels, man- 
ager of the O. A. Miller Company, 
Plymouth, N. H. The new finish, identi- 
fied as the “Millertone” finish has been 
developed to make the trees more at- 
tractive and saleable to the consumer. 
A number of stores that have received 
trees with this new finish have already 
stepped up their reordering according 
to Mr. Daniels. 

The new finish is a modern industrial 
coating which the O. A. Miller Com- 
pany has combined with a unique toning 
method to enhance the wood grain, 
provide a rich gloss to the shoe tree, 
and be extremely durable. 


Panel Discussion Held 
At Maritime Shoe Fair 


AMuerst, N. S.—The opening lunch- 
eon of the Maritime Shoe Fair, held in 
the Fort Cumberland Hotel here, was 
climaxed by a panel discussion. 

Those taking part were Laurence M. 
Savage, Savage Shoe Ltd., Preston, 
Ont.; Frank Hamm, George G. Hodges 
Ltd., Montreal, Que.; A. H. Pettit, 
Murray-Selby Shoes Ltd.; London, 
Ont., and Guy Lefaivre of MacFarlane 
Lefaivre Ltd., Montreal, Que. R. V. 
Hermansen, editor and publisher of 
Leather Life, acted as moderator, 

Among the topics discussed was the 
advisability of restricting the number 
of leather coiors. A, H. Pettit, of Mur- 
ray-Selby Shoes Ltd., said that he felt 
something should be done about the 
standardization of leather colours, but 
said it was too important an issue and 
no one could afford to make hasty de- 
cisions. 

The question of low-quarter shoes 
for men aroused considerable interest. 
Guy Lefaivre, of MacFarlane Lefaivre 
Ltd., pointed out that in the United 
States low quarters were selling in 
great numbers, but that so far Canada 
was not too conscious of this innova- 
tion. He felt that this was due to the 
fact that in the U. S. they had come 
under a heavy barrage of promotion. 

Mr. Lefaivre said that the men’s shoe 
industry was undergoing a radical 
change and that it was necessary to 
give it greater promotion and that the 
entry of the low-quarter shoe into the 
picture provided an excellent oppor- 
tunity to do this. 

Laurence M. Savage, president of 
Savage Shoe Ltd., Preston, Ont., was 


guest speaker at the annual dinner of 
the 1955 Maritime Shoe Fair. Before 
a group of nearly 200 retailers, manu- 
facturers and shoe industry suppliers, 
he discussed the price issue, saying that 
in all probability prices will get higher 
before they get lower. Mr. Savage said 
United States shoe production was up 
13 per cent on the first quarter of this 
year and that Canadian production fell 
five per cent for the same period. 
“This,” he said, “is not as black a pic- 
ture as it might look on the surface. 
Due to the drop in Canadian production 
at the beginning of this year we can 
look forward to a good season ahead, 
while the United States might possibly 
have hit its peak for this year which 
might penalize production somewhat 
in the Fall,” 


Westport Takes First Place 
In Women’s Shoe Ad Contest 


CHICAGO—The Westport 
Brown Shoe Company set a precedent 
in a women’s shoe campaign by taking 
first place in the black and white prod- 
uct selling classification of the Chicago 
Federated Advertising Club’s annual 
competition among Chicago agencies. 


Division of 


westport 


One of the ads that won the Chicago 
advertising prize for the Westport Divi- 
sion of the Brown Shoe Company. 


The advertisements, which ran 
monthly in Vogue magazine, repre- 
sented Westport’s first attempt at item 
selling. They featured a large detailed 
fashion sketch of the shoe itself against 
a white background, broken only by 
sparse copy and an action photograph 
of a model wearing the shoe. 

The campaign, prepared for West- 
port by Leo Burnett Company, Inc., 
was designed to take full advantage of 
the fashion approach. 

The agency said the campaign offered 
a happy merger of two traditional 
schools of thought on women’s shoe 
advertising: that women are primarily 
concerned with a detailed close-up of 
the shoe itself, and that armchair shop- 
pers need to visualize a shoe in the con 
text of an ensemble. 
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Retail Fair Traded 
2800 SERIES 


"Two-tone Sportster” . . . ad- 
vertised nationally for back-to- 
school and fall. New hi-wall two- 
eyelet tie . . . bouncy foam sole 
and heel. 13 “sportscar colors’ — 
suedes and smooth leathers. Sizes: 


M 4-10, N 5!/-10. 


' HUSSCO SHOE CO. Soles & Advertising Offices: 1328 Broadway, New York 1 
Factories: Honesdale, Pa. In Canada: Canada West Shoe Co., Winnipeg 


Obituaries 


Jo P. Williams 


DALLAS—Jo P. Williams, 75, Dallas 
wholesale shoe firm executive and a 
resident of the city for 29 years, died 
here recently following a short illness. 

Mr. Williams had been associated 
with the Graham-Brown Shoe Com- 
pany since he moved here from St. 
Louis in 1916. He had served the firm 
successively as a member of its board 
of directors and as vice-president. At 
the time of his death, he was also vice- 
president of Austin Shoe Stores. 

Mr. Williams was born in Clarks- 
ville, Tenn., and attended Southwest- 
ern Presbyterian University there. He 
was a member of the Landmark 
Masonic Lodge and of the Christ Epis- 
copal Church 

Survivors include his widow, two 
sons, Jo P. Williams, Jr., of Waco and 
Horace B. Williams, of Dallas; four 
daughters, Mrs. Bob Sandlin and Mrs. 
W.F. Joleomb, both of Mount Pleasant, 
and Mrs. G. O. Yamini and Mrs. L. A. 
Dahman, both of Dallas, and a brother, 
W. Stewart Williams, of Memphis, 
Tenn, 


Robert S. Plotka 


MILWAUKEE—Robert S. Plotka, 80, 
of 3044 North Eighty-seventh Street, 
died at St. Anthony’s hospital after 
suffering a heart attack at his home. 

He operated a shoe store at 1002 
East Clarke Street for more than 38 
years. Born in Poland, Mr. Plotka 
lived in Milwaukee since he was 14 
He was a member of the Polish 
National Alliance. 

Surviving are two daughters, Mrs. 
Frances Hoewe and Mrs. Margaret 
Lukowitz, and two sons, Edward and 
Louis, all of Milwaukee. 


Harry Berkowitz 


MIAMI Beacu, FLa,—Harry Berko- 
witz, well known in the shoe manufac- 


turing industry as president of the 
Llovd Shoe Manufacturing Company 
of Brooklyn, N. Y., died here where he 
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had resided for the past 15 years, at 
the age of 73. 

Though he retired in 1940, Mr. Ber- 
kowitz came out of retirement two 
years later to represent some of the 
leading shoe manufacturers and whole 
salers in the Florida territory until 
1953, when illness forced him to retire 
once more, 

Surviving are his widow, Rae, of 
Miami Beach; a son, Murray Berk, of 
Staten Island, and two daughters. 


Edmond H. Ryan 


ROCHESTER, N. Y. Edmond H. 
Ryan, 69, sales representative for the 
George E. Keith Company and _ its 
D. Armstrong and Company division 
here for more than 25 years, died in 
General Hospital of a heart ailment 
He is survived by five sisters and 
several nieces and nephews. 


James F. Kane 

Syracuse, N. Y.—James F. Kane, 
38, manager of the Sam Young Shoe 
Store at 128 East Genesee Street, 
died of a heart attack in his home here. 

Formerly of Oswego, N. Y., Mr. 
Kane was associated with the shoe 
store for nine years. His widow, a 
daughter and a stepdaughter survive. 


Edison Brothers Appoints 
Langston to Regional Post 


Sr. Louis William R. Langston, 
most recently manager for an Edison 
Brothers shoe store in Houston, has 
been promoted to regional manager 
with headquarters in New Orleans, it 
was announced recently by Frank P. 
Ricea, vice-president and area director 
for Edison Brothers. In this new 
capacity, Mr. Langston will be in 
charge of 12 company stores located 
in Jackson, Miss.; Mobile, Ala.; Baton 
Rouge, Alexandria, Lake Charles and 
New Orleans, La. He will make his 
headquarters at Burt’s Shoe Store, 
827 Canal Street. 


Associated with the Edison firm 
since 1937, Mr. Langston began as a 
salesman and subsequently held 
cessive positions as manager in Dallas, 
Angeles, Sacramento, San Fran- 


Suc- 


Los 


WILLIAM LANGSTON 


cisco, San Diego, Hartford and Hous- 
ton stores. He now succeeds John 
Murphy in the New Orleans post, Mr. 
Murphy having been appointed to a 
regional post in Minneapolis. 

The 34-year-old shoeman is married 
and has three children. He and his 
family will take up residence in New 
Orleans. 


Chandler Promotes Morrison 


NASHVILLE, TENN.—Bill Morrison, 
formerly assistant manager of Chand- 
ler shoe stores in Memphis, Tenn., and 
Louisville, Ky., has been appointed 
manager of the Chandler Shoe Store 
at 700 Church Street here, replacing 
Ted Lowry, who has accepted another 
managerial post with the same firm 
in Columbus, O. Morrison is a native 
of Nashville and gained his shoe re- 
tailing experience in the Burt’s and 
Baker’s shoe stores in Nashville. 


Group Elects Shoe Retailer 


WILKES-BARRE, Pa.—-E. L. Walter of 
Walter’s Shoe Store has been elected 
assistant treasurer of the Wilkes-Barre 
Wyoming Valley Merchants Associa- 
tion. 
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Presentation During Dallas Shoe Show 





Conforming to the traditions of Texas hospitality, Paul Daniels, left, of Fort 

Worth, and Edwards Shoe Company representative in the Southwest, presents 

a special pair of boots to Arnold J. Bartschi, president of the Philadelphia shoe 

firm. The shoes bear the Edwards trade mark and the State flag of Pennsylvania. 

This example of the bootmaker's art is done in white and blue calf and is trimmed 
with gold piping. 


DALLAS — The theories of modern 
child psychologists, placing emphasis 
on self expression rather than repres- 
sion, have brought about changes in the 
manufacture of children’s shoes, said 
Arnold J. Bartschi, president of the 
Edwards Shoe Company, Philadelphia, 
during the recent Southwestern Fall 
Shoe Show here. 

The head of the firm which has been 
producing children’s shoes for the past 
55 years, pointed out, “Today’s young 
mothers no longer dictate what kind of 
shoes their children wear. The modern 
youngster has some notions of his own, 
but he doesn’t always pick out the best 
kind for growing feet.” 

Because of this situation, Mr. Bart- 
schi said there had to be two types of 
shoes today—high fashion and correc- 
tive. He said the latter were necessary 
because there is more foot trouble to- 
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day as the result of mothers’ neglect in 
guiding their children’s choices. 

Mr. Bartschi said a major change in 
the children’s shoe field has already 
shaped up in that there is a strong 
trend to masculine-looking shoes for 
little boys and the opposite number for 
little girls. He said this was not true 
of the period preceding World War II, 
when both boys and girls wore shoes 
very much alike. He said today only 
saddle oxfords and moccasins remain 
the same for both sexes. 

The shoe executive said black is im- 
portant in children’s shoes this year 
for the first time since 1934 and attrib- 
uted the color’s lead in oxfords and 
grain leathers to a desire of boys to 
dress like dad. 

Mr. Bartschi said he and his staff 
work constantly with pediatricians and 
children’s foot specialists to keep 








Bearfoot Sole Expanding 
With New Sponge Rubber 

AKRON—A sponge-type rubber known 
as microcell is giving impetus to the 
heel and sole industry. 

Irl B. Calvin of Akron, president of 
the Bearfoot Sole Company of neigh- 
boring Wadsworth, believes in time 
microcell sponge will replace all solid 
rubber soles and heels. He said it had 
already captured more than 30 per cent 
of the market. 

Microcell is made up of thousands of 
tiny air cells each sealed so the rubber 
doesn’t absorb water. The result is a 
material weighing only half as much as 
leather and one-third as much as the 
conventional rubber sole. 

Since Bearfoot was founded in Bar 
berton, O., 31 years ago it has been one 
of the country’s leading suppliers of 
heels and soles for the shoe industry 
Today it turns out an average of 35,000 
soles a day, plus thousands of heels. 
About 400 employes keep the plant run 
ning 24 hours a day, five days a week, 


Microcell rubber came into promi 
nence in the late 1940’s although it 
dates back about 18 years. Then ordi 
nary baking soda was used as the 


“blowing agent.”’ Chemicals used in the 
rubber have the same functjon as bak 
ing powder in a cake. When the rubber 
compound is baked or cured it expands 
as tiny air bubbles are created. 

During World War II the company 
ran into expansion problems and moved 
from its first location in Barberton to 
its present 39-acre site in Wadsworth 
Now one of that city’s leading indus 
tries, Bearfoot has spent more than 
$1,500,000 in expanding facilities. 

Mr. Calvin’s son, T. D, Calvin, is ex 
ecutive vice-president and a nephew, 
Edwin Ear! Calvin, is a director, Until 
three years ago all capital stock of the 
firm except about one per cent was 
owned by the Calvin family. 

Irl B. Calvin and a brother, the late 
Edwin, the firm’s first president, or 
ganized Bearfoot in 1924. A_ third 
brother, Ernest, who died recently, was 
vice-president, treasurer and a director 





abreast of indicated changes to help 
growing feet. 

He paid tribute to the natives of the 
Pennsylvania Dutch country——the 
Amish, Mennonites, Dunkers and Plain 
People—who staff Edwards’ four plants 
in the area. He said they learn their 
skills patiently and carry even a sim 
ple baby shoe operation, with its neces 
sary 150 operations, through to exact 
ing specifications. 








USMC Executives Step Up the Ladder 


LEROY D. JONES 


Boston—Leroy D. Jones of Johnson 
City, 1949, director of sales at 
United Shoe Machinery Corporation’s 
Johnson City office, has been appointed 
assistant district manager. He suc- 
Richard O. Cochrane. The ap- 
pointment of L. Lester Barner, of 
Endicott, as director of sales at 
United’s Johnson City office was an- 
nounced at the same time by the com- 
pany. 

A native of Scranton, Pa., Mr. Jones 
has spent his entire business career in 
the shoe industry. Prior to joining 
United in 1922, he worked for five 
years at the Endicott-Johnson Men’s 


since 


ceeds 


L. LESTER BARNER 


McKay factory. Since 1922 he has had 
a broad and varied experience in 
United’s Johnson City office including 
assignments in the service, machinery 
sales, and sales departments. He was 
appointed director of sales in 1949. 

Succeeding Mr. Jones as director of 
sales is L. Lester Barner. Prior to 
joining USMC’s Johnson City office in 
1939, Mr. Barner also worked for the 
Endicott-Johnson Corporation. Fol- 
lowing more than seven years’ experi- 
ence in United’s Johnson City Service 
department he was transferred to the 
sales department in 1947. 





Canadian Leather Production 


MONTREAL-——Production of cattle up- 
per leather, glove and garment leather 
and calf and kipskin upper leather in- 
creased in March from a year earlier 
but the month’s output of horse leather 
declined, Month-end stocks of raw cat 
tle hides, goat and kid skins, sheep and 
lamb skins and horse hides were larger, 
but calf and kipskins were smaller. 

March output of cattle sole leather 
amounted to 1,156,551 pounds (1,221,- 
061 a year ago); upper leather, 5,103,- 
131 square feet (4,304,702); glove and 
garment leather, 904,114 square feet 
(470,603); calf and kip skin upper, 
875,430 square feet (865,080); and 
horse leather, 107,653 square feet (161, 
686). 

End-cf-March stocks of raw hides 
and skins held by tanners, packers and 
dealers were: cattle hides, 556,786 
(548,532 a year ago); calf and kip 
skins, 336,603 (416,732); goat and kid 
skins, 25,329 (10,979); horse hides, 24,- 
664, (14,8376); and sheep and lamb 
skins 37,156 dozen (34,747). 


Canadian Distribution Set 


CHARLESTOWN, Mass.— The Paule 
Chemical Corporation announced an 
arrangement with the Canada Last 
Company, Ltd., of Preston, Ont., to 
handle the distribution of the chemical 
company’s last slip powder in Canada. 
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Laconia Shoe Names 
Isenstein Eastern Aide 

LACONIA, N. H.—Sam Isenstein has 
been appointed sales representative of 
Laconians children’s and La- 
conians for Debs in Western Pennsyl- 


shoes 


SAM ISENSTEIN 


vania, West Virginia, and Western 
New York State. The announcement 
was made by Matthew Gronfein, sales 
manager of Laconia Shoe Company, 
Inc., here. 

Mr. Isenstein previously represented 
the Fashion-Bilt Shoe Company of 
Pontiac, Mich., and the H. C. Godman 
Company of Columbus, O. He will 
operate out of Pittsburgh. 


St. Louis Shoe Execs 
Named to Honor Roll 


St. Lovis—Numerous shoe execu- 
tives are listed on the Roll of Honor 
of the Sales Executive Association of 
St. Louis, the organization through 
which St. Louis management speaks 
and works to improve the stature of 
the selling profession in this area. 

With George Herpel of International 
Shoe Company serving as its president, 
the organization’s Roll of Honor in- 
cludes not only his name but the names 
of Si Bland, general manager of Rob- 
erts, Johnson & Rand Shoe Company; 
Dan R. Blount, director of sales train- 
ing, International Shoe Company; B. 
E. Edscorn, manager of marketing 
research, International; H. F. Oyaas, 
general manager, Friedman-Shelby 
Shoe Company; Eugene R. Rison, 
president, Gene Rison & Associations, 
shoe advertising man; Eugene R. 
Roessel, sales manager, Wohl Shoe 
Company; Louis J. Schaefer, general 
sales manager, Brown Shoe Company; 
M. R. Shaffer, director of distribution, 
men’s and boys’ footwear, Inter- 
national; Robert G. Stolz, director of 
advertising and sales promotion, 
Brown Shoe; Fred J. Vogt, general 
manager, Peters Shoe Company; A. V. 
Wheeler, general manager of Specialty 
Division, International; and N. C. 
Whitsett, general manager of Hi-Test 
Safety Shoes Division, International. 

Placement on the list designates 
these men as charter members of this 
organization recently formed as a re- 
placement to the Sales Manager 
Bureau. The association offers courses 
and clinies on a wide variety of sub- 
jects and surveys on 
management practices in the St. Louis 


conducts sales 


area. 


New Deb Shoe Warehouse 
Seen Increasing Pairage 

St. Louis Faster deliveries on 
stock shoes are assured for Deb Shoe 
Company customers with the comple- 
tion of the firm’s new 10,000 square 
foot warehouse at Washington, Mo. 
Having stepped up pairage to meet 
increasing demands for both Deb and 
Demosette shoes, the new warehouse 
and shipping center will be able to 
handle approximately 75,000 pairs of 
stock shoes, according to Jack Altman, 
vice-president and general manager. 

In addition to providing for quicker 
reorder service, the warehouse facili- 
ties have permitted Deb Shoe Company 
to double its personnel in the enlarged 
pattern department located on the 
second floor. This floor also is housing 
a stock room for findings as well as 
upper leather storage for all Deb Shoe 
Company factories. The firm now has 
factories at St. Clair, Washington and 
Owensville, Mo., and recently launched 
construction of a new Deb Shoe Com- 
pany factory at Washington. The 
latter will produce “Little Debs,” the 
company’s new line of junior footwear. 
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Wohl Shifts Territories, Adds Four Men 


K. E. ROCKHOLD WM. A. DAVIS 


St. Louris—Wohl Shoe Company has 
increased the sales staff of its Natural 
Poise line from 7 to 11, and realigned 
most territories, according to Eugene J. 
Roessel, general manager of the com- 
pany’s wholesale division. 

The four new salesmen and their ter- 
ritories are Kenneth E. Rockhold, who 
will travel Kentucky, Tennessee and 
southwestern Virginia; William A. 
Davis, Texas; Jerry D. Richmond, 
Michigan and Wisconsin, and Walter 
E. Rieless, Florida, Georgia and eastern 
Alabama. 

Jerry Richmond, from Detroit, has 
been with Wohl for seven years, most 
recently the company’s city salesman. 

William Davis is a native St. Louisan 
who joined Wohl in January, 1954. Ed- 
ucated at St. Louis University and 
Southwestern Missouri State, he has 
been selling shoes since his school days. 

Mr. Rockhold, a native of Pekin, IIl., 
and a graduate of Bradley University, 
has been selling shoes since he was 14 


J. BD. RICHMOND W. E. RIELESS 


and had his own business before joining 
the company last year. 

Mr. Rieless is a newcomer to Wohl, 
but a shoe veteran with more than 15 
years experience. From _ Bridgeport, 
Conn., he started with I. Miller and 
after Army service, he moved into the 
retail field in Miami and Coral Gables, 
Fla. 

Other salesmen according to the new 
realignment of territories include: 
Sigurd K. Brekke, lowa and Minnesota; 
O. C. Brewer, Louisiana, Mississippi 
and western Alabama; C. Elmer Logan, 
North and South Carolina; Harry E. 
McMahon, Ohio; Willis McCluskey, Illi 
nois and Indiana; Leon D. Wiesener, 
Arkansas and Oklahoma; and James C. 
Turner, Missouri, Kansas and Nebraska. 

According to Mr. these 
changes have been made to give impetus 
to Natural Poise’s extended program 
for making a bid for supremacy in the 
medium-priced women’s fashion foot- 
wear field. 


Roessel, 





National Picks M’Ladota 
For Product Research 


BostoN—John M’Ladota has joined 
National Shoe Products Corporation 
and will be engaged in product re- 
search and development at the Boston 
office. 


JOHN M’'LADOTA 


Willard Howard, president, indicated 
it is part of the firm’s program to 
introduce new and improved products 
and to provide a channel for the entry 
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of new manufacturing sources. 

Mr. M’Ladota was formerly New 
England sales representative for the 
Lamac Process Company, Erie, Pa., 
shoe machinery manufacturer. Prior 
to joining Lamac, he was sales and 
service manager of Cosma Shoe Ma 
chinery Division, Pan American Trade 
Development Corporation, New York. 
He is a graduate of the University of 
Prague, with training in mechanical] 
engineering and business administra 
tion. He was active for a number of 
years in the shoe machinery field in 
Europe. 


Delman, Rayne of London, 
Resume Retail Association 


New York—The Delman Company, 
Inc., makers of fine shoes and H. and 
M. Rayne Ltd. of London have an- 
nounced a renewal of their affiliation 
in styling and technical developments 
of shoe productions, plus an association 
at the retail level. 

H. and M. Rayne, one of the leading 
shoe firms in England and noted as 
the purveyors of shoes to the British 
Royal family, both manufactures and 
operates a group of retail shoe stores 
throughout the British Isles. 
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I'm 


Horace Hors efly- 


Professor of Leather at 


Horsetail Tech 


Believe me 

I know what's with 
Horsebutt. It's tough, 
but tanned Oh so soft 


for 


WOLVERINE 
dress shoe shell 


cordovan soles. 


WOLVERINE 


Men's shoes for dress and casual wear 


$8.95 — $12.95 


Dealers, address inquiries to: 
MEN’S DRESS SHOE DIVISION, 
WOLVERINE SHOE AND TANNING CORP. 
ROCKFORD, MICHIGAN 





Bier BOOT 
in “Glitter” 


or clear plastic 


finest 
quality 
fastest selling 
rainboots 
in America 


order NOW 
PEEK-A-BOOT ine. 


1604 Se. Flower St. - Los Angeles 15, Calif. 
Warehouse Stocks: New York, 2 East 44th St. 
Chicago, 150-154 W. 63rd St. 


Ss 


Rubens Heads Travelers 


PHILADELPHIA Henry A. 
representative for the D 
Company in the eastern Pennsylvania 
and New Jersey area, was reelected 
to a second term as president of the 
Middle Atlantic Shoe Travelers As- 


sociation 


Rubens, 





Receives Recognition After 
Selling Million Pairs of Shoes 


At a dinner marking the sixtieth anni- 
versery of Holland-Racine Shoe Com- 
pany, Holland, Mich., C. C. Andreasen, 
president, right, paid personal tribute to 
A. P. Jones, a Holland-Rasine salesman 
for the past 35 years in Ohio. Mr. Jones 
is shown receiving a new briefcase. 
From Mt. Sterling, Ky., Mr. Jones has 
traveled his territory selling 1,091,737 
pairs of shoes thus far in his long career. 
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r. Posner Shoe 


Join Forces to Produce 
Women’s High Style Shoes 


New YorK — Morris 
president, and Frank Lipare, as 
secretary and treasurer, have joined 
forces for the production of women’s 
high style shoes, consisting of pumps 
and sandals from 12/8 heels and up, 
it was announced here by Mr. Delman. 

The new association will be known 
as Trevi Footwear Inc., with plant 
and offices at 632 Broadway. The 
cement process shoes, with a produc- 
tion schedule of 400 per day, will be 
manufactured under the Lipare label. 
Wide distribution is planned. 

Mr. Delman has been associated 
with the Delman Company of New 
York for 27 years and has served, for 
the last two years, as sales manager 
for the Kliche Company of Long 
Island. 

Mr. Lipare, formerly in business in 
Hoboken, N. J., is currently producing 
women’s high style footwear 


Delman, as 


Tyer Rubber Appoints 
Sales Promotion Manager 
ANDOVER, Mass.—-The Tyer Rubber 


Company announced the appointment 
of Howard A. Stockwell, Jr. as ad- 


H. A. STOCKWELL, JR. 


vertising and sales promotion manager. 
Mr. Stockwell was formerly an account 
executive with Henry A. Loudon, 
Advertising, Inc., Boston. 


Knapp Brothers Building 
Warehouse to Serve West 


BROCKTON, MAss.—Knapp Bros. Shoe 
Manufacturing Corporation will move 
into a new 42,000 square foot warehouse 
in East Los Angeles sometime late in 
1955, according to a late announcement 


by the firm’s president, C. E. Knapp. 
Their $300,000 building is located on 
a three-acre site in the Vail Field In- 
dustrial section of the Central Manu- 
facturing District which is being filled 
up with all new industrial buildings at 
a rapid pace. The Knapp warehouse 
will be used to stock some 150,000 pairs 
of their shoes for distribution to all 
the eleven western states. 


Rogers Brothers Shoes 
Moves Into New Building 


BostoNn—“Now that we are all to- 
gether under one roof we find that we 
can give much better service to our 
customers,” said Julian W. Rogers, 
president of Rogers Brothers Shoes, 
Inc. One of New England’s largest 
shoe jobbers, this company has been 
selling shoes to all parts of the world 
since 1915. 


JULIAN W. ROGERS 


Recently, it moved from its former 
location at 210 Lincoln Street to a new 
and more spacious sales office at 137 
Kneeland Street. This is the same 
location in which space had previously 
been leased for its warehouse opera- 
tions. 

Additional space on these floors pro- 
vides a total area of 26,000 square feet. 

Advantages found in redesigning and 
modernizing this property, once a 
Boston and Albany Railroad ware- 
house, include a spur track into the 
building, permitting indoor loading and 
unloading of freight cars, and truck 
loading docks on two sides of the build- 
ing. 

The air-conditioned sales office itself 
is spectacular throughout. From the 
new marble facing on the building to 
the large and comfortable rooms for 
buyers and manufacturers, the main 
sample room is reportedly one of the 
largest and attractive in New 
England. 


most 


Reduce Air Cargo Rates 

Cuicaco—Rate reductions of from 46 
to 58 per cent on leather and leather 
goods flown from Allentown-Bethlehem- 
Easton and Philadelphia to the New 
York area have been placed in effect 
by United Air Lines, the agency re- 
ported. 

Air freight rates from Allentown- 
Bethlehem-Easton have been cut to 
$2.57 per 100 pounds; from Philadel- 
phia to $2 per 100 pounds. 

United operates three daily pass- 
enger-cargo flights from the tri-cities 
and 12 from Philadelphia to the New 
York area plus one all-cargo trip from 
the Quaker City. 
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Watch for it! Wait for it! 


Philadelphia 
SHOE FAIR WEEK 


june 26 thru July Ist 
Sunday thru Friday 


* 
A CORDIAL INVITATION 


to Buyers and Retailers .. . 
is extended for you to visit this 
great MARKET WEEK EVENT ON 


FOURTH STREET. Your golden 
opportunity to 


SHOP—COMPARE—BUY 
leading Fall and Winter 


FOOTWEAR LINES 

* 40 GRAND PRIZES for visiting 
Buyers & Retailers 

* OPEN HOUSE—9 a.m. to 9 
p.m. Refreshments served in all 
showrooms. 

* FREE PARKING—Sunday, June 
26. 

PLAN NOW to come to FOURTH 

STREET during this event ...a 

week of enjoyable hospitality and 

business sponsored by 


PHILADELPHIA SHOE ASSOCIATES 











Beckerman Opens Showroom 
In Charge of Murray Saffron 


AUBURN, ME. Max Beckerman, 
president of M. Beckerman & Sons, 
Inc., Auburn and Boyertown, Pa., an- 
nounced the opening of a Boston show- 
room at 183 Lincoln Street. In charge 
of the new Boston office and showroom 
is Murray Saffron, who has been as- 
sociated with the firm for the past 
eight years. Prior to that, Mr. Saffron 
had been associated with Municipal 
Shoe Company for 20 years. 

M. Beckerman & Sons, Inc. features 
the nationally advertised lines of Re- 
step women’s shoes, Restep juniors, 
Happy Debs, Happy Children, and 
Evertuff Stitchdown shoes for boys and 
girls. 

Mr. Beckerman said the firm has 
recently added 30 salesmen to extend 
the company’s coverage the 
entire country. 


across 


Canada Buying British Shoes 


Toronto—Canadians 


are wearing 
more and more British shoes. In the 
first quarter of this year, U. K. exports 
of footwear to Canada increased by 
more than 100,000 pairs. 

Sales increased from 268,500 pairs 
in the first three months of last year 
to 368,792 pairs in the 1955 period. 

The value went up from $734,300 in 
January-March 1954 to $787,500 for the 
same period of this vear. 
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Flying Squadron Trainee 
Manager of Family Shoe 
Sidney A. 
manager of 
Friendly 
two 


TENN 


sales 


NASHVILLE, 
Smith, district 
General Shoe Corporation’s 
Acrobat Division the past 
has been promoted to manager of its 
Family Shoe Company division, ac- 
cording to Matt Wigginton, vice-presi 
dent of sales distribution. 

The division’s new manager is a 
product of General Shoe Corporation's 


years, 


SIDNEY A. SMITH 


training 
program in 
his 
service 


flying squadron 
He entered that 
ary, 1946, upon 
years of military 
from the training squadron, he becamé 
assistant service sales 
Dominion Sales division. 
advertising production manager in 
Genera! Shoes women’s advertis 
ing department before becoming dis 
trict sales manager for Friendly Acro 
bat in 1953. He is 35 years old 
an alumnus of Vanderbilt University 
at Nashville. 

Mr. Smith succeeds Eugene Barnett, 
who after nine years with General Shoe 
has joined the Southeastern Trucl 
Lines as an executive. 


program 
Febru 
five 


return from 


Graduating 


manage ol 
He was next 


shoe 


and 


Shaw Line Exclusive 
In New Michigan Store 


COLDWATER, MICH. M. T. Shaw 
Shoe Company of New England, Inc., 
Springfield, Mass., has recently moved 
into a new and enlarged store at 162 
Chestnut Street here. This retail store 
sells Shaw shoes exclusively, and the 
company distributes the Shaw line in 
New England and New York state, 
with salesmen making regular calls 
on the retail trade. A. G. Cressotti 
is store manager. 

Although this company 
mission to operate under 
name, M. T. Shaw, Inc., 
Mich., does not own or operate thi 
store, since it is a completely indepen 
dent enterprise. M. T. Shaw does 
own or any stores, 


has 
the 


per 


Shaw 


not 


operate but 


distributes their line through a unique 


network of over 5 distributors, all 


over the country. 


Coldwater, 


Hershberg Shoe Moves; 
Shain Makes Appointment 


BostoN—The Hershberg Shoe Com- 
pany, distributors of men’s work and 
dress shoes, has moved to new and 
larger quarters located at 179 Lincoln 
Street. Benjamin Hershberg announced 
that Bernard, will him 
in an program his 
company is planning. 

Louis I. Shain announced the ap 
pointment of Irving Lippman to the 
Boston office of Shain & Company, Inc 
He will be in charge of sales, M1 
Lippman spent many years catering to 
style women’s shoe manufac 
Boston, he 


his son, assist 


expansion which 


the higth 

turers, 
as associated with Palatine Corpora- 
on, New York City 


sefore coming to 


Compo Shoe Appoints 
Central Regional Manager 


Shoe Machinery 
Corporation’s vice-president for sales, 
Stanley W. Bennett, announced the 
promotion of Albert A. Gelfenbaum 
manager of an 
York and Harrisburg 
include 


BOSTON Compo 


to regional area com 
prising the New 
district His 

upervision of all sales 


Canadian 


duties will also 
service 


subsidiary, 


opera 


ions for Compo’ 


A. A, GELFENBAUM 


Compo Shoe Machinery Corporation of 
Ltd. Headquarters for 
Compo’s Central Region are at the 
corporation’s New York district office, 
Fifth Avenue 

Mr. Gelfenbaum 
with the firm since 1944 in the capacity 
of sales representative for the Wester 
Region. He is the 
trade and prior to joining Compo wa 
associated with the Missouri Wood 
Heel Company and Convy Wood Hee! 
Company, both of St. Louis 

In his new position Mr. Gelfenbaum 
will report directly to Mr. Bennett 


Canada, 
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has been associated 


well-known in shoe 


Sole Firm Names Agent 


BrockToNn, Mass.—The Joseph Stone 
Cut Sole Company announced it had 
appointed Norman Nelson of 596 Endi 
cott Building, St. Paul, to represent 
it in that territory. He will carry a 
full line of leather insoles 





IT’S SHORT...IT’‘S POWER PACKED 
IT’S THE “PACKAGE” BOYS SHOE PROMOTION 


AGED 


THE ALL Boys AAcrion SHOE 


ALSO MAKERS OF 


AMERICA’S MOST POPULAR LINE OF BOYS’ SHOES senstric 
ese 


GERBERICH-PAYWNE SHOE co. 


MOUNT JOY 





AVHE ® 


| 


With 


their shoes. 


134-C S. Aurora 
PENNSYLVANIA 





MERCHANDISING FOR PROFIT 


@ Smart shoe salesmen the country over are increasing 
sales — and profits — by using TRONS to merchandise 

Trons make satisfied customers by giving 
a better fit and protecting them from possible infection. 

@ Why don’t you increase your profits with TRONS, the 
seamless sole and heel fabric sock. 
Sive, disposable, and easy to handle, 
jobber or write for a free sample to: 


D & K COMPANY, INC. 


The Only 
DISPOSABLE 
Try-on Socks 


They’re inexpen- 
Order from your 


Ithaca, N. Y. 








Men of Craddock-Terry’s New Division 
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-Q 
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The newly creoted Billiken character, shown center foreground, has been dubbed 
number one salesman of the new Billiken sales organization of the Craddock-Terry 
Shoe Corporation. It will be displayed on all Billiken promotional material. The 
division's representatives, who met recently in Lynchburg, Va., are, left to right, 
front row, Bernard D. Dyer, James L. Sullivan, James R. Warn, W. M. Roberts, Jr., 
sales manager; Robert W. Broas, William Dick and Gerald Gray. Back row, left to 
right, they are Julius J. Thigpen, William P. Conine, Ralph B. Hedric, Walter H. 
Taylor, Raymond R. Kemp, Ralph E. Fulp, Luther P. Lineberger, Gene Tark, Robert 
R. Gaylord, John S$. Johnson and Ned C. Ramseur. 





New General Shoe Unit 
Holds Showing of First Line 


New YorkK—‘Nothing’s too good for 
$10.95." With this slogan Mannequin 
Shoes, Inc., a new women’s style 
division of General Shoe Corporation, 
launched its first line recently before 
a large gathering of industry repre- 
sentatives and press at the Waldorf- 
Astoria. Following a buffet luncheon 
the line was presented by M. M., Stoll- 
mack, in charge of the new division 
since its inception early in March. 

Associated with him are Henry 
Bass, general manager; Edward Cabot, 
sales manager; Luciana Silvestri of 
Milan, fashion coordinator; Ida La 
Salle and Pat Gorman, designers. 

The shoes are being made in the 
Mannequin division of the Kleven Shoe 
Sales Company's factory in Spencer, 
Mass. They will be ready for early 
Fall delivery. 

Highlighting trends, Mr. Stollmack 
noted the importance of closed pumps 
which must, he said, “Look new” in 
treatment. The Slender Look, illus- 
trated in a series of closed pumps, will 
be a promotion theme in the Manne- 
quin Fall line. Commenting on throat 
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lines he stated that the V-throat is 
entirely out as are very low throat 
lines. The square throat and the round 
throat are the important lines. 

A wide range of detailings included 
unusual pleatings, off-side bows, under- 
lays, piping, some buttons and buckle 
effects and occasional use of vinylite 
to give a more open look to a closed 
shoe. Black heels contrasting with 
the shoe color were effective. 

A large group of open shoes were 
shown. These included, closed back 
shoes with small toe openings. Very 
open halter backs were combined with 
closed vamps. Stripping shoes on high 
and flat shoes were shown, as were a 
few mule backs and some _ vinylite 
styles. Heel heights ranged from 24/8 
to one inch. Two promotion colors are 
Roman Bronze and Vino Paesano, a 
garnet. 


Cobblers Names Ad Agency 


Los ANGELES—Walter Braun, presi- 
dent of Cobblers, Inc., announced the 
appointment of Calkins & Holden, Inc., 
Los Angeles, as its advertising agency, 
effective immediately. 


Friedman-Shelby Sponsors 
Nationwide Airline Promotion 


St. Louis — Friedman-Shelby divi- 
sion of International Shoe Company 
will sponsor a national Red Goose Shoe 
promotion called “Treasurama” for 
boys and girls under 15 years of age, 
featuring two, 10-day all expense trips 
as grand prizes. The destination will 
be any city served by the American 
Airlines System, coast to coast. 

The contest will run from Aug. 20 
to Oct. 29. 

The promotion, believed to be the 
largest ever conducted by Red Goose 
Shoes, will be announced in ten comic 
magazines, with an estimated reader- 
ship of 20 million children, and in the 
color sections of 107 Sunday newspa- 
pers. Approximately 4500 Red Goose 
Shoe dealers throughout the nation 
will take part. The promotion is un- 
der the direction of the R. L. Polk 
Company of St. Louis. 

Eligible entrants who will also be 
fitted out with junior pilot and airline 
stewardess uniforms, will be announced 
Nov. 10. 


New Midwest Representative 

SAN FRANcIscO—Paul Legallet, Jr., 
president of the Legallet Tanning Com- 
pany, announces the appointment of 
W. C. Wolfenbarger as Midwest repre- 
sentative. 

Mr. Wolfenbarger started his leather 
career on Lake Street in Chicago with 
J. K. Reynolds Company. Later he 
was with Wells Lamont Corporation 
and recently with the Linda Jo Shoe 
Manufacturing Company of Gaines- 
ville, Tex. a 
Shoe Exec Visiting Europe 

Sr. Lours—Fred J. Weber, president 
of Weber Shoe Company, left New 
York for a two-month European tour. 
Accompanied by Mrs. Weber, their 
three daughters and a niece, the promi- 
nent St. Louis shoe executive plans to 
visit shoe factories in France, Italy 
and Switzerland. The Weber's tour 
also will include stays in Belgium, Hol- 
land, Germany and Ireland with an 
extensive stop-over planned for July 
at Vevey, Switzerland on Lake Geneva. 
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National Shoe Appoints 
Cincinnati Representative 


BostoN—Morrell F. Horn has been 
appointed a sales representative for 
the National Shoe Products Corpora- 
tion and will contact shoe manufactur- 
ers in the Cincinnati area. 

Mr. Horn was a sales representative 
with the United Shoe Machinery 


MORRELL F. HORN 


Corporation for 18 years in the Cin- 
cinnati territory. He was originally 
in United’s Boston Sales Department 
office. 

He attended the University of Cin- 
cinnati and later served with the U. 
S. Army Signal Corps in Europe. Mr. 
Horn is active in civic affairs in North 
College Hill, Ohio and is well-known 
to the trade in his present territory. 
He will be located at 7940 Knollwood 
Lane, Cincinnati. 


Tannery’s Operations Drop 
BUFFALO, N. Y.—Employment in the 


old Laub tannery here is reported 
down to about 10 from a peak of 125 
last year. The company says it is only 
doing finishing at present. 


Mercury Names Aide 
For Southern States 


Charles W. Martin is the newly named 

sales representative for Mercury Shoe 

Company's line of "Little Debs.” Making 

his headquarters at Vienna, Va., he will 

travel Virginia, West Virginia, Kentucky 
and North Carolina. 
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Kickerinos Honor Cited 
In National Ad Campaign 
MILWAUKEE—Kickerinos Division of 
Marilyn Shoe Company here was 
awarded honorable mention in the In- 
tegrated National Advertising and 
Merchandising Campaign in the 1955 
Creative Awards Competition of Na- 
tional Advertising Agency Network 
Irving Gerber, manager, has 
been advised by the National Advertis- 
ing Agency Network of St. Louis, Mo., 
“You are to be congratulated and it is 
a pleasure to inform you that your 
company has been awarded honorable 
mention. Winning this award in an 
international competition of this scope 
is a real achievement, since more than 
100 entries were submitted from a di- 
versified selection of published, printed, 
broadcast and telecast material pro- 
duced for many concerns of national 
standing. The judging of these entries 
was conducted by a panel of promi 
nent men, in no way connected with 
our member agencies or their clients, 
who are authorities of note in the 
fields of advertising, public relations, 
marketing and sales promotion. It was 
the opinion of these judges that the 
material entered in our 1955 competi- 
tion was equal or superior to that 
judged in other national contests.” 
The entry was submitted by Hoff- 
man & York, Inc. 


sales 


Peters Division Appoints 
Virginia Representative 

St. Louts—Peters Division of Inter- 
national Shoe Company has named 
George William Ray as its Velvet 
Step, Weather Bird and Happy Hiker 
sales representative in southern Vir 
ginia, according to Fred J. Vogt, di 
vision general manager, and Richard 
L. Schulz, Southeastern Division sales 
manager, women’s and children’s lines. 

Mr. Ray, who has been 
with Peters for a year, formerly was 
manager of a retail shoe store in Lake 
City, Fla., for more than 15 years. He 
will cover the Richmond and Norfolk 
areas, and the entire western section 
of Virginia now that he 
his new position. He 
Caste Claybrook, Jr., who resigned. 


associated 


has assumed 
succeeded L,. 


European Shoe Trip 


LONG ISLAND City, N. Y Bernard 
Weinman, Five Star Shoe 
Inc., executive, returned this week from 
a two trip the 
manufacturing centers of Europe. 

Visiting Italy, Switzerland, 
and England, Mr. Weinman found sev 
innovations 


Company, 


months’ through shoe 


I rance 


eral shoe manufacturing 
and machines that wil! be 
immediately the Five 
Manufacturing processes. 
The feature of the 
European factories, he found, was the 
number of different 


processes made in one plant. 


incorporated 
into Star Shoe 


most notable 


constructions and 


A. C. Lawrence Promotes 
States to Top Sales Post 


Peasopy, Mass.—-The A. C. 
rence Leather Company announced the 
appointment of John J. States to the 
newly created position of general sales 


Law 


manager. 
Mr. States had 
of the calfskin 


manager 
June, 


sales 


been 


division since 


JOHN J. STATES 


1952, and prior to that was associated 
with the company’s St. Louis office in 
He for some 
manager of industrial sales for 
Cork Company in St 


a sales was 
years 
the Armstrong 
Louis. 

Mr. 
Northwestern 

In his 
sponsible for various phases 
bution, advertising, fashion 
activities, 
offices. 


capacity 


States was graduated from 
University in 1933 

will be re 
of distri 


pro 


new position he 
and 


motional sales personnel, 


and branch 


Rejoins Landenberger 


New YorkK—Benjamin 
re-joined J. W. Landenberger 
Company to cover its Florida 
Georgia territory, the firm announced 


Johnson has 
and 
and 


Sam Baum on West Coast 
For Mercury’s ‘Silhouettes’ 


Sam Baum is the newly named West 

Coast sales representative of Mercury 

Shoe Company of St. Louis. Making his 

headquarters in Los Angeles, he will 

travel for the firm's "Silhouette" line of 
high-heeled shoes. 











to do 
: is stock it... 


CAVALIER 


BOOT CREME 
Sells Itself! 


A Cavy says: 
2%, All you have 


More and more shoe stores and 
repair shops feature Cavalier 
Boot Creme because it’s. . . 


NATIONALLY KNOWN as 
the finest treatment for kid 
and calf shoes and other 
smooth leathers. Cleans, dyes 
and stains, preserves and oils, 
polishes and waxes—all in 
one action. Comes in handy 
screw-top jars. 


A YEAR 'ROUND FAVORITE 

In four summer pastels... . 
yellow, pink, pale blue and 
avocado ... and 18 standard 
shades for year ’round care. 


USED BY THE WHOLE FAMILY 

From baby to grandpa, 
every member of the family 
wears smooth leather shoes 
that look better and wear 
better with Cavalier Boot 
Creme care. 


Order from your wholescoler or 


A Generation of Serving 
the Shoe Trades Exclusively 


Baltimore 30, Maryland 


CAVALIER DRESSINGS 


ore advertised in Bisa 





Firm Starts Production 
Of Foam-on-Fabriec Material 


STamrorp, CONN.—Production has 
been started on a new foam on fabric 
material to be used for shoe linings 
and innersoling, a product of the Rest 
foam Division of the Hewitt-Robins 
Corporation, here. 

Rubber latex is spread and cured 
directly on cotton sheeting and can be 
easily cut for use in heel pads, inner- 
soles and shoe straps as well as for 
use as sock lining in slippered socks. 
It is adaptable to all types of shoes 
and it is claimed to reduce foot and 
leg fatigue. 

Because of its porous nature, not 
sealed off by film or adhesive, air cir- 
culates freely through the material, 
which is similar to the firm’s backed 
rugs and carpeting. It is claimed that 
the material will outwear the shoe 
itself. 

The product is made in sheets 40 
and 50 inches in width and comes in 
thicknesses of 1/16, 3/32, 1/8, 3/16 
and % inches. The standard rolls are 
from 40 to 120 yards in length. 


Paul Johansen Heads 
St. Louis Association 


St. Louts—Paul Johansen, president 
of Valley Shoe Corporation, has been 
elected president of the St. Louis 
Shoe Manufacturers’ Association, suc 
ceeding A. V. Wheeler of International! 
Shoe Company who becomes chairman 
of the board. 

Moving up into Mr. Johansen’s 
former office of first vice-president is 
Robert G. Stolz, advertising manage) 
of Brown Shoe Company, while Leste: 
V. Tober, president of Selmyn Shoe 
Company, has been elected the as 
sociation’s second _ vice-president. 
Harry Bennigson of Hamilton Shoe 
Company remains treasurer. 

Newly elected to the board of 
directors is Joseph McCaffrey of 
Vaisey-Bristol Shoe Company. Re 
elected members include Fred J. Weber 
of Weber Shoe Company, retiring 
board chairman; Ted Schroth of the 
Westport Division, Brown Shoe Com- 
pany; and Raymond Kohn, Wolff- 
Tober Shoe Manufacturing Company 
Retiring board members are Si Bland 
of Roberts, Johnson & Rand, division 
of International Shoe Company and 
Leo B. Hollander of Midwest Foot 
wear, Inc 
New Tannery Set 

HARTLAND, Me.—Hartland is to have 
a new tanning plant operated by the 
Hartland Tanning Company, a wholly- 
owned subsidiary of the Irving Tan- 
ning Company of Boston, one of New 
England’s largest tanners. Contract 
for the nitra-modern, one-story con- 
crete, steel and glass building, has been 
let for $270,900, and plans call for 
completion next January. It will fur- 
nish employment for 150 additional 
workers. 


Morris Leavitt Leaves 
Merker Counter Company 


HAVERHILL, Mass.—Samuel Merker, 
of the Merker Counter Company an- 
nounced the resignation of Morris 
Leavitt who is no longer connected with 
this company. 

Mr. Merker, for the past 30 years, 
has pioneered many improvements in 
the counter business. He has specifi- 
cally introduced the development of 
new formulas for fiber and “softie” 
type boards. Today Merker Counter 
Company has exclusive use of these 
formulas. He also pioneered the de- 
velopment of multiple perfect moulds 
for all types of shoes. 


a. 
SAMUEL MERKER 


Merker Counter Company features 
the manufacture of Superfiex, Mel-o- 
flex, Velvet-flex, Featherweight, and 
Mel-o-perma (Polyethylene) counters. 

Henry Meirs, a familiar and popular 
figure in the shoe making industry for 
the past 25 years, will service accounts 
formerly covered by Mr. Leavitt. Office 
and warehouse at 12 Duncan Street, 
Haverhill, Mass. 


Ed Vollbrecht to Represent 
Pacific Mills in Midwest 


New YorkK—Edward Vollbrecht, Jr. 
has been appointed sales representative 
for the Industrial Fabrics Department 
of Pacific Mills, calling on the shoe 
manufacturing trades in Wisconsin, 
Northern Illinois and Michigan, it was 
announced by Arthur Weick, depart- 
ment sales manager. 

Mr. Vollbrecht, who has been asso- 
ciated with the shoe industry for many 
years, will carry Pacific’s complete line 
of shoe goods, including the Pacifate 
Protected line of shoe linings. 

He will maintain offices at 7524 West 
State Street, Milwaukee. 
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National Shoe Appoints 
Stauffer to Harrisburg 


BOSTON Richard H. Stauffer has 
been appointed a _ sales representa- 
tive for the National Shoe Products 
Corporation and will be in charge of 
their Harrisburg, Pa., office, according 
to an announcement by Richard O. 
Cochrane, district manager. 





RICHARD H. STAUFFER 


Until his appointment by National, 
Mr. Stauffer was for three years with 
the Harrisburg sales department of the 
United Shoe Machinery Corporation. 
He joined United in November, 1947, 
and was a machinery technician for 
four and one-half years before being 
assigned to the sales department. He 
is a veteran of World War II, having 
served four years in the U. S. Navy. 


Shoe Travelers’ President 
Heads Salesmen’s Bureau 

New York E. J. Trench of St. 
Paul, president of the National Shoe 
Travelers’ Association, assumed the 
presidency of the Bureau of Sales 
men’s National Associations, the latter 
organization reported. 

He succeeds Harley Johnson of 
Miami, who is. president of the 
National Association of Men’s Apparel 
Clubs. The office rotates between these 
two groups and the National Associa- 
tion of Women’s & Children’s Appare! 
Salesmen 

Under the shift in officers, Norman 
N. Souther of Chicago became vice- 
president of the Bureau. Secretary of 
the Shoe Travelers, he replaces Eugene 
Epstein of Denver. 


Beaudin Marks 20 Years 


HANOVER, Pa.—More than 250 em- 
ployees and friends of the L. E. Beau- 
din Shoe Company, manufacturers of 
misses, growing girls and women’s 
shoes, celebrated the firm’s twentieth 
year in business at a recent banquet. 

George V. Foye, president of the 
firm, gave a short talk in which he 


revealed that in the past 20 years the 
company produced 13 million pairs of 
shoes, 
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International Rubber 
Conference Successful 


New YorkK—The second meeting of 
the International Rubber Quality and 
’acking Conference was held in the 
Essex House in New York early last 
month. Delegates from 11 countries 
were present—Canada, Ceylon, France, 
Indonesia, Japan, Malaya, The Nether 
lands, Thailand, U. K., U. S. A. and 
Viet Nam. 

A 68-point agenda covering virtually 
every phase of rubber quality and 
packing was tackled by the conference 
and completed on the closing day. The 
frank and open discussions which took 
place among the delegates provided an 
opportunity for the critics and the 
defense to come to a much better 


understanding of each other’s prob 
lems. 
Consideration will be given to the 


establishment of International type 
descriptions and packing specifications 
for natural rubber. This recommenda 


tion, if carried to a conclusion, will 
result in the acceptance of the 340 
R.M.A. Types and the 6 Singapore 


Types as world standards and the 
preparation of a new booklet captioned 
“International Type Descriptions and 
Packing Specifications for Natural 
Rubber” which would include the 36 
recognized types and replace the pres- 
ent R.M.A. Green Book and the Singa 
pore Blue Book. 

The Federal Legislative Council of 
the Federation of Malaya accepted on 
May 5, 1955 the Government’s pro 
posals to introduce new rates of export 
duty on natural rubber, together with 
a scheme designed to accelerate the 
rate of replanting. The new duties 
come into effect on June 1, 1955, 

Under its replanting scheme the 
Government will pay $400 (Malayan 
Currency) per acre (i.e. approximately 
half) towards the cost, of replanting 21 
per cent of the planted acreage of an 
estate over the next seven years. The 
Government assistance will be paid in 
five annual instalments in respect of 
each replanted acre. Government’s as 
sistance will thus be spread over a 
period of 11 years. Comparable Govern 
assistance will also be available 
rubber area 


ment 
for replanting existing 
with approved alternative crops, and 
an estate will be entitled to receive 
equivalent assistance towards the cost 
of new planting with rubber. 


New American Hide Director 

LOWELL, MASS. Lawrence Nusser, 
superintendent of the Ballston Spa, 
New York, plant of American Hide and 
Leather Company, Inc., has resigned 
that post to assume the duties of Di- 
rector of Labor Relations at that plant. 

Mr. Nusser has been associated with 
the company since 1932, when he came 
into the organization with his father, 
the late Albert J. Nusser. When Mr. 
Nusser senior retired, Lawrence Nus- 
ser was appointed Superintendent and 
he has held that position continuously 
to the date of the recent change. 













































Your Plans Should Include 


— 


—the Modern Fluoroscopic 
X-RAY SHOE FITTER 


This proven, time tested fitting aid 
and selling tool belongs in any pro 
gram of store improvement. It is vis 
ible evidence of your desire to give 
your customers the latest and finest 
in Visual Fitting Service, Many fine 
stores have installed the beautiful 
Simplex SUPREME in the last year 
Wiil your store be next? Talk to your 
Simplex X-Ray Representative, or 
write 


X-RAY SHOE FITTER CORP. 


3535 N. Paimer $1., Milwaukee 1, Wis. 





A 6379.1/3 








EVERY PAIR WITH HAND-SEWN VAMPS 
to retail from $6.95 to $8.95 


For Catalog and Salesman's Call, write to: 


NORTHEAST SHOE CO., inc., Pittsfield, Maine 


Tyer Company President and Successor 


fst 


WALLACE BRIMER HUGH BULLOCK 


ANDOVER, Mass.—Wallace E. Brimer Mr. Bullock is well known through- 
was elected president and treasurer of out the rubber footwear industry, hav- 
the Tyer Rubber Company, here, at the ing served during the war as con 
annual meetings of the stockholders sultant to the Rubber Bureau; he is 
and directors. Mr. Brimer has been presently a director of the Rubber 
treasurer of the company for 21 years Manufacturer’s Association. 
and has served also as general mana- 
wer since 1944. 4 ’ 

Hugh Bullock, who has been presi- West Coast Mercury Man 
dent of the Company since 1935, an- St. Louis Seymour Feitler has 
nounced his retirement. Mr. Bullock been named West Coast representative 
has been with the Tyer Rubber Com- for “Little Debs,” a line of high style 
pany for 29 years and will remain a cements for little girls, manufactured 
director. by Mercury Shoe Company. 
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Bates Shoe Company Taps 
Huge University Market 


WEBSTER, Mass.—In recent years 
many producers of consumer goods 
have looked to the big and growing 
“university market” (now numbering 
36,000,000 student customers) as an 
important area of opportunity. How 
one producer, the Bates Shoe Company, 
has been able to succeed in this highly 
competitive market was one of the 
highlights of the recent Student Mar- 
ket Clinic, sponsored by the Student 
Marketing Institute, in New York City. 

The Bates program, which earned 
the company one of the Institute’s sev- 
en “Key of Achievement” awards for 
1955, was outlined by Richard Sears, 
Bates’ executive vice president, as fol- 
lows: 

“A line of shoes was named ‘Phi 
Bates—Shoes for Smart Men.’ And 
this unique name was used only for 
styles which had been approved by a 
College Advisory Board of students 
in universities throughout the country 
The promotion was aimed at the so- 
called university market which com- 
prises college students and fashion- 
minded men of a!l ages 

“Twice a year surveys were made 
with a _ scientifically selected cross- 
section of panel members to get 
specific information on style trends 
and buying habits. Samples of shoes 
were tested and judged by the students. 
More than two thirds of the panel 
had to accept a style before a shoe 
could carry the ‘Phi Bates’ name.” 

Fourteen styles of Bates shoes are 
now endorsed as “Phi Bates.” The 
program, which was started in 1948, 
has been so successful, says Sears, that 
it is being continued. 


Boston Athletic Shoe 
Observes 15th Birthday 


CAMBRIDGE, MAss., The Boston 
Athletic Snoe Company, observing its 
fifteenth anniversary, announced that 
Pau! Lerman, founder, had been named 
chairman of the board. George Lerman, 
former senior vice-president, was 
named president, and Albert Lerman 
was elected executive vice-president. 

The firm’s spokesman said when the 
company was founded in 1940 it em- 
ployed 60 persons in an operating area 
of only 3600 square feet, which 
contrasts with 250 employes today, 
manufacturing operation on six floors 
of its factory here, and a sales force 
of 18 men covering the United States, 
Puerto Rico, and Alaska. 


American Hide Names Stacey 


BostonN—The American Hide and 
Leather Company announced the ap- 
pointment of Joel P. Stacey as super- 
intendent of the company’s side leather 
tannery at Ballston Spa, N. Y. Mr. 
Stacey joined the firm in 1954. He is 
a graduate of Tufts College and is a 
member of the American Leather 
Chemists Association. 
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Magazine Moves to Chicago 


Elmer J. Rumpf, publisher of the 
magazine Leather and Shoes, has an- 
nounced the removal of its editorial 
and printing operations from Boston 
to Chicago, effective with the June 11 
issue. Mr. Rumpf also announced the 
appointment of James V. Malone, of 
Chicago, as managing editor, and R. J. 
Rooney as production manager. Irving 
B. Roberts has been made associate 
editor for New England and William 
M. Seanlan will be associate editor for 
the Middle West. William A. Rossi has 
resigned as editor, vice-president and 
assistant publisher. Miss Kay Sleator, 
formerly fashion editor, has also re- 
signed from the staff. 


New Firm Appointment 


SPENCER, MASss Harry A. Bass, 
president and treasurer of Kleven 
Shoe Sales Company, Inc., who heads 
up the General Shoe Corporation’s 
New England operations, announced 
the appointment of Edwin R. Kabat 
as sales manager for the new firm, 
Mannequin Shoes, Inc. 

He said Mannequin Shoes’ temporary 
New York headquarters are at the 


McAlpin Hotel until the completion of 
permanent offices in the Weber Knapp 
Building Towers, 
fourth Street. 


112 West Thirty- 
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Talon, Inc., Inaugurates 
New Office Building 


New York—Formal! opening of the 
new Talon office building at 43 East 
5ist Street in New York was an- 
nounced by Lewis Walker, president of 
the company. Formerly a private resi- 
rence, the six-story structure repre- 
sents every major advance in modern 
office building design including double- 
zoned air-conditioning installation, lat- 
est type automatic elevator, board of 
directors room, employees lounge, 
luncheon and kitchen facilities, and an 
entirely new street facade of bronze 
and marble. The facade treatment ex- 
tends to the adjoining twin structure 
at number 41, also owned by Talon, 
Inc., and occupied by Donahue Sales 
Corporation, sole distributor of the 
Talon packaged zipper. James E. 
Casale was architect and designer of 
the conversion operation. 

On oceasion of the opening of the 
new Talon building, Mr. Walker noted 
that this event marked the completion 
of the first stage of a long-range ex- 
pansion program which provided a net- 
work of new warehouses in strategic 
market areas across the country as 
well as the addition of four new south- 
ern manufacturing plants in Cleve- 
land, Georgia; Morton, Miss., and in 
Woodland and Stanley, N. C. 

“Acquisition of these new production 
and distribution facilities was 
sary to keep pace with the steadily ris- 
ing demand for our product,” the com- 
pany president said. Mr. Walker 
pointed out that first quarter sales for 
1955 ran far ahead of same period for 
1954 and that current were at 
near peak levels. 


neces- 


sales 


Construction Started 
On New Deb Shoe Plant 


WASHINGTON, Mo.——-Deb Shoe Com- 
pany of St. Louis has begun con- 
struction here of a new 20,000 square 
foot factory to be used by Mercury 
Shoe Company in the production of 
“Little Debs.” 

“Little Debs,” a line of high style 
cement flats for little girls, was intro- 
duced to the trade at the National 
Shoe Fair last October. Since then, 
according to Jack Altman, vice-presi- 
dent and general manager, the shoes 
have been produced by one of Debs 
other factories making similar types 


of shoes for growing girls. The line 
is dominated by colorful patterns of 
soft construction and has two size 
runs for children and misses—&8% to 
12 and 12% to 4. 

According to Mr. Altman, the new 


factory will be modern in every detail 
with all new equipment and machinery 
to be installed. Production will start 
upon its completion with a 2000-pair- 
per-day schedule assured. Meanwhile, 
the firm will continue producing “Lit- 
tle Debs” with present facilities. 

Mr. Altman said eight new salesmen 
have been added to the Mercury Shoe 
Company staff with “more to come.” 
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Pennsylvania Foremen 
Hold Lecture Meeting 


HARRISBURG, PA.—The Pennsylvania 
Superintendents and Foremen’s Asso 
ciation of the Shoe Industry held a 
meeting at the Penn-Harris Hotel here 

William M. Edwards, staff engineer 
for the Singer Sewing Machine Com 
pany, spoke on “Increasing Productiv 
ity in the Shoe Industry.” He explained 
time measurement, plant layout, capita! 
expenditure and how these tools of 
management may be used to increase 
production. A question and answer 
period followed his lecture 






Leather Industries Highlight New Styles 


Part of the exhibit by Leather Industries of America emphasizing the important 
highlights in all phases of leather fashions from head to toe for the entire family. 


New York—That most of America 
may be wearing leather this year, in a 
great variety of suits, coats, jackets, 
at-home wear, sportswear and evening 
clothes for men, women and children 
was emphasized by Leather Industries 
of America at a recent informa! fashion 
show. New styles and leathers in shoes, 
handbags, garments, belts, gloves, lug- 
gage, small leather goods and a variety 
of other leathers were displayed. 

Highlighted in the leather texture 
family were the various types of 
grained leathers, particularly in calf, 
kip, side and elk. Liama and crushed 
calf and kid, corked calf, antelope, pig 
skin, plain and spreckled, 
printed leathers, woven leathers, irides 
cent reptiles, etc, were strongly repr: 
sented 

The soft 


featured in a 


lusters, 


construction in shoes wa 
variety and 
pumps as well as evening shoes, in won 
derfully soft, glove-like leathers, most 
of them with surface detail. 

ranged through the 
brown family with the very 
dark browns, charcoal browns and rus 


of casuals 


Colors entire 


heige to 


set and henna browns playing the lead 
The blackened tones of red, 
garnet and ewrey came as 
The 
cado, slightly darker than Spring and 
called Avocado Peel was shown in prac- 
everything from hats 
gloves. A for the 
Chinese 


ing role, 


green, blue, 


close seconds. new shade of avo 


tically shoes to 


and surprise color 


coming brilliant 
Red 

Indications are that handbags will be 
bigger than ever for davtime and casual 
wear; but narrow and slimmed down 
for evening. Either a horizontal or 
vertical slim line is good for afternoon 
and evening. Most of the handbags 
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looked very feminine, the 
largest of them. 

The many new tannages 
cesses that make garment leather a joy 
were described—i.e., the Du Pont 
Quilon process, which makes suedes as 
dry-cleanable as any fabric; the G. E. 
silicone tannage that makes shoes as 
well as garments rain and water resist- 
ant; the new LaunderLeather washable 
process that makes smooth or suede 
leathers hand or machine washable as a 
linen handkerchief. 


even very 


and pro- 





Welting Company President 
Builds Playground for Kids 


GARDNER, Mass.—About 10 years 
ago, Daniel Farber, president of the L. 
Farber Welting Company here, got to- 
gether some swings and a sand box for 
his two sons, Louis, now 17, and David, 
now 14. Today this area holds a jungle 
gym in a 100-foot square playground 
for the use of the community. 

Mr. Farber has also purchased five 
acres on the top of a hill west of his 
home which he hopes to have graded 
this Fall and then converted into two 
baseball diamonds. Meanwhile about 25 
youngsters from 2 to 20 are making con- 
stant use of the basketball courts and 
playground by the Farber home. 

“If they weren't here," says Mr. Far- 
ber, “where would they be?" 





Shoe Factory Planned 


BRIDGTON, ME.—A new shoe factory 
will rise in this town. The goal set is 
for 1000 pairs a day of high grade 
children’s shoes with a minimum per- 
sonnel of 100. Helmar P. Johnson of 
Viko Shoe Company, Worcester, Mass., 
ix starting the new company. After the 
plant is erected, Benjamin Johnson, his 
son, will take over. 


National Shoe Expanding 
To Shopping Centers 


New YorK—National Shoe Stores 
is increasing its expansion program to 
shopping centers. Within the past few 
weeks have been for the 
occupancy of sites within seven subur- 
ban shopping centers in the process 
of construction, according to Mac 
Siegel, vice-president in charge of real 
estate management for National Shoes, 
Inc. 

National 
retail stores 
metropolitan area of 
basing this decision on 
has experienced in shopping centers 
in the year. During this 
National has opened several stores in 
new Long Island Shopping Centers, 
particularly at Smithtown; Great Mid- 
way in Plainview; Herrick; Mitchell 
Manor, East Meadow; Cunningham 
Heights, Hollis; Yellowstone, Forest 
Hills; and Franklin Square, as well 
as stores in established retail centers. 


leases closed 


Shoes, 
with 


110 
greate} 
York, is 


success it 


which operates 
100 in the 
New 
the 


past time 


The new leases were closed for: The 
Bar Harbour Shopping Center at Bar 
Harbour and Merrick Roads in Mas- 
sapequa Park in Nassau County, Long 
Island; The General Greene Shopping 
Center in Springfield, New Jersey; 
The Great Lincoln Shepping Center 
in Oceanside, Long Island; The White- 
stone Shopping Center on Clintonville 
Street in Whitestone, Queens; The 
Berger Tiller Projects; The Great 
South Bay Shopping Center in Baby- 
lon, Long Island; The Middlesex Shop- 
ping Center on Route #1 near New 
Brunswick, New Jersey; and The 
Northern Lights Shopping Center in 
Salinas, New York, a_ suburb of 
Syracuse. An eighth store, though not 
in a shopping center, will be located 
in Orange, New Jersey, at the corner 
of Main and North Centre Streets. 

With each of the 
process of construction, 
expects occupancy by this 
many of the new locations. 


centers in the 
the firm 
Fall in 


Mr. Siegel, in explaining the man- 
agement’s decision to concentrate on 
suburban shopping centers, pointed to 
National’s own success in these lo- 
and the experience of othe 
large retail chain operations. “We 
have watched very closely the trend 
to the suburban shopping center. We 
have seen them grow from close, com- 
pact groups to the mammoth ‘shopping 
cities’ that characterize them today. 
The mobility of today’s consumer, the 
parking facilities offered by these 
centers, and the shopping 
habits that are being formed, all de- 
mand a re-evaluation of our real estate 
keep in step with the 
taking place. 


cations 


one-stop 


operations to 
marketing changes 

“Our as staple as food 
The increased the average 
American family calls for a visit to 
the shoe store for some member of the 
family almost every week. We must 
be where the traffic is, and the bumper- 
to-bumper cars in shopping center 
parking lots indicates the direction.” 
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Ephrata Shoe Appoints 
Rose to Northwest Area 


EPHRATA, Pa.—Aaron B. Rose, 1411 
Kast Columbia Street, Seattle, Wash., 
has been appointed by Ephrata Shoe 
Company to cover the Northwest 
territory including the states of 
Oregon, Washington, Utah, Idaho, 
Montana, Nevada, Colorado and Wyo 
ming, it was announced by Karl J 
Rohrbach, president of the company 

This territory was formerly covered 
by Al Rozier, Los Angeles, who will 
confine his 
fornia and firm. 
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New ‘Fantasy’ Shoes 
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New England Association 
Favors 90-Cent Minimum 


The New England Shoe and 
Leather Association, by vote of its 
board of directors, has 
as favoring the administration’s 
posal for a 90-cent federal 
wage. This action was re 
in the following telegram 
been sent to the chairman 
bers of the Senate Committee on 
and Public Welfare: 

“The New England Shoe and Leathe: 
Association on behalf of its 424 
bers, representing 281 manufac 
and 143 firms in leather tan 
allied trades, employing ap 
proximately 125,000 people, wishes to 
be recorded in favor of a 90 cents 
mum under the 
Labo Act. We 
to any minimum above 90 
would appreciate 
recommendation in the official 
of the subcommittee on labor of the 
Senate Committee on I and Pub! 
Welfare as this communication 


lieu of per 


BOSTON 
been recorded 
pro 
minimum 
ommended 
which has 
and mem 
Labo: 


mem 
shoe 
turers 
ning and 
min 


hourly wage Fai 


Standards are opposed 
cents We 
youl entering oul 


record 
sabor 


oul sonal appearance.’ 


Peters Names Charles Angel 


Sr. Louts— Peters 


Sh ye 


Division of Inter 


national Company ha 
Charles L 
for City Club, Wesboro and shoe 
craftsmen in Nebraska, it was an 
jointly by Fred Vogt, gen 
and Hal Parrish, north 
division sales manager, men’ 
’ lines. He succeeds C. FE. W 
on who has resigned 

Mr Angel, who has spent more 
25 years in the retail and 
shoe field, formerly represented another 
major shoe company in the 
states. He will make his heel cn saree 
in Lincoln, Nebraska. 


named 


Ange! sales representative 


¢ 
for 
nounced 
eral 
western 


manager, 


and boys 


tnan 


wholesale 


stern 


Empire 


Where 
» Dy 
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ORTHOPEDIC FOOTWEAR 


A EO CF OF OO CR 


TARSO SUPINATOR SHOES® 


for weak or flat feet 
.. prescribed by doctor 
is the modern corrective 
shee for children. 
Made and distributed only by 


Maurice J. Markell Shoe Co., Inc. 


332 Seuth Broadway a Yonkers, N. Y 


ee ee 


CHILDREN'S SHOES 


Oe FF Fe OF 


ca,’ ca dass le fou VOSA 
G5, for tots, now add a cushioned heel 
to a tine olready feature packed, Sizes 2 


t 6,8,C,0,€ 
“TAG A LONGS top quality at moderate prices.” 


bg SHOE COMPANY 


CEDARBURG, WISCONSIN eS j 


Lawrence Process Company 
Making Plastic Covers 
MA The Ls 


ompany In recentiy began 


LAWRENCE, 
Process ( 
the manufacture of a new 


plasti 


iwrence 


prod if 


hoe cove! to be made avai 


immediately to the shoe trade 
Fashioned of 


vinyl film, 


abie 


three-gauge embossed 


and electronically heat 


ealed on a newly-developed rotar 
table 


these 


sealing machine 


shoe fron 
throughout the shoe 


hoemaking proce 


automatic heat 
will 
dirt and damage, 
factory during the 


covers protect 
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Recorder Goes in for YOU 


with 


the Largest Total Circulation among 
Independent Shoe Stores, Leading Department Stores and 
Chain Store Buying Headquarters in the U. S. that sell more 


than 2 billion dollars worth of shoes and accessories annuaily.* 


* A comprehensive personal interview survey 
of BOOT AND SHOE RECORDER subscribers 
by National Analysts, Inc. shows that almost 
4 out of every 5 sell accessory items including 
hosiery, handbags, belts, suspenders, billfolds, 
wallets, gloves, polishes and cleaners. 

For complete details of this survey contact 
your nearest BOOT AND SHOE RECORDER 


representative. 


Boot and Shoe Recorder 





Classyfted sx» Want Ads 








SALESMEN WANTED SALESMEN WANTED SALESMEN WANTED 








ALESMEN WANTED. Territory lowa and 
Nebraska Infants’ & Children’ Pre-Welts 


AY A L & S$ M & N and Cement Shoes. The Kepner-Scott Shoe Co 
, Orwigsburg, Pa 
here's our offer 

T’O CARRY a complete line of REST RITE 


o i . 
ange wig to sell on the road one of the most popular lines of rub- comfort shearling (since 1898) and LO-MOX 
er, fabric and casual footwear on the ~narket, beaded moceasins (formerly SIOUX-MOX) fo: 
sd i 2 2 men omen, and hildre Large nationally 
pe ye pied to have backing you a trade mark that has gained the re- Pw os ahead. saat r sder business from ( ‘A rA 
spect of consumers everywhere and a company that has the admiration LOGUE mailing credited to salesmen in re 


of retailers for its square shooting policies, spective territories. Many territories available 
Sideline salesmen preferred Contact at once 


Advantages of traveling your territory knowing you are backed by a 1O-MOX CORPORATION, 76 Lincoln Street 
strong Advertising and Sales Promotion program. Boston 11, Mass 


Opportunity to earn in direct proportion to your ability to produce 
with advances against commissions, \PPORTUNITY for experienced men only ¢ 
carry medium-priced line of men’s high 


A complete, company financed retirement plan. styled end eenservative dress shack, elas call 
dren's and boys Can be handled advantageous 

vith non-conflicting line Territories open 
Pex: Oklahoma, Rocky Mountain States, In 
diana, Illinois, Tennessee California Address 
#218, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N 


* Group life, hospitalization and car insurance. 
* Good opportunities to advance for men who show promise. 


we're looking for these qualifications 


Men between 25 and 35 years of age with retail footwear experience. 
Must own a car. N ATIONAI LY KNOWN quality slipper mas 


Men who are eager for success and are willing to work for it. ifacturer of men's, women’s and childrer 
: . s indoor-outdoor line desires high type representa 

Men who can plan their work and carry the ball with minimum super- tive to sell better grade shoe and department 
vision. tores in Southwestern territory Non-eonflicting 
‘ . —_ quality side line may be carried Give ful 
Men who can put our story across convincingly. qualifications, experience and recent snapshot 
Men who are willing to take the time to show dealers how they can Swan Shoe Co., Ine,, Baltimore 5, Maryland 
merchandise our line most profitably. 
Openings now available in several sections of the country. If you're in- G ALESMEN WANTED: By well known estab 


terested, write telling us all about yourself, lished manufacturer with large, modern, instock 


department making infants through G, G. welt 

rw Cement stitchdowns Some welts t 
ADDRESS #205, CARE BOOT & SHOE RECORDER, 100 EAST 42nd ST., NEW YORK 17, W. Y. ee ere Ween toae’ Tia 
souri, Illinois. Men with established following 
and non-conflicting line on straight commission 
Contact; FOOTWEAR, INC., Room 1735, 209 
S. State Street, Chicago 4, Illinois 


SALES REPRESENTATIVES mIN SYViaD ADD Fast, SuLaNG 


j j : P tock line of popular priced children’s 

Valuable openings in Southeast and Southwest. Nationally advertised, quality alien sad commen, Gaede ond. 0408 a0 
juvenile welt line at popular prices. May be carried with non-conflicting lines. tailers, generous commission to right man, for 
Highly respected company with over 60 years of background. Write fully. Replies New York State, West Pennsylvania, Virginia 
and West Virginia, North and South Carolina 


confidential. LIBERAL COMMISSION. Address S906" care Boot & Ghee Recorder, 16 
y 


W. L. KREIDER'S SONS MFG. CO. eta enc nttcathes 2 
manufacturers of RUGGIES & FOOT-TRAITS 


Harrison & Arch Streets, Palmyra, Pa. Posner on West Coast Visit 


New York—Herbert Posner, presi 
dent of the Dr. Posner Shoe Company, 


ESTABLISHED TERRITORIES NOW AVAILABLE Inc., manufacturers of scientific shoes 


i iggy gy Mey for children, left to spend several weeks 

CUSHIONIZED SHOES—WOMEN’'S TAILORED ARCH LINE in California, visiting a number of new 

In Stock AAAA-EEE, 2!/2-12, $9.95 retail P 5 Dr. Posner installations in that area 

Scompers—nationally advertised women's flat line. in Stock $5.95-$6.95 retail . . : » Wa Same 

Kittymocs—women's handsewn and machine-sewn moccasins. In Stock AAAA-EE, 3-12, $4.95 He planned to attend the West Coa t 

$7.95 retail Shoe Travellers’ Show in San Fran 
Contact H. G. Lumbard, Jr., Sales Manager, Lumbard Watson Co., Auburn, Maine cisco 




















CLASSIFIED ADVERTISING RATES 


The rate for undisplayed classified advertising is 20 cents a word under any of our classified headings. Minimum amount 
accepted 18 words, $3.60. When a box number is desired, addressed to any of our offices. 12 words must be added for this 
and charged at the word rate. If advertiser's own name and address is used, count each word (street number is one word) 
at word rate. Classified advertising is payable in advance. Send check or money order with your copy. No accounts are 
opened for classified advertising except for regular advertisers on contract. 


The rate for all displayed or boxed in classified advertisements is $14.00 an inch with a maximum of 46 words per inch 








12” Advertisements for this page must be in our New York Office 15 days preceding publication date ~% 1 
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AU TERRITORIES open for salesmen wit! 

experience to carry Little Gents stitchdown 
mid Misses Compos. Commission basis 

firet letter Address #226 
Recorder 100 Fast 42nd 
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stitchdown line 
Attrac 
care Boot & 
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sell children's 
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hoe Recorde: 
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count to of pr abilit lime 
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Recorder ( 
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im and Drawing 
oven Side 
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Michivan, (thio, Missouri 
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SIDE LINE SALESMAN WTD. 
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followi 





with a 


feature 


LOOKING for salesmen 
te line of 
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$12.50 for a reliable 
filty years 

heing covered by 
Address 2216 
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se for 
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men's 
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firm that is 
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and 
rit top commission 

Shoe Recorder 
ork 17, N 


REAP THE HARVEST 


with the 
theatrical 


reterence 

We 
Boot 
New 


over 
now you 


cate 





growing trend for 
Footwear. Large 
Market to Department Stores, 
Shoe Stores 
ies available. 
sion. 


Leo, Advance Theatrical Shoe Co. 


32 W. Randolph St., Chicago 1, Ill. 


Excellent territor- 
Good Commis- 











T° CARRY as 
instock children’s shoes to 
$4.00 Available in the following territories 
Maryland, Virginia, West Virginia, Kentucky, 
lennessee North Carolina, Florida, Texas 
(thio, State full particulars 
in first All replies confidential. Address 
#214, care Boot & Shoe Recorder, 100 East 
tind Street, New York 17, N. Y 


a side line outstanding line of 


retail $3.00 and 


Indiaua, Illinois 


letter 


EADING MANUFACTURER HELANCA 
AND NYLON FOGT SOX, to retail and/or 
wholesale trade Pocket-size samples. Execep 
tional commission. Box 142, care Boot & Shoe 
Eeteoter, 100 East 42nd Street, New York 17, 


New England 

Trim Line with 
house in America 
get int ill types of 
Mig. Im 403 

Ne York 


Territory to 
the largest 
Man who 
Daniels 
Brooklyn 4, 


l IVE WIRE for 
“handle a Shoe 
hin rhamentation 
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HELP WANTED 


ANDBAG SALESMAN 

lar priced 
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Kaltimore | 





Top complete, popu 
styled for shoe trade, spe 
Territorial rights. Sideline accept- 
Handbags, 305 W. Balto. Street, 
! | 


line 
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DEPARTMENT and 
and childres shoes: J 
Vitality’s Jumping Jack 
Ohio 


shoe Store 


stock 
weedies 
and Laz 
July 


Ohio 


[_ EASED SHOF 
ot women s 
ndler, 
before 

liffin, 


tones in Fostoria 


Kuchler B 


ewelt factor 
ntants 


expansion im 


Fok SALE: 5 with capacity for 
GUO pairs ot 
da Possible 
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roduce 
North 
labor available 
lres 2221 
Kast 42nd Street 


and children’s shoes a 
present type pro 
to cement pri 


pairs a day 


also change over 
1400 and 1500 
Central Pennsy 
Details given on request Ad 
Boot & Shoe Reeorder, 1! 
New York 17, N. Y¥ 


cess to p 


Location vata 
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(7004 


care 
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45,000 Sq. Ft. 
ONE STORY Plant 


in the Nation's Slipper 
& Shoe Mfg. Center! 


ALTOONA, PA. 


PRR. Acreage. Low taxes 
possession Write for 


Immediate 
brochure 


FRANK G. 
BiInSWANGER, 1c. 
1420 Wainut St., Phila. 2° PE 5-0202 
RAKE KKKKKKE 








RTHOPEDIC SHOE 
Main Street location, 
northern New Jersey Exclusive fr 
chise nationally-known line of men's, womer 
and children’s Clean inventory Reason f¢ 
selling—-because of health. Address 2222, car 
Boot & Shoe Recorder, 100 East 421 

New York 17 N 


SHOE STOR 
tablished 23 
$20,000,00 
$40,000.00 


STORE, establishe 
fastest gro 


years, 


town in 


d Stree 


Kast 
Inventory 
last 
selling 
might 
active 


Large 
years; 
Average 
Owner retiring, 
plus fixtures Owner 

interest to reliable 
answer unless cash is available 
Boot & Shoe Kecorder, 
New York 17, N 


coast City es 
approximately 
volume years over 
price in 
consider 
partner 
Address 
100 East 


ventory 
eclling 
Don't 
#225 
tend 


care 
Street 


PARK, ILLINOIS, Wo 

Price range $8.95 to $16.95 
Shoes also semi-dress and 
$12,000.00 down Balance 

Room to add Children’s Depart 
Must he sold at once Address #224 

Boot & Shoe Recorder, 100 East 42nd 
New York 17, N. Y 


OR SALF 
Shoe 


IN OAK 
men's Shop 
Catering to comfort 
$20,000.00 
be arranged 
ment 
cae 

Street 


casuais 


TAMILY SHOF 
the tastest 
$60,000.00 last 


$1,000.00 per 


STORE 
growing 
and increasing at an 
month, Best 
years to go. It 
(Jwner wishes to retire Ad 
Boot & Shoe Recorder, 100 
New York 17, N. Y 


located in one of 


towns in Texas Over 


year aver 
ge of 
nd eight 
000.00 to hanele 


1 
pes 


42nd 


lease in town 


more will take $50 
dress 


Fast 


care 


Street 


“A MIL 
Cdnve 
£10.00 


STORE IN AI 
operator 
Volume $34,000 
Address & 
Fast 42nd 


ASKA. Good town 
Stock approximately 
Write for particulars 
care Boot & Shoe Recorder, 100 

17, N. ¥ 


Street, New York 


Shoes Largest Employer 


In New Hampshire 


MANCHESTER, N. H. The shoe 
industry is the largest single employer 
among manufacturing groups in New 
Hampshire, totalling approximately 
20,000 workers. 

The latest available information 
New Hampshire’s Employment 
vity Law was presented to New Hamp- 
shire members of the New England 
Shoe and Leather 
special meeting here. 

Executives, office managers, and per- 


on 
Secu- 


Association at a} 





CONCESSIONAIRE WANTED 








Concessionaire wanted for women’s and 
children’s shoe department in Junior De- 
partment Store. New, modern, air-condi 
tioned building. Best location in fast-grow 
ing NORTH JERSEY suburb. 


Write Box 229, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 














WANTED TO PURCHASE 








For Branded Women's, Children's and 
Men's Shoes. Small or Large Quantities. 
We are Retailers and Will Pay More. 


MAX BERGER & SON INC. 
1445 S. Pulaski Chicago 23, Ill. 
Lawndale 11-1111 











ARE RE- 


W! PAY MORE because WI 
rAILERS We buy men’s, women’s and 
hildren's branded shoes Interested in buying 

East Coast Areas. Lee Cohen, 717 Ber 


gen 


RCH Support shoes for men, women or 

children, any quantity. Will pay top prices 
Send list for quick action. Strahl Shoe Co., 1170 
Third Ave., San Diego, Calif 





GIVE-AWAYS 





BOOKS— 
Catalog. 


Avenue, New York 


SSORTED DAVY 

Items for Back to 
Hecht Associates 074 
i, N. Y. 


CROCKETT 
School Free 


Par} 





BUSINESS OPPORTUNITY 





MAN who 
business, 
One 


line ot 


indertands every 
specializing in 
who can manage a 
shoes in addition 
to Orthopedic ty Must have experience in 
MER‘ HANDISING SHOE CORRECTIONS 
and must be able to deal with Medical Men, as 
well as train other Salary 1s 
xcellent future iffered in locat 
New York City 

\ddress Box 

r, 100 } t 421 


FOR 
retail 


S hoe 


L' JOKING 
phase of 
the 


store 


shoe 
Family Store, 
selling regular 


shoe men optional 

ind an ¢ ; 
within 7 miles of 
onsider partnershiy 
Boot & SI Record 
New York 17, N. Y¥ 


from 16 shoe 


panies gathered at the Hotel Carpenter 
to hear Newell Brown, director of the 
division of employment fol 
the state of New Hampshire and Wil- 
the 
bureau, 


sonnel managers 2om- 


security 


liam C. Chamberlin, director of 
unemployment 
discuss various aspects of the law. 
the third of a 


meetings planned for the purpose of 


compensation 


It was series of 
getting this information into the hands 
of the Similar 
meetings held in 
Maine and 


Association members. 
have already 


Massachusetts. 


been 
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WANTED TO PURCHASE 








WANTED TO PURCHASE 





WANTED TO PURCHASE 


















SAM CAMITTA & SONS 


YOU DEAL WITH CONFIDENCE WHEN YOU DEAL WITH THE ORIGINAL 





Foremost Cash Buyers of Fine Shoe Jobs Since 1906 


Surplus Stocks © Closeouts @ Complete Stocks © Your Name and Brand Protected 


95 Reade St., New York 13, N. Y. 
COrtiandt 7-6378-9 
















TOP DOLLAR! 


FOR YOUR ODDS AND ENDS, CLOSEOUTS 
OR COMPLETE STOCKS 


EDDY SHOE COMPANY 
ALWAYS RELIABLE 
132 Ne. 4th St Phila. 6, Pa. 


CASH 
10P PRICES 


SURPLUS SHOES 
CANCELLATIONS 
COMPLETE STORES 


Write or wire for fast ae- 
tion . . . quality men’s, 
women's and children’s shoes. 


ne —Foolwear FOR OVER 40 YEARS 


MOSINGER-COHN 


1235 Washington St. Lovis 3, Mo 
















WE BUY CLOSE OUTS, SHOE STORES 
SHORT LEASES ASSUMED 
YOUR NAME PROTECTED 


B. & R. SHOE CORP. 
74 READE ST., NEW YORK 7, N. Y. 


RALPH VOGEL 











MM CASH FOR 


GM CLOSEOUTS 
MMM SuRPLUS 

GMM DISCONTINUED LINES 
GE COMPLETE STORES 


BROITMAN - GAFFIN 


SHOES, INC. 


146 DUANE ST. N.Y.C. 8E 3-7290 








| ememaerteareemcamna pag mg cen earngaepaanaeagng nr —aamamaaamaaaaae COMMUTE, 


JS 


5% 








BARIS BUYS for CASH 


Quick decision on your offers of discontinued and 
surplus men's, women's and children's shoes. 
Also complete stores considered. 
Jobs in Fine Shoes From Fine Sources Since 1931 


PRPMMRMiAfpjy;s 









* New York 7, NY. - 


Tel.: WOrth 2-5180 














V Quality Shoes \/ Complete Stores 
¥/ CLOSEOUTS OR SURPLUS 
from Migr. or Retailer 
Aay Quantity... Any Time! 


For Quick Action, 
rite, Wire or Phone 


1 (em it wecewes es 














Cintrel 3763 


QUALITY SHOES SINC. ° 


i Chatret 6898 
"WHILE IN TOWN SEE weit? 





MY HOBBY 
Buying, Selling Shoes for 36 years 
CASH TOP PRICES 


Discontinued stocks 


HARRY HESS 
76 Reade Street New York 7, N. Y. 
Telephone: WOrth 2-896! Beekman 3-767! 











No More Worries 
No More Cares 










PUT HIM TO 
THE TEST 


LOUIS CAMITTA & SON 
$i READE ST, NEW YORK, WN. Y 
WO 2-5063 



























WE BUY 


Your BRANDED 
and DISCONTINUED 


SURPLUS STOCKS 


Write or Phone 
LOmbard 3-2062 


CAMITTA SHOE CO. 
120 No. 4th St. Phila. 6, Pa. 











ARRONSON 
PAYS MORE 


FOR YOUR JOB LOTS & CLOSEOUTS 
YOUR NAME & BRANDS PROTECTED. 
LEASES ASSUMED FOR OPERATION 


NOTHING TOO LARGE OR TOO SMALL 


George J. Arronson Associates 


157 DUANE ST., NEW YORK, WN. Y. 
RECTOR 2-4170-4171 






















HEMPSTEAD SHOE CO., 
Mex L. Meltzer, Pres. 





WE PAY MORE because WE ARE RETAILERS 


WE BUY MEN'S, WOMEN'S AND CHILDREN'S BRANDED SHOES. 
FOR QUICK ACTION WRITE, PHONE OR WIRE COLLECT 


INC., 269 FULTON AVE., HEMPSTEAD, L. |., 





0.7. 
Ivanhoe 1-9830 
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CASH PAID FOR 
SHOE STORES 


CLOSE OUTS, JOB LOTS 
SHORT LEASES ASSUMED 


B. SABIN 


101 DUANE ST. NEW YORK 7, WN. Y. 
Telephone WOrth 2-2615 














Footwear Executive Off 
On European Fashion Tour 


MIAMI--Jack Rogers, 
in charge of styling and sales 
Miami Footwear Corporation, is 
midst of a trip to European fashion 
, Harry Rabin, of the corpora 
tion, announced 

Mr. Rogers left fr 
The first 
flight to ¢ 
itinerary included Germany, 
land, France, Italy and Spain 

The trip will take six wee) | 


Roger vas accompanied b ni 


vice-president 
of the 
in tne 


centel 


ym Los 
planned was a Pola 
after 


Angeles 


which hi 
Switze 


opennagen, 





MERCHANTS’ NEEDS 








REBUILT ADRIAN X-RAYS _ 


a wm mee Ae ‘low—Terms 

REPAIRS SAVE MONEY REBUILDING 
Tubes—Transtormers—Timers—Screens. 

M. 8. ADRIAN & SONS X-RAY CO. 

442 E. Ward St. Milwaukee, Wis. 

















“A, e! 
Pr. O. BOX 24102 LOS ANGELES 24, Can 








Va ADVERTISING 


Th CIAL 


mw 


here's how to get 
More Business! 


HE Vincent Edwards Idea Clipping 

Service has .over 2000 satisfied users. 

Each order filled according to what 
you want; wholesalers usually request best 
retail ads; manufacturers usually want ads 
of competitive brands. 

You will find that a study of newspaper 
ad clippings is the quickest and least ex- 
pensive way to keep in touch with what's 
going on. 

Use coupon below to learn more about 
this valuable service and the special short 
term trial offer. No obligation, of course. 


VINCENT EDWARDS & CO. 


World's Longs est Advertising Service 
rganization 


342 Medison Ave., New York City 
Please tell me more about your news- 
paper ad clipping service and special short 
term trial offer. 
City 
Name 


Company 











Shoe Workers Accept Plan 
Of Howes Leather Company 


Boston—The United Shoe Workers 
Internatoinal (CIO), Local 331, repre- 
senting the workers at the Curwens- 
ville, Pa. tannery of Howes Leather 
Company, Inc., voted to accept the 
company’s new Standard-Hour Incen- 
tive plan. 

The new plan, developed by the 
company’s industrial relations staff, 
provides production workers with pay 
increases of 12 cents per hour based 
upon increased productivity. Hourly- 
paid workers, under the new schedules, 
receive pay raises of four cents per 
hour. 


192 


Patent Leather Finisher 
Joins Archie Kaplan 


Boston—-E. Andrew Peterson, na- 
tionally-known specialist in patent 
leather finishing, has become associated 
with the Boston firm of Archie Kar- 


E. ANDREW PETERSON 


lan Leathers, Ine., and will be in 
charge of all finishing operations on 
patent leather for the Kaplan firm. 

Peterson's background is steeped in 
the leather industry. His father started 
in the patent leather business in 1914. 
In 1926 E. Andrew joined the firm 
which was then being run by one of 
his brothers. 

In 1947 he launched his own firm 
at Bowdoinham, Me., specializing in 
patent leather finishing. He has de- 
veloped several new processes for this 
work, and is incorporating them in the 
Kaplan leathers according to company 
officials. 


Unions Advertise 
Employer’s Product 


Rep WING, MINN.—A new high in 
shoe industry labor relations was 
reached last week in Red Wing, Minn. 

Three shoe workers’ unions took full 
page advertisements in the Daily Re- 
publican Eagle of that city to describe 
the excellence of manufacturers’ prod- 
ucts. 

The union vote of confidence came 
after Red Wing workers tested Red 
Wing Shoe Company products treated 
with a new silicone chemical developed 
by Dow-Corning. 

Actual! use of the shoes under on-the- 
job conditions showed that the treat- 
ment made the shoes water repellent, 
at the same time keeping them soft. 

Workers found that repeated wet- 
tings failed to destroy the effective- 
ness of the treatment. 

Red Wing Shoe Company, and Foot 
Tanning Company, both of Red Wing, 
were among the first producers to 
utilize the new chemical treatment. 

Union cooperating in placing the ad- 
vertisements were CIO United Rubber, 
Cork, Linoleum and Plastic workers 
and AFL Fur and Leather workers and 
Boot and Shoe workers. The union 
locals have a membership of 800. 


Legislature Votes 
To End Chain Tax 


LANSING, Micu.—Both houses of the 
Michigan legislature have finally ap- 
proved repeal of the state’s 22-year-old 
chain store license tax but the threat 
of a governor’s veto looms. 

The senate approved repeal of the 
tax several weeks ago by a vote of 
21 to 7. The house of representatives 
approved repeal Tuesday, May 31, by 
a vote of 60 to 44, four more votes 
than were needed for the necessary 
56 majority. 

In Michigan any retail firm with 
more than one retail outlet is consid- 
ered a chain. 

In the state there are 69 chain re- 
tail shoe companies with 371 retail 
outlets. 

The tax ranges from $10 on a sec- 
ond retail outlet up to $250 each for 
25 or more stores. 

The Michigan Chain Stores Bureau, 
under leadership of W. F. Doyle, man- 
ager, initiated repeal action last year. 

The possibility of a governor’s veto 
came from Gov. G. Mennen William’s 
statement which follows concerning 
repeal action 

He “to repeal the chain store 
tax at this time and cost the treasury 
nearly one-half million dollars seems 
to me to be utterly without justifica- 
tion.” 

The governor added that the legis- 
lature has cut many vital state services 
because it cannot raise enough money 
with revenue bills now under consider- 
ation. 

According to Mr. Doyle, the tax is 
discriminatory and doesn’t raise enough 
money for state use to bother with. 
He maintains the tax, passed back dur- 
ing the depression at the insistence of 
independent store operators, is a nuis- 
ance, and should be eliminated. 

The tax produced about $479,000 in 
revenue to the state last year. 


said 


Francis Rice to Manage 
Tannery in Lowell 

LoweLL, Mass.— Francis Y. Rice, 
vice president in charge of production 
of the American Hide and Leather 
Company, will assume the active man- 
agement of the company’s Lowell Tan- 
nery as of June 1. He replaces Frank 
Upton who has resigned. 

Frank King, ¢ 
of the Lowell tannery, 
that capacity. 

Rice 


assistant superintendent 
will continue in 


has been vice-president in 
charge of production and hide buyer 
since October, 1952. Prior to that he 
had served in various executive capaci- 
ties, including sales and superintendent 
of the company’s Ballston Spa Side 
Leather Tannery. 

George A. Fox has been appointed 
hide buyer and will assume responsi- 
bility for raw stock buying for both of 
the company’s tanneries. Fox had pre- 
viously been assistant hide buyer. 
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For Welt Stock Fitting 


MORE ACCURATE... 
MORE VERSATILE 


The BAG Lip Cutting, Scoring and Marking Machine —Model A 


Keep your stock fitting in step with 
the trend to greater accuracy in 
modern footwear with this machine. 
It’s easier to use, and has the latest 
United design improvements that 
add to its life and operating effi- 
ciency. Note these five outstanding 
features: 


Pre-measures insole thickness. 
Machine sets itself to proper depth 
of lip cut automatically, compensat- 
ing for variables in insole thickness. 
Cuts clean and uniform every time! 


UNITED SHOE MACHINERY CORPORATION | 


MASSACHUSETTS 


BOSTON, 


Clearly marks score line. Aids in- 
sole channeling, cementing and in- 
seaming. Scores reference mark on 
grain side, too. Grades accurately 
to size with easily made setting. 

No treadling. Electric starting 
and single stroke mechanism re- 
duces physical effort and makes pos- 
sible greater production. 
Adaptable. Lip cutting knives can 
be fitted forward of breast line for 
orthopedic style shoes. Readily ad- 
justed for all classes of work. 


More versatile. Holds fixed grade 
for a number of sizes or grades ac- 
curately to a full size run. 


Your United 
representative 
can give you 
complete facts 
and figures on 
this newest 
addition to the 
United line. 


SERVICED 
BY 


(GAC PARTS 
SYSTEM 
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| “Deeg inthe heart of - Woman 


»+». 18 an appreciation of the really 
fine things. She finds it in Devon calf ictually feels it, iff y 


ou 
like. For the suppleness of the leather has something to do with 
the suppleness of her step... the deep lustre of Devon colors 
flatters the colors of her costume ...and knowing its style right- 
ness she senses her own. She you we all of us can profit 
more from Lawrence Devon Calf 


A.C, LAWRENCE LEATHER CO. a oivision oF swirta company line) 
Peabody, M asa. 


Lawrence Calfskin 





we ® 


made with New England skill — demanded throughout the nation 


' 
\ a 
; k 


».. BY MILLIONS OF MOTHERS WHO 
WILL ACGEPT NO OTHER BRAND 


The Stride Rite shoe is the product of 
one of the country’s largest independ- 
ent manufacturers .. . a company 
with pride in its small beginning, 
its” growth, its superb New England 
workmanship, its unequalled standard 
of service. ‘And a company with con- 
fidence in the future of shoemaking 
asawhole ... not only_here in its 
own back yard, but wherevér shoes 
are made in America. 


™ THE 
-TRIDE RITE 
. CaO 
, Green "Shoe Mfg. Co., Boston, Mass. 
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